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or Greater Strength 


and Flexibility! 


Ne tough, long-wearing manila fibres in Columbian Rope are 
ombed to a soft, smooth ‘‘sliver” before spinning. Each “sliver 

{ to pass an exacting test for weight and quality. “Slivers” 
bre combined and blended in the final ribbon for uniform fibre 
ength, strength and flexibility. An exclusive lubricating and 
aterproofing emulsion applied to each individual fibre in this 


ly re 


process assures a pliable, non-kinking rope that is high 
sistant to fibre damage and rotting. 
Buy longer life, easier handling with your rope 
dollars. Every foot of Columbian is positively guar 
anteed for top quality, strength, durability and 


service. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 
Auburn, “The Cordage City,’” New York 








“People who take 











Royal S. Alcox Company 


HARDWARE, PA 
HC 
TOILET ARTICLES A 


BROOKFIELD, ¢ SONN 


ARE. — 
ND COSMETICS 


Route U.S. 7 


Sales Manager 


Mr. George H. Day Be 
Manufacturing 


Lumite Division, Chicopee 
Corporation of Georgia 

47 Worth Street. 

New York 13, N.Y. 


Dear Mr. Day: 


I'd like to tell you about my success with Lumite woven saran 


screening- 


I added Lumite to my stock because I 
long-lasting, all- 
ther ranges from 


About three years 42°, 
was impressed by its potentialities as 4 
weather screening. Up here, where our wea 
cold and damp in the winter to hot and dry in s 
a screening that can stand up to those conditions. 


My experience with Lumite proves that 1 
want. Its sales far exceed those of any other 
in my store. People who take Lumite on trial 
more -—— most of them buying enough to screen entire 
They all tell me how much they like the rustproof, 
labor-saving features of this fine screen cloth. 


type of screen 


homes. 


That's why I know that Lumite is good! It's also why I can 
state emphatically that Lumite is now 4 permanen 
this part of the eastern seaboard. Lumite is here to stay’ 


Cordially, 
- 

Royal Alcox 

Owner 


{ment to your Lumite Display 
pact and c nvenient, and 
ding my sales of 


P.S. I'd like to pay & compl 
Rack, also. It's handy, com 
4t has played 4 big part in buil 


Lumite. 
R.Ae 


LUMITE IS DISTRIBUTED THROUGH HARDW. 
ian mtn wen 


ummer, people need 


t's the screening people 
always retyrn for 


stainproof, and 


t resident in 


Phone Danbury 4783°14 


~ LUMITE | 
This 1950 Display 
Rack Builds Sales 


<a 1 0 
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*" Guaranteed by ™ 
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“SCREEN STAR” PROGRAM OPENS 
YALE'S PARADE OF PROMOTIONS 


First in the series of regular bi-monthly 
retail promotions by THE YALE & TOWNE 
MANUFACTURING COMPANY is the 
“Screen Star Parade’, scheduled to 
break in April. 


“April is the month when the retail 
hardware stores make money on flies 
and mosquitoes’’, points out Raymond 
K. Watkins, Trade Sales Manager. “It’s 
screen door time, and that’s time for 


>” 


promoting our ‘Screen Stars’. 


YALE distributors are now taking 
orders for the special “Screen Star” 
package, a screen door hardware set 
consisting of 24 1011 Push-Pull Screen 


Door Catches and six 506 Airliner 
Screen Door Closers. Each assortment 
is packaged with a new three-color dis- 
play piece and a postcard for ordering 
a free newspaper maton these products. 


Dealers are being urged to make use 
of this advertising material beginning 
the week of April 1st, during which 
the issue of the SATURDAY EVENING 
POST containing the YALE ad on the 
“Screen Stars” makes its appearance. 


Other “packaged promotions” are 
planned at 8-week intervals during the 
year. 





Colorful New Display Highlights 
“Screen Star” Promotion Program 


This attractive display, designed for counter or 
window, calls attention to YALE’s “Screen Stars’ — 
the 1011 Push-Pull Catch and the 506 Airliner pneu- 


matic-type Screen Door Closer. 


The display is sturdily constructed to support the 
actual products. It is printed in red, blue and yellow, ~~ 
forming an effective background for the red and 


yellow YALE boxes. 


One of these displays is packed with every “Screen 
Star” assortment at no extra cost to the dealer. 








“Post” Advertising Features 
Oddity in History of Locks 


A lock so constructed that it fired a pistol at anyone tam- 
pering with it, is one of the subjects of the YALE & TOWNE 
adin the April 1st issue of the SATURDAY EVENING POST. 


This is the second in YALE’s series of “Ripley-type”’ ads 
relating little-known facts of lock history. 


The “trigger-fingered” lock (which could be disen- 
gaged by the owner who knew of a secret button to push) 
shares billing in this ad with YALE’s “Screen Stars”, 
the two items of screen door hardware featured in the 


current “packaged promotion.” 








Appears in SATURDAY EVENING POST, APRIL Ist 
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Information about what 

YALE & TOWNE are doing 

to help YALE dealers 
make more money 


Yale “Screen Stars” 
Get Top Billing in April 


The two YALE products to be fea- 
tured in the April “packaged pro- 
motion” are the 1011 Push-Pull 
Screen Door Catch and the 506 
Airliner pneumatic-type Screen 
Door Closer. 


i 


The 1011 is a heavy-duty catch 
with all parts cast from rustless 
metal and given a bright brass or 
chrome finish. It is easy to work, 
there being no knob to turn, yet 
the positive lock holds the door 
firmly. Installation is simple — 
just one hole to bore. 











The 506 is a pneumatic-type 
closer which can be quickly in- 
stalled by anyone—on right or 
left hand doors, inside or out- 
side. It has an adjustable spring 
for regulating closing speed 
which is completely concealed 
against dirt and moisture. It has 
a modern appearance and attrac- 


tive finish. 





Another popular item of screen 
door hardware is the 570 Screen 
Door Closer, a light-model liq- 
uid-type closer. It provides quick, 
quiet, complete closing. It is easy 
to install and adjust; no reversing 
is required, and a full-size marker 
spots the screw holes. 








as 


Helps Make the Fale. 
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THEN aS Now coe 


The reputation of a local craftsman was based solely on the quality of his pro- 
duct. Now as then—™“ not how much but how good” still applies to the quality 
hardware manufacturers of today. 

Annually over six hundred of America’s best manufacturers welcome the op- 
portunity to display the newest in hardware and allied lines at the NATIONAL 
HARDWARE SHOW, the proven show known throughout the world as the symbol 
of quality merchandise. 

New York City-— Grand Central Palace —NATIONAL HARDWARE SHOW are 
indelibly established in the minds of buyers as the crossroad of the hardware 
world. 

Write, wire, or phone for floor plans and complete data on the industry's greatest 
trade show. (only manufacturers may exhibit). 


OCTOBER, 2nd, 3rd, 4th, 5th, 6th, 1950 


GRAND CENTRAL PALACE =~" NEW YORK CITY 


NATIONAL HARDWARE SHOW 


331 MADISON AVE., NEW YORK 17, MURRAY HILL 2-4802 
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*MASTER-KEYED SET *KEYED-ALIKE SET 
2 or more Socks 2 or more locks 

Ls . 5 
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NEW LITTLE TORCH OPENS BIG NEW MARKET 


* HOME WORKSHOP * HOBBYCRAFT WORK x LIGHT SHOP WORK x THE OCCASIONAL USER 

































Model 59 - gasoline 
Model 60 - alcohol 
* 


Soldering iron not 
included with torch 























Now! Turner brings you the /ittle torch 
with big blow torch features! Designed 
to open a previously untapped market, 
it is low priced to build worthwhile 
volume... will be a good money-maker 
the year-around @ You will find it a 
real eye-catcher on your counter in its 
colorful, self-selling display box; you 
can feature it profitably as a genuinely 
practical torch — complete with sol- 
dering iron rest and windshield — for 
a wide variety of indoor home uses or 
light shop work @ High-polished 
brass tank is 34%” in diameter ... holds 
74 oz. of fuel... burns 3% hours full- 
open at a temperature of 1700° by py- 
rometer reading @ There is no pump, 
because pressure is maintained by a 
brass wire — interwoven with the wick 
— which conducts heat from the burner 
into the tank @ Get complete details 
now on this sensational little Turner 
torch! There’s a big new market for 
it, so go after your share of —— PER FILLING (ruct open) 

business starting right today.. WIDE BASE ELIMINATES TIPPING 


THE TURNER BRASS nee 
le Sv cCamone 


Since 





COMPLETE WITH SOLDERING 
IRON REST AND WINDSHIELD 


HEAVY GAUGE, SEAMLESS DRAWN 
HIGH POLISHED BRASS TANK 


HEATS TO 1700°; BURNS 314 HOURS 


Each torch is handsomely set-off 
in colorful red, white, and black 
die-cut display and gift x as 
shown ® Ideal for neat arranging 
of stock on shelves @ A natural 
for eye-catching display on island 
tables ...in windows... at other 
strategic " shopper- traffic areas. 
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PROTO" 





FAMOUS PROTO 
TRADE MARK... 
EXTENSIVELY 

ADVERTISED! 














By) REASONS 
a FOR BUYING 












DISPLAY SPURS 
IMPULSE BUYING 
FOR EXTRA 
we PROFIT ! PREFEREED BY PROFESSIONAL 





buy 
PROTO » TOOLS 


4 BEST-SELLING 
LOS ANGELES ADJUSTABLE AND 


HL PIPE WRENCHES 




















FASTEST-MOVING ' 
SCREWDRIVERS! 





TOOLS IN 
GREATEST 



















MOST POPULAR 
PUNCHES AND 
CHISELS ! 







DISPLAY IS EASY 
TO SET UP AND 
TAKES VERY 
LITTLE SPACE 






LOW PRICES FOR 
HIGHEST QUALITY 
TOOLS... NOTA 

SCENT TOO HIGH! 







Hardware stores everywhere are finding 
the PROTO* “Tool-O-Mat” to be the 
greatest plus sales builder in the tool 
business. This complete tool department 
(No. 9900H) puts the fastest moving 
tools within reach of your customers — 
is easy to set up — takes very little space 
—and SPEEDS UP YOUR TOOL TURN- 
OVER. The attractive display stand and 
accompanying sales aids are FREE! Or- 
der your “Tool-O-Mat” today from your 
PROTO* wholesaler. Write for more de- 


tails to: 


PLOMB TOOL COMPANY 


2227B Santa Fe Ave., Los Angeles 54, Calif. 


Se * PROTO ‘means PROfessional TOQols. It’s the 
PR Oro, id [) LS new name for the tools that have been pre- 
ferred by users for 43 years. For really fine 

neiacahe “—_ tools, look for the PROTO sign. 


pror * LOS A} Celie IN USA 
. 5090 


- 
‘ 
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Chicago? weld Accessories 
“GIVE YOU MORE YEAR-AROUND SALES” 


PILLOW 


Farm. Home. Industry 


OVER 50,000,000 FARMS ... HOMES... STORES . . . INDUSTRIAL 
PLANTS are now using power driven equipment. You can cash-in on this 
profitable year-around replacement business when you feature Chicago 
Stock Accessories in your power tool department. Order from your jobber 
and start getting your share now. 


GRINDING MANDRELS 





“V"-BELT PULLEYS SHAFT COLLARS 









“V"-STEP PULLEYS KNURLED KNOBS 


MULTIPLE "V"-PULLEYS GROOVED KNOBS 


“Adjustable Bronze” 











All these .. . and many 
other items are available 
for immediate delivery. 


FLANGED PULLEYS HAND WHEELS 





Ask your jobber or 
write for Cat. 51-A. 











FLEXIBLE COUPLINGS MACHINE WHEELS 





SANDING & BUFFING 
STANDS 





SAW MANDRELS 











t 


Chicage DIE CASTING MFG, CO, » 2510 w. Monroe st. * CHICAGO 12, ILL. 
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CAMPBELL CHAIN 
Streamlined 


DISPLAY STAND 
wtth 


CHAIN CUTTER 


Here’s the sturdy, well-balanced, modern merchandiser to in- 
crease your chain sales by making your stock handy and 
attractive. Smart styling adds to its eye appeal in your store. 
It inyites your customers to remember, and satisfy their chain 
needs. It helps you sell chain quickly and economically. 


The Campbell display stand and easy-to-use chain cutter are 
available with the chain assortment of your choice. Selection 
includes eleven different types of the most popular chain. 


Ask your wholesaler or mail the coupon today for complete 
information. 








FIVE BINS 
FOR 
ACCESSORIES 


YOUR 
CHOICE 
OF CHAIN 





NON-TIP 
BALANCE 








AND 
Special 
HANDY 
CHAIN 
CUTTER 

















: >. CAMPBELL CHAIN CO. we 
fog -¥ "| 7-1) 5 > York, Pa. 


“i req 7: NG Za Please rush me complete information about your special introduc- 
S tory offer of chain merchandiser and chain cutter. 




















YOUR NAME 
CAMPBELL CHAIN Gomeany |" 
ADDRESS 
(International Chain and Mfg. Co.) 
CITY 





ee ee ee cs ee ee es 





York . Penna, L 
HARDWARE AGE, APRIL 6, 1950 





<= 








10 





Actual size — perfect for pocket and kit. 


For cutting hooks or wire leaders 

For extracting hooks 

For pinching lead sinkers 

For tying flies 

For skinning fish 

For light repairs on reels and outboard 
motors 


Nickle plated steel outlasts wear and 
weather 





the Fisherman 


the tool recommended by the 


AMERICAN GUIDES ASSOCIATION 
...and profit by this endorsement 


“This plier should be in front of the fish- 
erman every time he buys a fishhook. The 
1200 guides and members recommend 
your plier.’’* 
Here’s an all-purpose tool for your fisher- 
men customers. 
A safety first must for hook removal. 
One ton cutter snips hooks and wire. 
Vise action jaws grasp and hold small 
parts of equipment and accessories. 
Useful in tying flies . . . for squeezing 
lead sinkers ... for every light re- 
pair and maintenance job. 
Just right for tool kit and tackle box. 


You profit 

by selling 

the fisherman 

the tool 

he wants and needs. 


BERNARD FISHERMAN’S PLIERS 


» 


See how Sargent ties this recommendation 
into forceful advertising 

that sells for you. 

* from the January 20, 1950 letter from C. L. Chadwick, Di- 


rector, American Guides Association 
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merchandises 
| for your profits 


ADVERTISING 


Se Field & Stream and Outdoor Life ads tell fisher- 
men that Bernard vise action pliers are recom- 
mended by the American Guides Association — 
the recognized sport fishing authority. 

Newspaper advertising mats promote this 
message in your area to get the fishermen to 
buy from you. 


dmareen Codes be 
DISPLAYS =, 
AMERICAN GUIDES 4 
DO cspgayrs The window card displays ioe, ft 
— the American Guides Associa- aa 
tion letter, repeating the adver- 
tisements’ message to every win- 
dow-shopper. It urges them to see the “oan 





pliers on your counter. 

The counter card puts the pliers “in 
front of every fisherman” as the American 
Guides Association recommends, and shows 


fishermen what the tool will do for them. 
‘deal fer... 


SERNARD ;Cesteees 






FISHERMANS “nee Te ns 
Siaeee: - | ceanenmeens WITH THIS FORCEFUL ADVERTISING 
a PUSHING THE PRODUCT FOR YOU, 


YOUR SALES AND PROFITS MOUNT. 
YOU CASH IN ON SARGENT’S EFFORTS. 


Tear out and mail this coupon today for the FREE kit. 
SARGENT & COMPANY 

4500 WATER STREET 

NEW HAVEN, CONNECTICUT 


I would like to see your FREE merchandising kit 
that will help me sell dozens of Fisherman’s pliers. 
NAME 

STORE 

STREET a ad 

CITY.... . a 





r 
I 
t | 
' 
I : 
I Dear Sirs: 
| 
I 
I 
i 
! 
I 
I 
i 
| 
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AMERICAN BEAUTY ROD 

#19341 

With patented ‘‘no snag’’ Thimble Tip. 
Individually boxed for easy over-the-counter selling. 


























EXTENDING TRAVERSE TRACK 

#6727 

Lightweight but sturdy. Popular-priced 
Sor today’s most popular window treatment. 














) #96 


6-WAY FIXTURE aD *] AWNING 
#845 PULLEYS 


Economical, versatile, easy to adjust. 
Perfect for lightweight summer draperies. 


PULLEYS 








#59 
#2825 COAT AND HAT RACK UTILITY 


ORDER NOW. 


For details 


yur catalog u COMPANY, WALLINGFORD, CONN. 


87 CHAMBERS ST.. NEW YORK 7, N.Y. 
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MAKES COPPE 


SELL COPPE 
It’ 


These Cop} 
Wire Coils 
and maint 
Copperwelc 
manence. 
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STRONG STEEL LINE 
with 
LIFETIME COPPER PROTECTION 


STEEL CORE 
PROVIDES STRENGTH 


COPPER COVERING 
PREVENTS CORROSION 


TINNED SURFACE 
ASSURES CLEANLINESS 


THE COPPERWELD MOLTEN-WELD 
MAKES COPPER AND STEEL INSEPARABLE 


SELL COPPERWELD HOUSEHOLD WIRE, TOO! 





It’s Very Profitable 


These Copperweld Household and Utility 
Wire Coils move fast. Handy men at home, 
and maintenance men in industry like 
Copperweld’s pliability, strength and per- 
manence. | 
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g SELL 
' FIT 1s BIGGER 


_ano YOUR prori’ 


It will pay you to handle this Copperweld* Lifetime Clothes Line. It 
combines the best selling features of all clothes lines . . . smooth, bright 
surface—strength—pliability—ease of handling—no sag—no stretch. 
It can’t corrode or rust—won’'t stain. A permanent clothes line for the 
yard, basement, attic and roof. 

Explain its many advantages—and your customers will “go” for 
Copperweld. It is a fast selling line—will make you greater profits—and 
satisfied customers. Its colorful blue and orange carton, is a sure eye- 
catcher. Individual cartons, either with 50-ft. or 100-ft. lengths, are 
shipped 12 to a case. 


COPPERWELD STEEL COMPANY, Glassport, Pa. 


SALES OFFICES IN PRINCIPAL CITIES *Trade Mark 

lf YOUR } BBER CAN T iv ¥ All is 
— : be oe ee se sn en ee 8 8 eee 
: COPPERWELD STEEL COMPANY, Glassport, Pa. : 
# Please send me complete information on Copperweld Lifetime Clothes Line and § 
' Copperweld Household Wire. : 
8 name . * 
: , 
§ company - 
- address i 
a city zone state | 
leam ame wam eee eee eee ee ee ee oI 
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DORMEYER 


RINGS THE BELL 
[ Mis 


with FRi-WELL ow 


SENSATIONAL NEW AUTOMATIC ELECTRIC DEEP FRYER 


LARGER=SERVES SIX FULL PORTIONS 
WITH WOMEN... FRI-WELL Rings the Bell! _ ___ 


The Fri-Well is another Dormeyer “gold mine” for 
features that sell—and sell. The Fri-Well makes you 
a master chef. Deep-fries chicken, shrimps, steaks, 
doughnuts, onions, French-fried or shoestring pota- 
toes, other foods to golden goodness. Merely set 
thermostatic control. Out comes luscious taste- 
tempting food fit for a king. Women everywhere 
rave about Fri-Well. 


FOR FEATURES... FRI-WELL Rings the Bell! 


Gleaming finish, streamlined design makes Fri-Well 
a “natural” for fast sales. Larger capacity, specially 
designed draining lip, heat-proof handles, easy-to- 
clean, safe to use — all features that mean dollars in 
the “till.” Fri-Well heats with special elements 
through the sides—not the bottom—guarantees 
against burning, scorching. Excess food particles 
settle in special “cold-well,” preventing scorching 
or discoloring. Exclusive Drain-Away Faucet allows 
for fast, simple draining. 


~ FOR PROFITS... FRt-WELL Rings the Bell! 


“\\ Place your Fri-Well orders today. Get in on the 
gravy now. Backed by aggressive Dormeyer adver- 
tising and promotion, the Dormeyer Fri-Well will 
go places for you. Take advantage of this sensa- 
tional sales opportunity and get your share of this 
big market. We’ll see you at the cash register. 


SELL DORMEYER...The Mixers with the Cash Register Contalienion 


THE ONLY COMPLETE LINE OF ELECTRIC FOOD MIXERS 











eee ae) 


FRI-WELL IS BACKED BY THE FAMOUS DORMEYER NAME 









) 
The sensational new Dormeyer Fri-Well is backed by the | 
years of experience and craftsmanship that have made Dor- 
meyer the First Name in Mixers. Get Fri-Well by (AN 

aa 


Oy 


Dormeyer — the Buy-Word in Appliances. 











Po 


a) 














Complete FOOD FIXER Model 4200 
rncludes Electric Grinder—no extra cost. 
Complete Grinder, Juicer, Mixer 
$39.95* Guaranteed 
It will pay you in greater profit oppor- 
tunities, increased turnover, and cus- 
tomer satisfaction to feature the DOR- 
MEYER Food-Fixer! Ten recipe-tested 
speeds. Remember, DORMEYER is the 
first to introduce grinding, juicing, and 
mixing attachments, all in one com- 

plete Low Price Unit! 
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Complete MEAL MAKER Model 5000 
Includes Electric Grinder—no ertra cost 
Complete Grinder, Juicer, Mixer 
$31.95* Guaranteed 
Another DORMEYER sensation, the 
Meal-Maker hits the market as a sure 
seller! Multispeed control insures bet- 
ter grinding, juicing, mixing results. 
Light-weight portable mixing head 
can be used anywhere in the kitchen. 
AC or DC. No turn-table change nec- 

essary with ‘“‘Clik-Mix”’ arm. 


DORMEYER ... 


Dormeyer Corporation, 4300 North Kilpatrick Avenue, Chicago 41, 


THE BUDGETEER Model 4900 
Low Cost. Big Mixer Performance 
$19.95; Guaranteed 
Assure yourself more mass market 
sales with this latest, low-cost, high- 
quality DORMEYER! 3-speed horizontal 
mixer; new “‘lift-off’’ motor (no trig- 
gers) multiplies usefulness; light- 
weight with balanced portability; 
modern tear-drop streamlining! Sell 
your customers the most for their 

mixer money. 


New “DORMEY"’ Model 4900-D 
Makes Every Pot and Pan a Mixing 
Bow! ! $14.95; Guaranteed 
Terrific Demand Item! Easy to use 
and store. Popular-priced . . . natural 
for small homes, apartments. All-pur- 
pose, full-powered, low-priced, com- 
pletely capable. ‘‘Dormey”’ Portable 
offers: 3 recipe-tested speeds; super: 
powered 110-120 volt AC-DC motor; 
two beaters. New ‘‘Dormey”’ assures 
fast turnover and greater profit for you. 


*Denver and West, add $1.00 
tDenver and West, add 50c 


Y-WORD in Appliances 


Illinois 
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National Electric 


HOUSEWARES 
WEEK 


APRIL 14 TO 22 




















Betty Crocker and General Mills will help launch National Electric 
Housewares Week by devoting the entire broadcast of the 
popular daily radio program—Betty Crocker Magazine of the 
Air—on Friday, April 14, to a headline story on electric 
housewares. Betty Crocker will have as her special guest 
Eloise Davidson, recognized authority on home equipment, 
who will tell of the developments made in electrical house- 
wares during the past 50 years. About 214 million women 
will be tuned in on ABC’s nationwide network of 187 sta- 
tions while Betty Crocker tells them how much easier and 
pleasanter homemaking can be with the help of modern 
electrical appliances . . . your customers will be listening! 


Besides this business-boosting broadcast, commercial time on two other 
Betty Crocker Magazine of the Air programs will push Electric 
Housewares Week along with General Mills Appliances. Women 
will be urged to see for themselves the streamlined homemaking 
equipment on display in leading stores during this special week. 
Just one more way Betty Crocker’s power over women will work 
overtime for you! 





Listen to Betty Crocker’s ‘‘Magazine of the Air’’ 
Monday — Friday, ABC, 10:25 — 10:45 A.M. EST 
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Now’s the time to really cash in... 
Feature General Mills Appliances ! 


Set ’em up today! The free display 
materials we offer on General Mills Tru- 
Heat Iron, Steam Ironing Attachment 
and Automatic Toaster are real sales 
builders . . . they’re different! Make best 
use of these top selling aids and the 
familiar polka dot cartons during Electric 
Housewares Week when customers are 
small appliance conscious. By pushing 
General Mills three up-to-the-minute 
answers to basic homemaking tasks, 
you're going a long way towards making 
Electric Housewares Week, a capital letter 
week for yourself and every homemaker. 





Betty Crocker 
is a trade name of 
General Mills, Inc. 


15 













16 


_Is FAMOUS for PAINTING 


OUS 


The artist, William Sidney Mount recaptures 





on canvas the rustic vitality of the “Long 
Island Farmhouses.”’ The painting shows to 
advantage the sympathetic knowledge of farm 


detail that the artist possesses. This is part of 





the collection of the Metropolitan Museum of Art. 


The Choice of those who appreciate the Best 
THIS 










THIS MASTERPIECE— is one of the many excellent sash 
brushes industrially designed to specifications of perfection 
by the master brushmakers of the Baker Brush Company. 
Its makeup consists of only the finest materials, skill- 
fully put together by years of experience to make 
it worthy of belonging to the family of 
“ h fi ° ° ” ' 
the finest painting tools.” Own one! 


Men who know paint brushes do! 


ated 
_ c 
r 

: call 





zi My Ey a 
a. — 
Evklenburg & 


“We made a great many tests in order to find out for ourselves which painting 


Abbott. Evan. Massachusetts painting contractors. say. 


materials eave us the greatest’ values.s The Baker paint brushes always proved 


to he excellent 


ship accomplished as a result of parntyng with Baker brushes was first class. Because of these re sults, 


The quality of the materials in them made for along painting life and the workman- | 


~——Z 


we heartily endorse all Baker paint brushe ee 


FREE—A Full Color Reproduction of the above famous painting can be secured by dealers wril- 


ing the HARDWARE AGE or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 
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WHY ?... there is no one answer! Sound laboratory research, a careful testing 

program, and smart up-to-date manufacturing processes produce good products — 

[ that’s the simple but the real answer. 

Ary €y Clingcote is a good example. It’s the outstanding oil-based multi*use Falt Enamel 

/ on the market today. It comes in two groups of colors... luscious pastels in the 
| . smartest magazine-featured shades (with matching numbers in semi-gloss and 


jz 7 gloss) and also in the deep colors. 
+ You can sell Kyanize Clingcote to the handy home owner for doing his ceiling 


himself, or to the best professional in your town for his fussiest deep-color decora- 
ting job... and Clingcote will do each job better. 


CLINGCOTE IS NATIONALLY ADVERTISED, TOO! a 
Month after month Kyanize magazine F 

advertising reaches millions of color- ArLI Ze 
conscious women with the famous Kyanize . 

Color Recipe program. Take a look at the . 

Kyanize color advertisement this month in 


BETTER HOMES & GARDENS, AMERICAN HOME, TODAY’S Pm & ty T «. 


WOMAN, and LIVING FOR YOUNG HOMEMAKERS, sd 
ror Magazine-Featured Colors 


BOSTON VARNISH COMPANY « EVERETT STATION « BOSTON 49, MASS, 
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“Lightning 
Line” staple- 
set Brushes 


When it comes 
to sweeps, dusters 
and scrubs, _ the 
Pittsburgh ‘'‘Lightn- 
ing Line’ pays off 
in greater profits, 
Same warehousing sys- 
tem assures adequate 
stocking at minimum in- 
vestment. Order now. 






DUSTERS 






Other Profitable Lines 


Pittsburgh brushes also avail- 
able in the exclusive Bristle- 
Neoceta family and the 100% 
Neoceta family for one-half 
and two-thirds of the price of 
pure bristle brushes. 

























PITTSBURGH 





Sivp*auatity 


PAYS YOU A PREMIUM 


in Bigger, Faster Profits 


Your customers, from master painters down to 
homeowners, know Pittsburgh Gold Stripe 
brushes do the jobright . . .and they’re cheaper 
to use in the long run. 

Your repeat sales will be adequate testimony 
to the fact that Pittsburgh brushes give smoother, 
neater paint jobs with less effort in less time. 

And you don’t have to invest heavily in 
stock either! Thanks to Pittsburgh’s unique 
branch warehousing system, you can carry mini- 
mum supplies and still be assured of the stock 
you want when you need it quickly. 


No other paint brush offers more to your customers 
than Pittsburgh’s Gold Stripe Line. 


(1) Top-grade, straightened, pure bristle, selected to give 
maximum carrying capacity. 

(2) Constant bristle formula developed by master craftsman 
with painstaking care to insure longer wear, greater efficiency 
and true economy. 

(3) Proper taper for smoother application and cleaner trim. 
(4) Riveted steel ferrules (originated by Pittsburgh) combine 
fine hardwood handle and the right bristle into a long-life 
team. 

(5) Especially designed handle to give the perfect balance 
that means easy handling; saves wrist and arm strain. 

(6) Life Saver Jacket of new, improved fiber keeps brush 
lively, straight and clean. 

(7) The Gold Stripe is your customer’s guarantee of better, 
faster paint jobs every time, because all brushes are designed 
as a unit under job-tested conditions by master painters. 


Stock Pittsburgh Brushes for faster turnover 
More sales—bigger profits. Call the Pittsburgh Branch 
near you, or write PITTSBURGH PLATE GLASS COMPANY, 
Brush Division, Dept. D-2, 3221 Frederick Avenue, 
Baltimore 29, Maryland. 


Stripe 


old 









BRUSHES * PAINT °* 
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GLASS ° 
PITTSBURGH PLATE GLASS COMPANY 


CHEMICALS © PLASTICS 
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ILSALUME 


ISONITE ASPHALT VEHICLE “ 00 ak 


Also f0 
Mra ONE COAT LONG WEARING - $F 
MASONRY AND ASPHALT 


ie 





coupes! 





GILSALUME scientifically combines Gilsonite, most durable of all asphalts, with’ two 
pounds of aluminum pigment per gallon. The asphalt seals out the weather — the 
aluminum shields the asphalt against destructive sun rays. One brush or spray coat of 
GILSALUME is all that is necessary on metal or composition roofs. Then your customers 
can forget their roofs for years. Over a million gallons of GILSALUME on roofs from 
coast to coast attest to its amazing durability and beauty. Best of all, GILSALUME is low 


in price. 





‘*TROUBLE-FREE PERFORMANCE" makes it easy for you to build a profitable 
business with U-G-L's 34 dependable products. For further information 
write to — 


UNITED GILSONITE LABORATORIES 


SCRANTON - PENNSYLVANIA 
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A BETTER PAINT SPRAYER 
... at a MASS MARKET PRICE 


the new 1950 


BURGESS 
electrée 


vibro -rprayer 


Patented 


COMPLETE 












MODEL VS-501 


{ J - s ' New 19 
( A Dlug Tu A A " TA VRE 4 NEW pump °2tUres 








te ~gi 
", longer servien” ber. 





enamel, lacquer, varnish, Cty Of pai, Wider vari 
glossy and wall paints, NEW wy ened a 
boul ight oi Permip NOZZLE 
liquid wax, light oils, \ ie mits chang; Pol 
and insecticides \\ \" ee rd hang 9 °zzle 
\\ Sealin.  SKET — 
@ Always far out in front, the new Model VS-501 \\ ion [gainss soln 
Burgess Vibro-Sprayer is assured of continued mor = E — 
; i 
leadership in the industry through 8 new developments liquid orm fj t . 
that mean greater consumer acceptance . . . more sales for Hou. AK Pp Oo 
dealers. The new VS-501 Vibro-Sprayer not only handles a Now be #3, P'4ver ma 
wider variety of paints than previously, but has a greatly "ection w, _— n any dj. 
i is easi Out spilli 
lengthened period of service, and is easier and more convenient KNog STMe ng 
to operate. In addition, there is a NEW price... edge for calloped 
, : s : 
lower than ever before! For full information, see your js EW TRic y Mie 
. . a ~ 
jobber . . . or write, today. detinas on, arn — 
SPECIFICATIONS grip "4 comfortan 4” 
e 


Molded phenolic pump housing; 25 oz. Mason type 
jor paint container; 8’ extension cord; operates on 
110-125 volts 50-60 cycle A.C. 
8%” high, 6%” deep, 4” wide. Weight, unpacked, 
2. Ibs. 6 per shipper, 20 Ibs. 


a VIBROCRAFTERS, INC 
\ sprayer BURGE SS ist IBRO ° CHICAGO ! ILLINOIS 
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PORCH & DECK 
ENAMEL 





No matter how long you've been in business, you’re 
bound to gasp at the price tag attached to the new 
FRISCO Line of House Paint and Porch and Deck 
Enamel! Never before has such paint been offered 


at such an eye-snapping low figure! 


No doubt about it, FRISCO — the lowest-priced 





quality paint in all America—hits the market just 
when the demand is greatest. You know how it 


is in your community. People want paint, and 


& . 
’ people need paint, but they balk at the fancy 
prices asked for most paints. Now, in FRISCO, 


they get a quality paint at a price they want to pay! 


FRISCO Paints have 


p T 
[ : C e a | S s been awarded the Gim 
g nities Quality Paint 


bels Bureau of Stand- 
BY GIMBELS WW” 2fds OK for brushing, 


BUREAU OF self-leveling, drying 
STANDARDS time, resistance to sun, 
water, sulphide gas. 


FRISCH & CO., Inc. 


BIGGEST PAINT “ew 


MAIL NOW FOR FULL FRISCO DETAILS 


THE YEAR! 


565 Borry St., Dept. HA 
5, 1950 HARDWARE AGE, APRIL 6, 1950 











New York 59, N. Y. 


Please send me full details about low priced Frisco Paints. 





Name 

Store Name 

Street 

City (uesiseateene ser oeneeee 


Se ease ee ineteton wibnemananet 


—————— es) 
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YOUR CUSTOMERS WiLL 
BE ASKING FOR NEW 
NYLON PAINT BRUSHES 
tor HOUSEHOLDERS 

Gece 


K NYLON PAINT BRUSHES are smoothest paint- 


ing, easy to clean, ideal for nearly all paints and other 
finishes, have durable bristles that won’t break off... 














NYLON PAINT BRUSHES will be backed by a 


flow of advertisements all through the spring in seven 





leading national magazines... 


NYLON PAINT BRUSHES bring you a free mer. 
chandising kit to help you tie in with this advertising 





and boost sales of paint brushes (and many other related 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Advertising for new NYLON 
PAINT BRUSHES designed 
to reach 3 out of 5 families* 






& [e& 440 ideal for 
A) Wiler-thinned pain, - 


- 
(1% Durable bristies 
AS 00's break otf 





Men and women in your community—your cus- 
tomers—will see and hear this advertising. All 
through the spring, hard-selling ads in color will 
appear in LIFE, AMERICAN HoME, BETTER HOMES 
& GARDENS, COUNTRY GENTLEMAN, POPULAR 
MECHANICS, POPULAR SCIENCE AND MECHANIX 
ILLUSTRATED. In addition, the story of new nylon 
paint brushes for householders will be told in sales- 
provoking commercials on Du Pont’s famous 
“Cavalcade of America” radio program (Tuesday 
evenings—NBC—coast to coast). 










Nylon pasnt brushes 
ae mate by ‘caging 
Paint brush manutag 
turers. Sold in paint 












ane 
Stores everywhere. ig an 
Popular sizes 
t 













*Figures from an analysis of the audiences of the above 
magazines and the Du Pont ‘Cavalcade of America’’ radio 
program, 





sTocK AND pispLay WEW 
NYLON PAINT BRUSHES 

NOW-—FOR BIGGER PROFITS 

_ ee 

THROUGH — 


FREE 


Sales Builders! 


A display and merchandising kit 
containing ELEVEN useful pieces: 
2 window streamers; a counter card; 
2 “Advertised in LIFE”’ stickers; 
acopy of the informative booklet 
**How to Choose and Use a Nylon 











= 


Faster deliveries, fewer 
lost sales. 


Increased sales of paint 
brushes. 


Lower inventories, less 
working capital needed. 


2, Higher unit value of 
sale. 


5. 
6. 
J, Dependable merchan- 7. Uniform quality, fewer 
dise, no mark-downs. returns. 
&. 


~ Stable prices, no losses No spoilage from in- 





on inventory. sects, fungi or vermin. 
! 
CASH RIZE CONTEST 
ENTER THIS BIG e Brush Contest for oer 
ter the big Nylon Oe pony -t0-eeew_ Fe 
to enter izes! “i 
- aston 1 53 the nylon paint — the roa 
Ye 4] find entry bie brush sar supplier 
You ot ugh your from your su) 
you rece! profite by 
to prizes 





Paint Brush’’ (quantities available 
upon request); publicity releases; 
spot radio commercials; a mat sheet 
for local advertising; display idea 
suggestions designed to build re- 
Jated sales for you; an airmail post 
card for ordering additional quan- 
tities of special items offered. This 
kit is available through your brush 
supplier. Be sure to ask for it when 
you order your nylon paint brushes. 






NYLON PAINT BRUSHES 


Ortetine wae breet oft 
teat bar eae ted pe 


Okey deme ¢ te 








Now ... Scott-Atwater 
dealers have a complete 
line of complete SW/7 
models to sell! 








MPH 

Most saleable out- 

beards in history! 

& All 4 Shift models 

have Neutral, For- 

ward, Full Control 

4. Reverse, plus single 

ii } knob control, push- 


{ is: ~ button carburetor 
‘ _f drain and the most 
2 advanced features in 


outboard history. 


NEW! 1-30 SWAT 
16 HP TWIN 11030 $3.4 950 


(to be certified) 
1-20 SUT 51020 $] 9g: 
eis § 149% 





7% HP* TWIN 
| 1-14 SWAT 
4 HP* SINGLE 
1-12 NON-SHIFT 11012 
3.6 HP** SINGLE “"" 


*OBC cert. @ 4200 RPM 
**OBC cert. @ 4000 RPM 








99" 


tWest Coast price 
slightly higher 


POSS SHSHSHHHHHSHHHHSHHEHSEHHESSHEEEHEEHESESEEESEESELESESESESOES 








What do America’s outboard skippers think of the 
complete Shift (Neutral, Forward, Full Control Reverse)? 
They tell us it’s just about the greatest outboard improvement 
WZ §& 


in history. Sample comments: 








SHS SSESESSEHESESEEHEEHEOEEHOESEEEESESESESEEEEE 


5 HP* TWIN 


110 16 P| 4a $17950/ 





“With a Scott-Atwater, George, you just 
shift to back up!" 


OUTBOARD SKIPPERS EVERYWHERE are 
learning how much easier it is to back up wit 

Scott-Atwater’s complete Shift. Instead of swing- 
ing the whole motor around, you just Shift to 
Reverse by moving the lever. All controls are 
always facing you... always at your finger- a. 
Every Scott-Atwater Shift model has the complete 
Shift—Neutral, Forward, Full Control Reverse. 
Why settle for less? 


About the new cath Adwater SMT motors 





ASK THE @‘'Operating one of the largest 


MAN WHO boat liveries in the Lake of the 


Ozarks region, our equipment is 

RENTS constantly in service. Our Scott- 

Atwaters run day after day with 

ONE ! perfect performance and a mini- 

mum of trouble. We believe the 

Scott-Atwater is tops in the out- 

board motor field for care-free 

performance.”—E. C. Lowell, 
Camdenton, Mo. 














New installment plan for Scott-Atwater dealers! 


available to all 


@The new ‘Year-to-Pay”’ 


ing over 14,000,000 readers. 


installment purchase plan— 
Scott-Atwater dealers—includes low-cost insurance. It’s another great 
selling ‘‘Plus’”’ that makes it easier than ever to own a Scott-Atwater. 
We’re making the most of it in Scott-Atwater national advertising reach- 


SEE FOR YOURSELE | ser FOR YOURSELF 


to Scott-Atwater ~ 














WHAT IS IT? 


THIS LITTLE KNOB—single knob control— 
mokes a Scott-Atwater far easier to run. 
It's three controls in one. Turn it to adjust 
carburetor, push it to choke motor, close and 
push it to drain the carburetor! A great 
feature found on all four new Shift models. 









PLEASED “KID” 


“I am a kid of 57, and am 
thoroughly pleased with the 
5-horse twin and more es- 
pecially the Shift. Thanks 
for a swell motor and a Shift 
that really works and is a 
pleasure to use.’’—Les V. 
Bagnall, Struthers, Ohio. 


SIMPLY AMAZING! 
“It is heavily emphasized by 
those who have seen my 
motor that its construction 
is better than any other. As 
regards the Shift, they agree 
it is a most amazing and 
convenient feature.’’—Al- 
fredo Jidy, Jr., Santiago de 
Cuba, Cuba. 


WE'RE TOO MODEST 


“My Scott-Atwater is all 
you advertised, plus maneu- 
vers you do not mention. It 
added much more enjoyment 
to our vacation in Canada. 
Leaving or docking is cer- 
tainly a pleasure with the 
Shift.””-—L. N. Cable, Buffalo, 
nN. F. 





Horsepower 
a 


FOR DETAILED INFORMATION ond the name of your distributor, write to 


Dept. 59, Scott-Atwater Mfg. Co., Inc., Minneapolis 13, Minn. 

















EZ ———— 


US casas 
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Here are your 







STEVENS MODEL STEVENS MODEL STEVENS MODEL 























.22 caliber -22 caliber -22 caliber ; > 
Bolt Action Bolt Action Single Shot Rifle ‘ ; . 
Repeating Rifle Repeating Rifle Pane ee 22 ” Time — 
Tubular Magazine Detachable 
Clip Magazine S . . ° . ° : - 
pringtime ... plinking time — profit time for alert 


arms retailers! It’s the season when shooters, young 
and old, itch to get out and blaze away...the time 
when your .22 rifles will really move! 


When you feature Stevens models, you blanket the 
.22 market—offering real values in tubular and clip 
magazine repeaters, “autoloaders” and single shot 
rifles. Display them... advertise them. . . let shooters 
know your store is the place to look for Stevens 
.22 rifle values that are “First in the Field”. 


SELLING HINTS 


Remember, when you're selling these “22's”, that they’re 
backed by a name—Stevens—that has meant accuracy, de- 
pendability and value to generations of shooters. Stevens 
.22 caliber rifles have been a top choice since 1864. Here are 
a few reasons why: 


BARRELS — precision rifled to “hit where you aim”. 


ACTIONS — fast, positive bolt actions ...independent safe- 
ties. Choice of single shot; clip or tubular maga- 
zine repeaters—all chambered for .22 long rifle; 
.22 long or .22 short cartridges. 


STOCKS — wood stocks, walnut finish. Designed for steady 
holding. 


SIGHTS — Most Stevens and Savage “22’s” are now avail- 
able with micro rear peep sights and hooded 
front sights. (Designated as “S” Models.) 


Model 15 is the perfect gun for the younger shooter, or the 
beginner. Also fine on the trap line. Generations of “straight 
shooters” have owned this popular model. 


EVERY MONTH... 


you'll find that Savage-Stevens-Fox shotguns 
and rifles can be the best sellers in your gun 
department. From “22” rifles to shotguns to 
big game rifles, there’s a Savage, Stevens or Fox 
for every customer. Look for the “Guns of the 
Month” on these pages every month, and tie 
in, for a real arms volume. 
SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass. SAVAGE * WORCESTER Power and Hand Lawn Mowers 





SAVAGE + STEVENS + FOX Rifles and Shotguns 
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70 MAKE you 
























You Get | Gillette Super- 
Speed Razor FREE with 


Every Dozen, Just For Keep- 


SUPER Spam j ing Mighty-Midget Display 


Rack On Your Counter! 
(Offer expires July 31, 1950) 





Here’s the Pay-Off! 


You BUY... 
12 Gillette Super-Speed Razor Sets 
in Mighty-Midget Display Racks. 
(2 racks—6 sets each) sg 

YOU SELL... 
12 Sets Plus 1 FREE Set..... $13 
WS so 4 4-46seneeumews (a 











In Permanent 
Styrene Travel 
Case... Far 
Outsells All 
Other Razors! 
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THE KENTUCKY DERBY, 
THE PREAKNESS AND 
THE BELMONT STAKES 
BOOT YOUR SPRING 
PROFITS HOME ! 


















i Gillette's New “re OUT COMES AN — 
fi 20-Blade Dispenser nn — " sl 

With Used-Blade Compartment — —_ 

Also Sparks The. Big Promotion 


EGINNING Derby Day, May 6, Gillette’s broadcasts 
B and telecasts will turn the national spotlight on the 
new 20-blade Gillette Dispenser with used-blade com- 
partment . . . another great Gillette contribution to 
shaving convenience! Yes, and the improved Gillette 
Super-Speed Razor in Styrene travel case—the greatest We ; 
shaving value ever offered — gets a big play too! At the OLD BLADE SLIPS INTO BACK 
same time Gillette advertising in Sunday Comics and COMPARTMENT OF DISPENSER! 
national magazines features both of these money-making 
products. You know from experience what terrific 
selling force is unleashed by Gillette’s Triple Crown 
promotion. So be ready for the extra demand you'll 
have for all Gillette products. Make certain your stock 
is adequate—and well displayed—so you'll clean up! 

Gillette Safety Razor Company, Boston 6, Mass. 











Note! 10 Gillette Dispenser 20s in carton or on 
two display cards (200 blades) . . . $7.36 





Now packed 





pay td Your selling price... ccccsccesece $9.80 








FULL-COLOR WINDOW DISPLAY 
Copyright, 1950, by Gillette Safety Razor Co. THAT STOPS "EM AND SELLS "EM! 


WE TELL EM — look,yase! Feel,ysce! be, yscr! — YOU SELL 'EM 
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FEATHERWEIGHT lug le 
GARDEN HOSE 


FUATWERWELCET 
GARDEN HOSE 
5 Tough ond Durable Phostic — Ovthosts 


fling, Peaking 
Strong Mon-Bvst 2-Wey Perme-Grip 
© Withetonds 8 Times Average City Water Pressure dv! 


P.teOets hunete ComtaeY + 


7 Mashing crimson te ° 


®@ Tough, durable plastic — outlasts rubber. 

@ Featherweight — a child can lift it. 

@ Resists extreme hot and cold temperatures. 

@ Resists scuffing, peeling, grease, oil, etc. 

® Strong non-rust 2-way Perma-grip couplings. 

® Withstands 8 times city water pressure. 

©@ In 25-ft. and 50-ft. lengths. 

The Plastic Garden Hose of Outstanding Quality 
Guorantees Greater Sales and Profits: 
Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 
CANTON, MASS. 


Also Manufacturers of SLIPKNOT, the World's Largest Selling Friction Tope. 
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SO GOOD IT’S GUARANTEED FOR 10 YEARS 





So many kinds of mn 


HOOVER 


MOTORS 


for so many kinds of jobs! 





When you handle Hoover Motors, you handle a line 
that answers dozens of farm and home needs. Hoover 
makes motors for every job—from easy-to-start, quick- 
to-accelerate applications to hard-to-start, continuous- 
duty applications. 

National advertising tells your customers about this 

. tells them that Hoover Motors are built with the 
same care and efficiency that go into the world-famous 
Hoover Cleaner...tells them these features of the 
Hoover line: 


@ Capacitor-start, split-phase 
and polyphase types 

@ Ratings from % to 14 H.P., 
some with double-end 
shafts 

@ Single or dual voltage, 
1725 or 3450 R.P.M. 


@ Ball or sleeve bearings 

@ Rigid or resilient mounts 
meeting NEMA 
specifications 

@ Service and parts available 
from authorized agencies 
and dealers 


Your customers will ask you for Hoover Motors, 
and you’ll want to be ready to serve them. If you 
don’t carry Hoover Motors now, write us for full 
details. 









This is the new Hoover 14-H.P., 1725-R.P.M., 
split-phase motor. Ideal for easy-to-start, quick- 
fe-accelerate applications such as fans, blowers, 
light machine tools, etc. Rotation con be reversed. 
Fully ventilated. 115 volts, 60 cycle, A.C. only. 
A small motor to do that BIG job better! 


THE HOOVER COMPANY 
North Canton, Ohio 
Kingston-Conley Division 
North Plainfield, N. J. 
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Write for complete facts, 
prices and dealer helps. 





Mfgrs. of Rink & Sidewalk Roller Skates, 
Industrial Fuses - Screw Machine Products 


No. 101 FLYING SCOUT i Pycyaa Yvan mes ns a Chicago 24, Ill.§ 
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Demonstrating 
a Product 


Vivid, easy-to-grasp product demonstration is a major 
selling function—and one that a well-designed display 
performs to perfection at the point of purchase. Here, 
Clover Lamp Co.’s life-like, life-sized, color-lithographed 
figure demonstrates this company’s unique Step-A-Lite 
switch quickly and in detail. In this display, construction, 
copy and color have been skillfully combined to tell Step- 
A-Lite’s selling story to the consumer in a matter of sec- 
onds. Thanks to this display, the new Step-A-Lite Lamp is 


featured wherever it’s shown. The lamp and its litho- 






THE LIGHT 
YOU WAnT | II; 


AT THE 


TOUCH OF * 
YOUR TOEL 











graphed demonstrator tend to dominate retailers’ win- 


dows and Lamp Departments because they automatically 







create an attention-getting Step-A-Lite Section. The en- 
thusiastic acceptance now being accorded this display by 
dealers and Department Stores is still further evidence 
of Consolidated Litho’s ability to pre-determine retailers’ 


size requirements and design preferences successfully. 


Mr. Albert L. Green, 
President of Clover 
Lamp Co., Inc., 
Philadelphia 47, Pa., 
who collaborated 
with us in the 
development of this 
successful display. 


We would welcome the opportunity to work with you on 
your display, label or packaging assignments. And if your 
immediate problem warrants such detailed attention, we 
will be pleased to offer the services of our unique Market- 
ing Division, without any obligation to you. 





CONS GQUDAT, FD Lithographing Corporation 


Member of Point of Purchase Advertising Institute * 1013 Grand Street, Brooklyn 6, N. Y.—EVergreen 8-670 


Mp POINT OF PURCHASE ADVERTISING SYMPOSIOM 
Al owe Two-day exhibit - APRIL 1ith & 12th - Waldorf Astoria, New York City 


FOR INFORMATION AND TICKETS 








ADVERTISERS AND AGENCIE V/RITE t 
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\\e Adjustable Outlet Grille Directs Air Where You Wont It. 
@ 3-Speed, Silent, Rubber Mounted Motor. 


™\.. @ Balanced Twin Cage Type impellers Blow Air Faster, Farther. 


\@ Removable Guard Grilles For Easy Cleaning. 


THE HOTTER IT GETS...7HE FASTER IT SE. 


Plan now for big profits with SUPERFAN! SUPERFAN has more out- 
standing, easy-to-sell features than any other air circulator on the 
market today! It’s completely SAFE. No dangerous fan blades to cut 
fingers or tear clothing. Can be used in dozens of ways the year around. 
Every SUPERFAN sale leads to more SUPERFAN sales because every 
customer becomes an enthusiastic salesman for SUPERFAN! Get the 
full details about the proven, high profit “Summer Special’’ SUPER- 
FAN sales program. Send coupon below, now! 

















= eu 

f A 

Fan Blades i me 

ever told! No ni = = = 2 
ing. - ( - y 
\ \ 
\ 4 
-\ 
Cools Bedrooms Ories Hoir 

=e 
To: QUEEN STOVE WORKS, INC., Dept. HA-04 : 
Albert Lea, Minnesota i 
Rush at once full details about Big SUPERFAN “Sum- Jj 
l mer Special’’ Profit Building Promotion. 7 
We are a dealer a distributor [| i 
| 
Firm Name -. : 
Address i 
City State ' 
By (name) : 
2 
$1 

















































































































FOSTER HUMFREVILLE 
FAMOUS COLLIER’S CARTOONIST 


“EVERYTHING Anges. on Hager/’ 





C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 
FOUNDED 1849 — EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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SPRING TIME 
HX-UP TIME 


RDER THESE 
ITEMS NOW! 




















ITS-ALL ADJUSTABLE 
(REEN DOOR GRILLE 


hree sizes available to fit 
atly any screen door. En- 
nces the beauty of a door 
nd acts as a rigid brace, 
p. Comes complete with 
rews—anyone can install. 
ade of Alacrome metal 
ith silvery satin finish— 
ill not rust or tarnish. 


SELL 


WAMET Nu-GLAZE 
cca =INSTEAD OF 
eo purty 


the job better than 
putty, and makes you bigger 
profits too! Nationally ad- 
ettised, nationally known 
nd nationally used. Stock 
ip on Nu-Glaze today! 


a 

Paty) Nu-CALK 
i CALKING 
~ 


COMPOUND 


Same fine product as in 
Speed Load. Nu-Calk Calk- 
ig Compound is available 
"% pint, pint, quart, gal- 
fn, $-gallon cans. Also 55- 
tillon drums. Nu-Calk is the 
‘andard of calking quality 


















here's the 
most efficient, 
most popular 
calking load 
on the market! 


Na (ALK 
SPEED LOAD 


Easy to use? YES! And even easier to sell! 
Here are some of the reasons why the new, improved 
NU-CALK SPEED LOAD enjoys such nationwide 
popularity. The specially designed cap insures perfect 
contact with gun nozzle--——can't pull loose from fiber 
board tube. Glassine-lined container 1s au proof, mois- 
ture-proof, practically vacuum packed. With 
SPEED LOADS the user's hands never 
touch the compound. Always has a 
smooth, even flow, and easy 
trigger action. 

















: petae” 
iM ie ten van se ar. 
POR GRREE SNe RG pees A 4 





and 
HERE’S THE 
STREAMLINED GUN 
TO GO WITH IT! 





Here’s the other half of this famous sales- 
making combination! This SPEED LOADER 
calking gun retails at a price that paves the 
way to more calking sales. It’s light, sturdy, 
fool-proof. Retails for only $1.95. Show it and 
you'll sell it! 








Your order will be shipped same day received! 


STANDARD CG-3 CALKING GUN AVAILABLE PACKAGED 10 LOADS TO A CARTON 


There are 10 | 
Speed Loads to | 
each carton | 
(Appr. one gal.) 
and 4 cartons to | 
each case. Please 
order in multi- 
es of 4 cartons. 
ull freight al- 
ed 





Experienced calking appliers still favor 
our CG-3 Standard Calking gun’s easy 
trigger action and powerful piston action. 
Fitted for use with either Nu-Calk Speed 
Loads or bulk calking. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 











GALES STAY JIEO 


with BerViilehem Baling Wire 





Bethlehem Baling Wire for automatic hay 
balers is usually furnished in rewound coils 
of standard weights and dimensions, ac- 
cording to the specifications for each make 
of baler. See table at right. 





Here’s a new Bethlehem wire specialty for your farm trade. It's 
a special grade of annealed wire that’s strong enough to hold 
the most tightly compressed bale, yet tough and pliable for easy 
tying. Carefully processed in our modern wire mills, it meets the 
requirements of modern automatic pickup balers. 

Farmers want bales that stay tied . . . bales that won't burst 
open when handled roughly. Already there’s a steady demand 
for Bethlehem Baling Wire, and you can expect a lot of inquiries 
as the first haying season of the year approaches. It’s thoroughly 
proven and tested for this specialized application. 

Be sure to ask your jobber about Bethlehem Baling Wire! 


Typical Baling Wire Coil Weights and Dimensions 


Approx. Approx. Coil Size, Inches 

Wire Coil Weight, Outside Inside 

Gage Ib diameter diameter Width 
RRS Sie towisweinans 15 43% 9% 3% 3A 
The Oliver CO. cccccccess 14 50 10% 342 3% 
International Harvester. .... 15 100 18 12 3A 
Minneapolis-Moline........ 14 100 13% 8 6 
Sperry Corporation........ 14% 100 18 12 3% 


(New Holland Division) 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Stee! Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM WIRE 
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} majo! 
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arden pests -- - 

and fungus disease 


against the 


most cts 
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even more popular! Now .-- 


further than eve! 
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sucking insects 
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IF YOU TIE-IN WITH THEIR POWERFUL NATIONAL . ADVERTISING! 


to bring an end to the pest control and lawn weeding 
only is the number of Vigoro users increasing . . . but problems. It pays to merchandise these 3 products to- 
customers are finding more uses for Vigoro and are vether. They sell one another. Little wonder dealers 
report greatly increased sales. Suggest End-o-Pest and 
End-o-Weed to your customers whe n they buy Vigoro. 
Make those extra profits for yourself. 


@ Year after year Vigoro sales have climbed. For not 


applying it during more seasons. Now, it’s new process 
Vigoro. And you'll sell more of it than ever—including 
the two companion products . . . End-o-Pest and End-o- 
Weed . . . two great gardening aids scientifically made 

*VIGORO is the trade-mark for Swift & Company's complete, balanced plant food. 
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DIAMOND 
TOOL DISPLAYS 


DIAMOND WRENCHES 


SB} | &} 
i Ge 


a 
aa 


Diamond Senior Display Board. An attractive 
assortment of Diamond single end and double 
end wrenches on handsome enameled board 
suitable for wall or counter display. 





Diamond Junior Display Board. Same 
quality as senior board, but with five 
single end wrenches. Diamond display 
boards and tools are stocked by lead- 
ing jobbers everywhere. 


DIAMOND CALK 


HORSESHOE COMPANY 


4622 GRAND i aN 
AVENUE ys : 


DULUTH 
MINN. 
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“BETTER MEASURE with /UFKIN “ 









ay [UF KIN na EZURALL 


and WizARp JR. TAPE-RULES 


with CHROME-CLAD BLADES 





EASY TO READ 
MARKINGS 
THAT ARE DURABLE 
























In barely one month, the new Chrome 
Clad Lufkin Mezurall and Wizard, Jr. 
steel Tape-Rules are Smash Hits with 
hardware dealers all over the country! 
Newest of all Tape-Rules . . . they 
are certain to build customer satis- 
faction with their easy-to-read and 
durable Chrome-Clad Finish .. . 
and certain to boost Tape-Rule 
volume with their outstanding array 
of selling features. 


CHECK THESE OUTSTANDING FEATURES: 


1—Exclusive Lufkin Chrome-Clad finish blades 


As featured in sales pro 
ducing ads now appeat 
ing to more than 
40,000,000 readers in the 
Roto Sections of Leading 
Sunday Newspapers 
Industrial Trade Papers 
and other Consumer 
Publications! 











2—Black markings stand out sharply against chrome white 
background . . . and they're DURABLE. 

3— Rust and corrosion resistant. 

4—Will not crack, chip, or peel. 

5—Self-adjusting hook permits accurate butt-end and hook 
over measuring. 

6— Replaceable blades. 

7—Smooth manual blade operation. 

8—Improved heavily plated case—inset side plates in attra 
tive red and white. 

Start placing your orders AT ONCE. Cash in on the big 

supporting advertising program in effect RIGHT NOW! Order 

through your jobber, simply specify: 


C-926 Chrome-Clad MEZURALL 6-ft. List, each $1.75 
C-928 Chrome-Clad MEZURALL 8-ft. List, each 1.95 
C-1686 Chrome-Clad WIZARD, JR. 6-ft. List, each 1.35 
C-1688 Chrome-Clad WIZARD, JR. 8-ft. List, each 1.60 


Descriptive 3-color mailing pieces available on request. 
TAPES «+ RULES 


Sell UF KIN PRECISION TOOLS 


THE LUFKIN RULE CO. 
SAGINAW, MICH. + NEW YORK CITY ~ BARRIE, ONTARIO 








—— 
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Tie-in!... Get extra sales ... extra volume on this 
complete, full-profit line! 


\ a 




























2 


This big SKIL Home Shop promotion will put extra Father's f 
Day Dollars in your pocket. So start now to tie in all the way! 12 SKIL H 
Feature all these fast-selling SKIL Home Shop Tools. Order and ome Sh 
op Tools 


use the special Father’s Day window streamers, ad mats, display Gi 
cards and price tags. Plan your own profit- ives you more Prospects . 
more sales! 





building promotion and make this the big- 
gest June you ever had. 











' OWT fi 
SPECIAL FATHER'S DAY Sef gp SKU | 


~ Home Shop 


RS] SKIL Home Shop || 
YA" Drill moa | 









‘Ss pro see 
ypear 
Your customers will see 
this big Saturday Evening Post 


than 
in the 


ading ad in 7 10 emer ~? 
ie Seicing cecuniinat Cate te SKIL Home Shop 
umer onthe demand these ads create 214," Belt Sander 


with displays and ad mats on 
SKIL Home Shop Tools. Ask for them. 





tES: OTHER BIG ADS IN— 
Better Homes & Gardens 
white Popular Mechanics 

Popular Science 

Popular Homecraft 





SKIL Home Shop , 
6 Sander-Polisher 





- 





































hook- | 
SKIL Home Shop 6” Saw 
ttrac SK 
» big Here’s a complete sales-making 0 $ 
Order package with everything you need me hop 
to make your store volume head- lf,” Drill (2 
$1.75 quarters oo or seep Tools. mote) 
1.95 aler ... or 
1.35 weles sodag. Thhey'st FREE! SKIL Home Shop 
1.60 WINDOW STREAMERS ® AD MATS Drill Kit 
ost. CARTON SLIP-ONS @ PRICE TAGS ALSO 
anal SKIL Home Shop Saw Table 
TOOLS j 
is se _ Shop Drill Stands ¢2 moder 
ome Sho 
- p Sander and Shaper Kit 
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Get Your Share Of The 
LAWN CARE BUSINESS 


leurnille™ 


PLANT FOOD and LAWN SEED 


SPREADERS 


Lawnette Spreaders have everything—ad- 
vanced design, perfectly engineered, sturdily 
built, and sold at lowest price. 


Four models fit all possible needs. Patented 
Model 115 JR features make entire line outstanding—de- 
Lawnette mand steadily growing. Freedom from service 
Spreader, keeps dealers loyal to Lawnette line. 
The World's Model 15 AR—Low Cost for Small Lawns 
Most Popular = Model 115 JR—For Average Lawns, 


outsells all others. 
BE Model 215 AR—For large lawns, heavy duty. 


Model 315 AR—For extra-lorge lawns, parks. 


Move EVERYTHING The Easy Way! 


with \Roll-Away ¢ 


Lawnette 


The modern carrier for heavy ma- 
terials. Makes light duty of heavy 
shop, farm, and industrial jobs. 
Will carry 250 Ibs. perfectly bal- 
anced with ease. Load slides on 
and off, 








| Black Leaf 40 is a safe, reliable, dentate insec- 
ticide, backed by many years of successful use as a 
spray, dust, delouser, dip, drench and repeilant. 
Home gardeners, farmers, poultrymen, orchardists, | 
vegetable growers, flower growers, and stockmen use § 
this well-known product. 


Black Leaf 40 is nationally advertised in thousands | 
of publications. It sells every month of the year, § 
reducing your inventory by replacing numerous § 
seasonal, one-purpose items. It pays you to stock 
Black Leaf 40. 


| TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
Full Information ©. E. THOMPSON & SONS RICHMOND, VA. + SAN FRANCISCO, CALIF. 


YPSILANTI, MICHIGAN 
On Request 
@eeeeoeoee eee 


@eeeeeeeeeeoeeoeeseeeeeeeeeeeeeeeeeeeeeeeeeeeeees® 





—ESTABLISHED 1857— 





@eseeeeeeceoeooooooeeeeeeeeeoeeeeeeeeeeeseeeeeeeeeeeee ee 











YOU'RE RIGHT AS RAIN WITH ROSS 


YOU’LL ENJOY MORE SALES WITH 


THE ROSS foroved fro¢el LINE 


CYCLE MO’ 


full 18” and 
Reel Widths 


WITH SWIVEL Portable 


COUPLING | SQUARE 
, SPRAY 


Ross offers a full One of the most popular of the 140 ROSS 
line of sprinkler quality products is the No. 52 Portable Square 
heads, hand sprin- Spray. Introduced last year this unique, depend- the yellow core 
klers, hose goods,and ble, trouble free sprinkler proved a sales sensa- 
humidifiers. tion. It's a sure-fire sales leader for 1950. Ask 
Write today your jobber about the fast moving, sales leading os Gel nme: ; 
for catalog. Ross line. Sold Only Through Hd foe tee 


if your customers want the best — they'll buy ROSS Recognized Wholesalers ‘i MME We 


THE ROSS SPRINKLER CO. Panther and Dragon 


34 ROBERTS ST. PASADENA 3, CALIF. friction and rubber tapes 


made by 
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ive Patented Height 
ting Adjustment 


imple, Positive, Self-lock- 
ng Clutch 


d Timken Bearings 





ompletely Enclosed Drive 


onvenient Lever Controls 
or Throttle and Clutch 


t Section Wood Roller for 
Turning 


RIGGS & STRATTON 
CYCLE MOTORS 


full 18” and 20” Cutting 
Reel Widths 





BIGGEST POWER MOWER VALUES 


t Powered with 3.1 HP Briggs & Stratton 

==, Motors, new positive reel adjustment, new 

all steel welded deck - heavily reinforced. 

Cooper roller type mowers are ideally 

adapted for service in parks, large estates, 

cemeteries, golf clubs, public institutions 
and industrial plants, 


“KLIPPER™’ 


POWER MOWERS 
18’ and 20” 


—* i 


7 
rr 


Write or wire for LIBERAL TERMS, DISCOUNTS and Literature 


BUILT FOR THOSE 


CoCHee 


WHO WANT THE BEST 





LIST PRICES 
“Klipper” Mowers 


18” Model.......... $109.50 
20” Model..........$119.50 


Prices FOB factory. Slightly 
higher in Pacific coast areas 


NATIONALLY ADVERTISED 


to more than 8,000,000 of 
your best prospects in 


SATURDAY EVENING POST 
BETTER HOMES and GARDENS 
AMERICAN CEMETERY 
AMERICAN CITY MAGAZINE 
FLOWER GROWER 


* a * 






TESTED AND APPROVED BY 
Tens of Thousands of Satisfied 
Owners Representing Every State 
in the Union and Many Foreign 

Countries 











Quality, Reliability, 
Selection 


























Famous Snell wood bor- 
ing bits, manufactured to 
rigid Snell standards of 
craftsmanship, hold their 
keen edge and time-tested 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 




































Give You All Three! 





Southern Wood Screws are precision-made of 
high quality steel or solid brass. And because of 
improved processes, are made to closer tolerances 
than ever before! Your retail and manufacturing 
customers alike are assured the highest degree of 
perfection and uniformity . . . accurate fit, no 
bent or twisted screws, no chips or blanks. 

















And Southern offers a wide selection of fine wood 
screws of steel or brass with slotted and Phillips 
heads, in all standard sizes. Deliveries are 



























prompt. You can depend on full measure, easy 
handling, stocking and shipping because of 
Southern’s modern packaging in both bulk and 
gross quantities. 

DO IT NOW .. . ORDER SOUTHERN! 
Or write for full information on this complete line f h. 
of high quality, precision-manufactured wood screws 

ALL WOOD BORING TOOLS - 
FACTORY WAREHOUSES INCLUDING: 
. Snell-Clark E ive Bits, 
4100 Dell Avenue 325 West Ohio Street . wn ac. “tal \4 
North Bergen, N. J. Chicago 10, Illinois b. Snell-Simplex Expansive Bits, 
* 1 au“ u“ 
280 Decatur, S.E. 1388 West King Avenue boring range from Ya apes 
Atlanta, Georgia Columbus 12, Ohio +. ee ae 
8 c - d. Ship Auger Car Bits 
e. Ship Augers—with Screw 
f. Ship Augers—no Screw 
g 
h 


SOUTHERN = ‘2%... 
SCREW COMPANY SNELL 


Statesville, North Carolina Manufacturing Co. 


WORCESTER, MASSACHUSETTS a“ 
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The NEW SUPER 


Ainl 


a METCOID 


| TOOLMART 


No.168 Assortment 


The Modern 


TOOL MERCHANDISER 


that stimulates 


QUICK, PROFITABLE SALES 


All complete in one compact, self-selling display. 





Requires only a few feet of floor space. No dupli- 
cation of sizes — no slow moving numbers — no 
obsolescence—professionally designed, guaranteed 
tools, finished in gleaming nickel chrome yet priced 


to sell fast. 


ALL FAST MOVING NUMBERS 
SMALL INVESTMENT 
FINEST QUALITY TOOLS 


America's Fastest Growing Tool Line 








METCOID SOCKETS ARE HOT FORGED! 
Thinner Walls + Lighter Weight + Deeper Broach* Stronger 














Contains 28 %-inch drive hot forged 


sockets and 12 attachments; 32 Y2-inch a 
drive hot forged sockets and attachments; List Price $189.00 Dealer's Price $126.00 
20 pliers; 18 screwdrivers and 46 box- 


end, open-end and combination wrenches SOLD ONLY THROUGH AUTHORIZED JOBBERS 
attractively displayed on a sturdy compact 


metal display rack. The finest that 


money can buy . . . guaranteed against 
defective materials and workmanship. 


PLANO, ILLINOIS 








CONTACT YOUR JOBBER TODAY 
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IF YOU WANT MORE SATISFIED CUSTOMERS 


FEWER COMPLAINTS—PRODUCTS BACKED UP ALL THE 
WAY WITH QUALITY GUARANTEES—AND PRICED RIGHT 








COMPARE 


Be Careful! x 


sell 


Dede) 


the 
lifetime 











NATIONAL BRASS COMPANY (ii oemmanen 


Ao er, 4 Ft. ZC Jabuler Lock Knoxville, Los Angeles, Milwaukee, New 
York, Omaha, Philadelphia, Portland, San 
Francisco, Syracuse, Tampa. 


MICHIGAN In Canada: Dexter Lock Canada Ltd. Guelph, Ont. 
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FREE OF DIE CAST | SOLID BRASS TRIM | | LIFETIME WARRANTY 


All working parts made en- All exposed parts : | Dexter locks guaranteed 


tirely of cold rolled steel. solid brass. Also any for life of house. 
standard finish. 


And don’t forget this famous Dexter 
exclusive—the Armored Steel 
Cylinder for extra strength 
and protection! 


INSTALLS EASY AS... 


Use Dexter Bit Guide for In one hammer blow, Insert Dexter lock, posi- 
uniform boring of locks cut all four sides of '/.” tion the knobs, attach 
and latches. Largest face plate mortise, with the tie bolts... and the 
hole required, '5/.”. Dexter Marking Tool. job's done! 


Cag WRITE FOR COMPLETE INFORMATION ON 


Dexter Locks and Latches, Builders, Cabinet, Screen Door and Shelf Hardware 
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#49 $.D. Twin sink model Vinylite 
Plastic Coated Dish Drainer, avail- 
able in red, white or yellow. Overall 


size 14%" x 132" x 4” 
Can be retailed at 98c 


#49 B. B. Extra large size— 162” 


x 13%” x 4”. Can be $] 19 


retailed at 


Artistic Wire Products are hot volume 
sellers...low price, plus quality! 

You buyers of housewares will find 
this combination of the famous Viny- 
lite Plastic Coating* with Artistic’s 
fine workmanship and practical design 
an unbeatable combination in depend- 
able merchandise with high public 
acceptance. 
#50 G. D. Here is a sensationally selling combina- 


tion glass and dish drainer. Coated in durable 
Vinylite plastic coating. Available in red, white or 





#48 S. R. Nickel plated handy 
wall Utility Rack with a towel bar. 
Holds two large boxes. 


Can be retailed at 59c 





yellow. Overall size 163%4'' long, 13!/2'' wide, 7/4" 
high with glass drainer attached. 


Priced for volume sales of $949 complete 
— 


Rs 
FOR PROMOTION § - iii: 
Soe 





nT 














* PLASTIC COATED: 








#49. Vinylite Plastic Coated 
Plate Storage Rack. Available in 
red, white, or yellow. Overall size 


11” x 6%" x 5%”. Can 
be retailed at 89c 


*VINYLITE PLASTIC COAT- 








#48-1. Nickel-plated Roast Rack. 
Adjustable to two positions, Over- 
all size 12” long, 9” wide, Can be 
opened to 12” x 12”, 


Can be retailed at 98c 





INGS will not blister, soften 
or become gummy. They 
resist acids and alkalis. A 
product of the Bakelite 
Corporation. 


Contact your nearest distributor for cost prices and 
tional all es, or write direct to our main office. 


ay TIC WIRE PRODUCTS CO. : 
EAST HAMPTON, CONN. 

















7” long x 
32” high. 
tailed at 








#49-9. Twin sink model Vinylite 


Plastic Coated Sink Rack. Avail- 
able in red, white or yellow. Over- 


all size 1242” x 102” x 
1”. Can be retailed at 69c 


#48-9. large size— 1614" ua 


". Can be 89c 


12%” x 1 
retailed at 


#48-E. Egg Basket coated in 
durable Vinylite plastic coating. 
, Available in red, white, or yellow. 
7” wide x 


Can be re- 39c 
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Get your complete Parker 
5th Dimension Profit and 
Sales Kit from your Hard- 
ware Jobber . .. or write 
to us for his name. 





Here's YourNew Sobylnel 


10 DIMENSION 
ISO & Sale ccd Froflla! 


ATTENTION:— HARDWARE JOBBERS AND DEALERS — 





HERE is your opportunity to team-up and cash-in on the growing all-season demand for Parker 
Year "Round Lawn Conditioners that are SWEEPING THE NATION, 


With leading Hardware Jobbers now stocking Parker Sweepers and establishing dealer supply 
lines everywhere, both the Jobber and the Dealer can add the 5th Dimension to their Sales and 
Profits with a complete Parker Sweeper line, including the favorite power-driven Home-Master and 


four popularly priced hand models. 


Now Dealers, through their Jobbers, can use these Salesational Parker Year "Round Lawn Con- 
ditioners (they’re coveted by every man who has a home) as store traffic magnets, so that you'll not 
only sell more Parkers but many related garden and lawn care items. 


All of which adds up to your new ... dynamic . 
producing 5th DIMENSION to your SALES and PROFITS in 1950. 


Get YOUR Parker supply line established now 
by contacting your Hardware Jobber at once. 


PARKER SWEEPER COMPANY 


400 Bechtle Ave. Springfield, Ohio 


ps. Avtuey’re Ay sweepine Ay tHe A nation AL 
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papers, with total circulation of lation 3,138,000. 
9,645,000. 


THAT’S COVERAGE OF NEARLY 17,000,000 families 
... including many of your customers. They’ll be 
looking for Du Pont Sponges in your store. 

So order your supply now... . today! Give them 
good display. They’re fast movers, and they offer 
you a high margin of profit! 








REG. U.S. pat. OF. 


BETTER THINGS FOR BETTER LIVING 
+++ THROUGH CHEMISTRY 


HARDWARE AGE, APRIL 6, 1950 
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Distributed with 22 big-city news- A buying guide for millions. Circu- 14 other big-city newspapers, with a 


total circulation of 4,055,000! 


DEALER “DEAL” 
Good only to May 31, 1950 
6 No. 4A (20¢) Sponges “NO CHARGE” 
with 
1¥%2 doz. No. 4A (20¢) Du Pont Sponges 


1 doz. No. 6A (35¢) Du Pont Sponges 
1 doz. No. 8A (70¢) Du Pont Sponges 





Costs the dealer only $9.72. Lists at $17.40. 
Dealer makes $7.68, or 44%. 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVR 
- MORE PROFITS 
REPEAT CUSTOMERS 
I 

FINEST QUALITY 
GREATER VALUE 


LONGER WEAR 





“Give YOU 








BRICKLAYERS’ AND PLASTERING 
STONE MASONS’ JOINTERS TROWEL 























H rm a Soles Representatives 
: pe ud JOHN H. GRAHAM & CO., INC. BRICK 
1 on NEW YORK, N. Y. TROWEL 
za SANFORD BROS. |e ee ee ee ee ee a a ee ee 
CHATTANOOGA, TENN. 
) om |} A 
e<' ¢ 
Sa 
=a d 
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\y | Send TODAY for 
ATTRACTIVE ! E 
DEALER DISCOUNTS I FR E 
I 
pesanltpinigi ILLUSTRATED 
att sells direct I 
to dealers, is there- : CATALOG 
fore able to offer 1 Write for your 1950 copy of 
cauiuuae eittrcsittting I Goldblatt’s illustrated cata- 
P if 1 log describing the largest 
dealer discounts. ' and most complete line of 
i masonry tools and supplies 
I 
I 







Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 









36 
HAMMER 


HENRYCHENEY "2043" 


LITTLE PALLS, NM. Y., U.S. A. 





FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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DRILL SETS 





No. 14—Wood Boring Drill Set— 
packaged in protective wood tray. 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets —of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 4%" to 4%” by 64ths; Set 
#S-11—11 High Speed Drills, 4%” to %” by 32nds; Set 
#S-8—8 High Speed Drills, 1%" to 4%” by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


mum efficiency in %-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster ,chip disposal—diminish 
stalling on “break thru’, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%" to %" by 16ths—all with %4-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience‘and new value 
for drill users. 


STANDARD [OOL (0. 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 


HARDWARE AGE, APRIL 6, 1950 














Any one who walks into your store is a prospective customer 
for a can of Weldwood Glue. 





Hobbyists, homeowners, handymen and professionals have 
| an everyday need for this handy product. 






So, keep your display carton in a prominent place. 





You'll find Weldwood Glue customers are steady customers, 
too. They come back again and again, and they make your 
store headquarters for a// their hardware needs. 







“Ore 


Weldwood Glue is quick and easy to mix with cold water. 
Joints are permanent — stronger than the wood itself. They 
resist moisture, heat, bacteria and rot; can be light-worked 
a few hours after clamping. 


Stock Weldwood Glue in 15¢, 35¢, 65¢ and 95¢ size cans. 
Ask your jobber for complete details, or write to United 
States Plywood Corporation. 









For more than 50 years Griffin 








hinges have been known for their 


fine materials and workman- 
ship. Griffin hinges are 
part of a wide variety of light 


builder's hardware . 








guality produced by 
Griffin. 









As 


HERE ARE TWO OTHER GOOD SELLERS! 
i Suery DOOR NEEDS THREE! 


Firzite 


ww 


Satinlac 











News 


RIFF IN- |! 


anufacturing Company 





eperiatey 
4 as nishing 
material to be 
applied over fir 
plywood or 
other soft 
woods. Avail- 
able in white and clear, 
Firzite seals the wood pores 

- kills unsightly wild grain 








Recommended 
as a simple, 
inexpensive 
material for 
the proper 
Gees of 

Weldwood 
Plywood and 


SATINLAC 


tt’? 


Ss 


Hardwood 
similar woods. It is a clear 
coating which is easily 
















. virtually eliminates applied. It produces a 
E RI E « PE NNSYLVANIA checking and grain raising. durable, attractive finish; 
Used as an undercoat for brings out all the natural 
- SALES OFFICES stain, paint, or enamel, it beauty of the grain. Does 
2.5 eee roms, Mw, ha sagt ew ors Fee improves the not darken or yellow with 
9344 Woodward Avenue, Detroit, Michigan nal anisn. age. 
115 B Street, Boston, Massachusetts 
703 Market Street, San Franciseo 3, California 
917 St. Charles Avenue, Atlanta, Georgia 
4524 East oth Stren, Seat seins Write for more details on FIRZITE and SATINLAC. 
sident treet Mi issipp! 
4638 Mill Crock, Kansas City, Missa son 6 ieee UNITED STATES PLYWOOD CORPORATION 


2611 Garrison Bivd., Baltimore ‘e Maryland 
1620 Garfield Street, Denver 6, Col 


IN CANADA 
15 Wellwoed Avenue, Toronto, 


Industrial Adhesives Division, Dept. 616 
55 West 44th Street, New York 18, N. Y. 


WELDWOOD rcssre sv 
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astest-selling P&C 
centrated in one 
eyecatching, 

ing display 


bf 


“Turn” your stock 6 times a year! 


Thrifty-50 gives you the most pow- Prove that P&C is The Profit Line 

erful selling tool ever placed in A . . 

dealers’ hands. Every time we show with this fowest possible investment 

it at meetings with dealers and dis- : 

tributors, Thrifty-50 is the sensa- Thousands of dealers want to make 
more money in less space. Volume 


tion of 1950. : : . 
Aine tentoaes decker cam cupeet ot production on Thrifty-50 results in 
least 6turnovers a year on this stock. low, low display cost, only $7.25. And 
That’s because we've combined the with only two each of the 50 fastest- 
tested features of larger P&C dis- selling tools to carry, it cuts your 


plays with the hottest, most profit- investment to rock bottom. Total 
able items in the P&C line. tool cost to dealers, only $63.96! 
Thrifty-50 ed — space Prove that P&C is The Profit Line 
more protitanie Wan ever to work for you right away 


Thrifty-50 is a natural for your “a 
highest-traffic, highest-profit counter Call your P&C distributor today. 
locations. Nothing you stock can Order your self-selling Thrifty-50 
match P&C tools on Thrifty-50 for display right now. Be first with 
profits per square foot. Thrifty-50, to be ahead in profits. 


SEND THIS COUPON TODAY for information on how Thrifty-50 
can help you make more money on smaller tool investment. 








Flashing plastic beacon attracts attention. 
Striking appearance for window displays 
at night. 

Tools are easy to reach, easy to buy, on this 
self-selling merchandiser. 

All tool locations shadow-marked, and prices 
and tool numbers are shown, to help sales, 
save time when thecking stock. 

Tools stand out on the attractive Red, White 
and distinctive “P&C Blue’’. 

Entire display rotates easily at finger touch. 
Takes only 18 inch diameter space, less than 
2 square feet. Only 32 inches in height. 





/S 





P&C HAND FORGED TOOL COMPANY 
Portland 22, Oregon 


Please send me your illustrated three-color folder 
on Thrifty-50 self-selling tool merchandiser. 


STORE NAME = 





ADDRESS - 





CITY. ZONE STATE 
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CALBAR “Caulk-o-Seal” 
Caulking Compound 


It’s “elasticized” * «. Non 
hardening, non-staining, 
and adheres to ANY sur- 
~ Available in natural 
riliant white, Alum} ; 
‘ umi 
and colors. = 


CALBAR Pressure Guns 
For caulking: re ot al 


i an ’ 
om ao CALBAR gun '5 the 


finest produced. A cae 
line of sizes, including 


large assortment of detach- 
able nozzle styles. 





Write for name of 
your nearest distributor. 


CALBAR PAINT & VARNISH CO. 
MANUFACTURERS OF 
TECHNICAL PRODUCTS 


2612-26 N. Martha St., Phila. 25, Pa: 




















DOOR HOLDERS 


Sizes 5410 — 6%" 9410 — 5” 


Here's a neat looking 
wrought Door Holder with long 
wear built into it. Easy to op- 
erate. Strong spring action. 
Bolt quickly released. Sell it 
with pride. Packed '/2 dozen 
in a box with screws. 


CHAMPION stands 
squarely back of every product 
and there's a fair profit on 
every sale. 





Nearly all hardware jobbers 
handle certain products in the 
big CHAMPION line. 





No. 5410 


The 











CHAMPION HARDWARE C0. 


GENEVA, OHIO [PS SSF 











_— 


IT's EASY TO SELL QUALITY 


DUST 
PANS 


The Fulton Dust Pan 
No. 182 designed for 
long and dependable 
service. Built to “take 
it,” ideal for Indus. 
trial, Janitor, or Do- 
mestic use. 


Large capacity with reinforced “Easy-Grip” handle 
that won’t break or bend. Built of 20 gauge one 
piece steel. Exclusive indentations hold edge to 
floor. Size 1234 x 7%. 
See Your Jobber or Write Today for Colorful 
Literature On The Fulton Line 


PATENT NOVELTY CO. 


Fulton, Dept. HA, Illinois 





A TRIPLE-NEED of 
HOME DECORATORS 


-in lively seasonal demand now 


EASILY 
mixeo 


products which are 
nd by qradesme”, 





ORDER FROM YOUR WHOLESALER. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 


HARDWARE AGE, APRIL 6, 1959 
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Rolle. 








PRESSURE FED PAINT ROLLER 












PRICED 
FOR 

> Mass 
© SELLING 


w 





[ 5 A 
y +0 RETAIL AT 


é 59495 
COMPLETE 


wiTH SERVICE waene’ 
CLEANING BRUSH 
LUBRICANT 


Also available complete less 


hand pump for use wit 
compressor “2 air 


23.95 
fine .--++° 





















Roller only, with cover, 
where user has insectt- 
cide or other pressure 


tank equipment $12.95 


Rollzit 


IS BIG VALUE... (¥§ 
PROFITABLE... 
AND BOOSTS PAINT SALES, TOO!’ 


An Elsco product, engineered to professional stand- 
ards, and priced so low that everyone can own one! Rollzit 
applies any kind of oil paint, enamel, water paint, etc. 
faster, easier and cleaner. No skill required. No stoop- 
ing, dipping, dripping, lapping or brush marks. No drop 


cloths required. Covers well, on rough surfaces or smooth! 















Indoors or outside. Sells to householders, maintenance 
men, farmers, landlords, as well as painters and decora- 
tors. Sold exclusively through the jobber. 


ASK YOUR JOBBER — OR WRITE FOR INFORMATION 


“éPRAYIy 


ELECTRIC SPRAYIT CO. 
SHEBOYGAN, WISCONSIN 


“THE PAINTING EQUIPMENT PIONEERS” 
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Seventy-four years of know-how 
go into the making of these quality 
knives and scrapers. Professional 


men say they are 


"BEST by TEST” 


CALL YOUR JOBBER 
and order today. 


) ME cYolo)>) 1m Maote) il). ha 


ANTRIM * NEW HAMPSHIRE 











HARDWARE AGE, APRIL 6, 1950 
























HEN PEC 
This 

in heavie1 
towns to 1 
The “oO! 
well in M 


hardware 


traflic-bui 








y | 
| 





, 1950 





























Halan's Super Market 

P Milwaukee, Wisconsin. 
Architect: Paul Louis Deik 

& Associates, Milwaukee. 


now Acsdeoe. STORES ARE BOOSTING BUSINESS 








HEN PEOPLE CAN SEE IN... more come in.. ..and buy! 

This sound merchandising principle is proving itself 

in heavier sales throughout the midwest, from the small 
towns to the big cities. 

The “open” storefront invites customers inside just as 
well in Mississippi as in Minnesota . . . just as well for 
hardware dealers as for grocers. Why not find out what a 
traflic-building Visual Front will cost for your store? 


For a modern VISUA 


RONT see your nearest 


The old front that dates it—which hides the interior 
from traffic—can probably be modernized for less than 
youd guess. 

But why guess? Talk to your Libbey-Owens-Ford Glass 
Distributor. Being a local businessman, he understands 
local conditions and people. can see that you get the most 
for your money. If you need help from an architect or 
contractor, he can direct you to those who do store 
modernization. 

As for storefront materials, he has the best and most 
complete line you can find—L-O-F Polished Plate Glass, 
Golden Plate to reduce fading of window displays, Heat 
Absorbing Plate to reduce entrance of solar heat, 
Thermopane* insulating glass to minimize steam and frost. 
Tuf-flex* doors to open up entrances, Vitrolite* to beau- 
tify exterior surfaces. 

Send the coupon for names of your nearest L*O-F dis- 


tributor who can give you this complete, helpful service. 





Libbey*Owens*Ford Glass Co. 

7745 Nicholas Building, Toledo, Ohio 

Send me your book on Visual Fronts and the names 
of the nearest L*O°F distributors. 


LIBBEY:- OWENS - FORD niliogmy 


ASS DISTRIBUTOR 
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Address 


City ee , State 











LOW-PRICED 
Corner Cabinet 


Selling 
by the Thousands 


An attractive corner cabinet with a 14" x 20" 
mirror, a stainless steel frame, cadmium plated 
hardware and glass shelves. A thing of beauty 
as well as utility. Fills a long-felt need in bath- 
rooms, kitchens, bedrooms and powder rooms. 


Low-priced for the mass market. 


17 Models 


@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD DETROIT 4, MICH. 














THE MODEL Hi 
SHALLOW WELL 
PUMPING UNIT 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 





SPACE-SAVING 
PEERLESS MODEL H 
PRESSURE SYSTEM 
Compact, Automatic, 
Trouble-free. 


Manufactured under R. Moineau's 
patents, Robbins & Myers, Inc 


sole USA and Canadian licensee 


Everything in a Package 


FOR WATER FROM SHALLOW WELLS 


This positive displacement pump is 
the peak of perfection—a space-saving 
water system that is “packaged” for 
immediate installation. Unit is 
furnished complete; only two connec- 
tions and it’s ready to run. This is but 
one of the complete line of Peerless 
Water Systems. Peerless can fill all 
your customers’ needs for water 
lifting equipment. Write for the full 
details of the complete Peerless line, 
of the market and profit possibilities 
for Peerless Water Systems in your 
area and of the merchandising aids to 
help you sell. There’s no new name to 
pioneer with Peerless, it reflects 20 
years of acceptance in the pump field. 


CAPACITIES: 
275 to 420 gallons 
per hour 

. 
LIFTS: 
Up to 20 feet 


PRESSURES: 
20 to 40 pounds 


MOTOR SIZES: 
V% h.p. electric 
motor controlled 
by automatic 
switch 

° 
TANK SIZES: 


12 gallons or 
30 gallons 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California ¢ Indianapolis, Indiana 
Offices: New York; Atlanta; Dailas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 





WATER SYSTEMS 


THE COMPLETE LINE 
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chrome plate— 18" and 24" lengths. 
| hope 








Kimble Deluxe Glass Bars (Crystal glass, 
full %" in diameter—sturdy fittings with heavy 


SS 





Kimble Bent-End Glass Bars Crystal or opal 
glass %" in diameter. Strong metal fittings of 
modern design—18" and 24" lengths. 














\ 
Chk —— \ Asp 
bo =) 7 ae 


Kimble Double-Purpose Glass Bars Crystal 
glass bar with adjustable fittings for full-length 
use or projecting ends. 24" long. 


b A, 


Kimble Button-End Glass Bars Crys/al or 
opal glass with sturdy metal fittings. Available 
in 18" length. 








KIMBLE GLASS TOLEDO 1, OHIO 


Division of Owens-Illinois Glass Company 


HARDWARE AGE, APRIL 6, 1950 


Here, at no added cost to you, is a new sales-getting 
display that puts your Kimble Glass Bars right up 


front and center. Use it on the counter, in the 
window, on island tables. 


Customers see 8 ways to make good use of these bars. 
They see the handsome chrome-plate fittings, the clear 
gracefully curved crystal bars that never lose their new look 


This display, highlighting the quality of Kimble 


Glass Bars, plus their attractive prices, is sure to 
stimulate sales—increase your profits. 


Order this display now from your wholesaler, 
your distributor, or write direct to us. 


A GLASS BAR FOR EVERY PURPOSE 




















Your best rural customers 


These prosperous farm people are Country Gentleman readers—typical of hun- 
dreds of other families right in your own trading area—good customers to culti- 
vate. Country Gentleman’s 2,300,000 circulation is concentrated in the Top Half 
group that gets 9 out of 10 farm dollars! And families like this... 


see your best-selling brands 


In Country Gentleman 





Fast-moving lines are advertised in Country Gentleman, No. | farm magazine in 
advertising revenue! So display and push these Country Gentleman advertised 


brands... ee 


Absorbine Remedy for Horses 

Acme Paints 

Admiral Refrigerators 

Alcoa Aluminum Pigments 

Alcoa Portable Irrigation 
Systems 

Armstrong Glazing Compound 

Arvin Household Products 

Asgrow Seeds 

Ashley Woodburning Stoves 

Atkins Hand Saws 

Atlas Drill Presses, Tilt Arbor 
Saws, Lathes 

B.K. Plan for Milking Sanitation 

Bag Balm & Dilators 

Ball Dome Lids & Bands 

Bendix Laundry Equipment 

Ben-Hur Freezers 

Big Ben & Baby Ben Clocks 

Black Leaf Insecticides & 
V-C Fertilizers 

Bond & Winchester Batteries 

Boss Kerosene Ranges 

Briggs Plumbing Fixtures 

Buist’s Seeds 

Burgess Batteries 

Burks Water Systems 

Burpee Seeds 

Calf-Teria Nipple Pails 

Caloric Gas Ranges 

Camillus Pocket Knives 

Carrier Freezers 

Cel-0-Glass 

Ceresan duPont Seed 
Disinfectants 

Chore Girl Pot Cleaners 

Chromtrim Metal Mouldings 

Coleman Lanterns & Appliances 

Continental Post Hole Diggers 

Coolerator Electric Ranges 

Cosco Step Stools & Utility 
Tables 

Crane Water Systems & Fixtures 

Crosley Products 

Dazey Electric Churns 

Dearborn Heaters 

Deepfreeze Freezers 

DeLaval Food Freezers & 
Milk Coolers 

DeLaval Milking Equipment 

Deming Water Systems 

Dempster Water Systems 

Dexter Washers 

Disston Chain Saws & 
Hand Saws 

Dr. Naylor's Medicated Dilators 

Don Sung for Poultrv 


Dow Pentachlorophenol 

Dow Weed Killer 

Duo-Therm Heating Appliances 

duPont Marlate & Dairy Cattle 
Spray Insecticides 

Dyna-Flash Power Tools 

Eagle Farm & Truck Tarps 

Easy Washers 

Eclipse Power & Hand Lawn 
Mowers 

Es-min-el Soil Mineralizer 

Eveready Flashlight Batteries 

Fairbanks-Morse Water Systems 

Federal Power Post Hole Diggers 

Firedaire Combination Furnace 
& Fireplace 

Fleischmann’s Irradiated Dry 
Yeast for Farm Animals 

Florence Gas Ranges 

Frigidaire Home Appliances 

Gabe Fisherman & Poultry 
Shears 

General Electric Farm Products 

General Electric Home 
Appliances 

General T-12 for Floors 

Gibson Refrigerators 

Gibson Ranges 

Glidden Paints 

Goulds Water Systems 

Grand Gas Ranges 

Griffon Sewing Scissors 

Guard-it Home Milk Pasteurizers 

Harder-Freez Freezers 

Harrington & Richardson Guns’ 

Hauck Flame Gun Weed Killers 

Heatmaster Water Heaters 

Hess & Clark Animal Products 

Home Utility Electric Tools 

Horton Washing Machines 

Hotpoint Electric Ranges 

Hudson Power Sprayers 

Inner-Seal Weather Stripping 

International Harvester 
Refrigerators & Freezers 

Jacobsen Power Mowers 

James Poultry Equipment 

Jari Power Scythes 

Kem-Glo 

Kem-Tone 

Kerr Mason Jars, Caps & Lids 

KitchenAid Food Preparers 

Kow Kare 

Kresco Dip Farm Disinfectant 

Kulti-Mower 

Kyanize Paints 

Lee Poultry Products 


Lloyd Tractor Chains 

Lombard Saws 

Lumite Screening 

Magic Chef Ranges 

Mall Chain Saws 

Maytag Washers 

McCulloch Portable Chain Saws 

Medusa Cement Paints 

Metalmaster Outfits 

Met-L-Top Ironing Table 

Mirro Aluminum Ware 

Mirro-Matic Pressure Cooker 

MoorMan’s Animal Products 

Morton’s Stock Salt 

Moosberg Rifle Scopes 

Moto-Mower Power Mowers 

Mow-Master Rotary Mowers 

Myers Power Sprayers 

Myers Water Systems 

National Power Mowers 

National Pressure Cooker- 
Canners 

Nesco Fuel Oil Heaters 

Nesco Kerosene Ranges 

Nichols Aluminum Clothesline 

Nicholson Files 

Nitragin Legume Inoculation 

Noma Gas & Electric Ranges 

Norge Electric Ranges 

Norge Refrigerators 

Norge Standard Washers 

NuTone Door Chimes 

OK Champion Portable 
Irrigation 

ge Pipe 

P.M.C. Kitchen Stools 

Pak-A-Way Freezers 

Penta Wood Preservative 

Perfection Oil Ranges 

Permaglas Water Heaters 

Peters Shells 

Petersen Vise-Grip Wrench 

Philco Refrigerators 

Pilot Brand Oyster Shell 

Pincor Power Lawn Mowers 

Pittsburgh Paints 

Pittsburgh Tillage & 
Cultivating Steels 

Plastic Wood 

Playskool Toys 

Plumb Axes 

Pneumatic Chain Saws 

Pratts Poultry Products 

Proto Tools 

Purina Poultry Feeds 

Quon-Kote Paint 

Rain Bird Sprinklers 

Ray-0-Vac Batteries 


Reo Royale Power Mowers 

Reynolds Aluminum Pigments 

Rheem Water Heaters 

Robbins & Myers Pumps 

Roper Gas Ranges 

Royal Vacuum Cleaners 

Royledge Shelving Paper 

Servel Refrigerators & 
Water Heaters 

Sessions Clocks 

Shopsmith Power Tools 

Siegler Oil Heaters 

Smith Pruning Instruments 

Smooth-On Iron Repair Cement 

Sno-Breeze Air Coolers 

Speed Queen Washers and 
lroners 

Speedway Electric Drills 

Squibb Penicillin Calcium 
Ointment 

Stewart Clipmasters & 
Shearmasters 

Stonemo Granite Grit for Poultry 

“Stout” Aluminum Sprinkler 
Irrigation 

Sudbury Soil Test Kits 

Sulmet Animal Products 

Superior Combination Saw & 
Tractor 

Surge Milking Machines 

Swift's Red Steer Plant Food 

Tappan Gas Ranges 

Tat Fly Killer 

Telechron Clocks 

3-In-One Oi 

Toastmaster Toasters 

Toxite Insect Killer 

Union Forks 

USS American Fences 

Victor Freezers 

Vimlite Plastic Glazing 

Walko Tablets for Poultry 

Walworth Stillson Wrenches 

Warp’s Window Materials 

Warren, Dado Sawing Washers 

Wear-Ever Aluminum Utensils 

Weedone Brush Killer 

West Bend Food Blancher 

Westclox Clocks & Watches 

Western Ammunition 

Westinghouse Home Appliances 

Whirlwind Power Mowers 

Wilson Milk Coolers & Freezers 

Winchester Guns 

Wiss Shears & Scissors 

Worthington Power Mowers 

Wyeth Animal Products 

Zephyr Drills & Spraymasters 


REMEMBER: In over half of all U. S. counties, 





Country Gentleman has more cir- 
culation than the biggest weekly 
or biggest women’s magazine! 


bin Shae by ae z ‘ 
a Nai tata sai 
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get aboard 


MOTO-MOWER” 


name in power-lawn-mowers thirty-one yea 


ees MAGAZINE cen PROGRAM 


60,080,951 
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4 MOTO-MOWER Comtanu 4602 Woodward Ave. DETRONT 1 





Cut yourself a 





Pa 
0) 


melon jin 


Promote PYREX WARE because more Pyrex Ware 
is sold for Mother’s Day and Wedding Gifts than during any 


other season of the year. 















1. Full-page, full-color adver- 
tisement in the May 6th issuc 
of the Saturday Evening Post 
(on the newsstands May 3). 


ararmue erates 


2. Two-column, full-color adver- 
tisements featuring Mother's 
Day gifts in May issues of 
Ladies’ Home Journal, Wo- 
man’s Home Companion, Family 
Circle, and Country Gentleman, 





= "MOTHERS —_~ 
Pa, DAY” 4 
— MAGAZINES <~| 


\ 






\ 
| 
| 











3. Two-column, full-coloradver- 
tisements featuring gifts for 
brides in June issues of Ladies’ 
Home Journal, Good House- 
keeping, Woman's Day, Today's 
Woman, Successful Farming, 
and Household. 


4. Large space newspaper 
advertisements in over 
150 major markets during 
the first ten days of May. 




























apr 


Feature tl 
in with P 





Stern Bros 
(Daniel J. Lo 
mass-display 
turnover line 
quately stock 





advertising —it reaches 4 


out of 5 women in your 


neighborhood ! 





Get your share of 
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Here’s your Pyrex Ware | 








1, PYREX ¢ 
REFRIGE 
4 dishes, 


ee 


4. PYREX 
set, gift-l 
open bow 
dishes in 


Use 1 
Valu: 








the g 


“Corning 
in the 


HARDWAR! 





of 


1950 





Lrg Or 

CU? 

le bi time | 
Zelany 

apple bIOSSOM Time P:: 








r > 


feature these gift items in your mass-display of Pyrex Ware to tie ro bes ~ 
in with Pyrex Ware’s Mother’s Day and Brides’ promotions! pS 39 
ty / 


i. > 



























ron ® 
Cc 
Me 
Ss 
¢ a 
Stern Bros. Housewares Buyer Clark Variety Store (D. W. Clark), Righter’s Hardware & Supply Co. ay = 
(Daniel J. Loeser) says: “Pyrex Ware, Dallas, says: “A mass display of (Chas. A. Righter), Dorchester, c£on <ey 
mass-displayed, is one of the highest Pyrex Ware upped our dollar sales Mass., says: ““Mass Pyrex Ware dis- oo yt: 
turnover lines on the floor when ade- 56.8%.” play increased business 21% in past UY 
quately stocked.” 30 days.” 
~~ 
foKA 
- = | Se 
2 ZN "il a 960Y 
<a = », : e = 4, — ae 
~ SE Zz / \ ; , ‘ yt (7 “ $ 
EZ Zz ~~ " ; f ! ; — _— 4 
\ AF9 tex sti Ay 
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\S / pp E an 
g —— FG - 
~ — ———— - 
1], PYREX OVEN-AND- 2. PYREX MEASURE 3. PYREX FLAMEWARE ( 
REFRIGERATOR SET 95° l-quart size 75¢ TEAPOT $195 - 
4 dishes, with covers $2 1-pint size 50¢ 
1-cup size 25¢ “ 
Ks, 4 
CCE teal ot 
ss =< : j H q ™ 
al be a rn! td 3 
nae ies Gee ad 4 } i! i! ,! ) 
em ol | 





me se EE 






4. ig ——_. 5. PYREX OVENWARE 5. PYREX FLAMEWEAR mg 
: , a ’ 274%. P 7 
open bowl; 4, 12-oz. ri aes ’ 59¢ panier 


4-cup size $2.45 
6-cup size $2.95 
9-cup size $3.45 


dishes in red or yellow $295 S-tn. “Flaver-eaver 


Valuable Point-of-Sale Display Hints! | 
; 'PYREX 
the gift business with —> |422¢%...] 


“Corning,"’ ‘‘Pyrex’’ and ‘‘Double-Tough’’ are trade- k \ J 4 
wm ne a WARE  {irroduciol 2h 4 
@ ‘orning Glass | 


Use the Special Merchandising Kit for ; rf 
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Tie in with this great new 
selling event featuring fa- 
mous Gold Seal Congoleumin 
a riot of gay new patterns! Be 
ready with everything you need! 


e Group Gold Seal Congoleum 
in attractive window and in- 
terior displays. 













e Make use of free giant-size 
Carnival displays. 


STARTS APRIL 24th! 


e Run tie-in ads using free 
advertising mats. 


New High in National Advertising! 
Over 18,500,000 Full-Color Full-Page Ads 
in Life, American Weekly*, Farm Journal 
and Progressive Farmer 


* Appearing in the American Weekly Newspapers in these cities: 


e Get set with fresh stocks and 
be sure you have the new rug 
patterns featured in national 
ad: 744, 735, 736, 741, 738, plus 
486, 713, 697, 699, 729, 692, 696. 





’ Albany Cincinnati New Orleans San Francisco 
¥ That s all you have to do to Atlanta Cleveland New York Seattle 
bring the parade to your store! Baltimore Detroit Philadelphia Syracuse 

Boston Los Angeles Pittsburgh Washington 
Buffalo Miami Portland 


Chicago Milwaukee San Antonio 


If you 
Golde 
with 
Colem 
Kansa 








} . and featured on the smash-hit television show, 
Bi’; “Garroway at Large,” big Sunday evening variety show 
e sponsored by Congoleum-Nairn! Televised over these 
‘ NBC-TV network stations: 








© 1950, Congoleum-Nairn Inc. 
New York Washington Columbus Atlanta ( 








**Congoleum’’ and ‘'Gold Seal'’ are registered trademarks of Congoleum-Nairn Inc. Boston Richmond Detroit Fort Worth-Dallas 
Schenectady t U Chicago Minneapolis-S!. Pou! 
CONG OLEUM-NAIRN INC., KEARNY, N. J. Utica Buffalo Milwaukee Charlotte 
. . . , Phil Iphi : 
Makers of guaranteed floor and wall coverings: Nairn Linoleum - Nairn Asphalt Tile Hm my ye sae cee — 
Nairn Self-Polishing Wax + Congoleum + CGongowall Baltimore Dayton New Haven Pittsburgh 
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To get out front in oil 
heater sales, you must have 









COLEMAN'S 
INDUSTRY-SHAKING 
FUEL-AIR CONTROL 


No other manufacturer has anything like it. Auto- 
matic air control synchronized with automatic fuel 
control valve. Saves as much as 25% on fuel costs. 
Gives the same fuel efficiency on low setting as on 
high setting. Engineered so that even a child can 
operate it. It’s a comfort, efficiency and economy 
feature that REALLY sells. 








THE MOST 
MAGNIFICENT 

BEAUTY AND STYLING 
IN HEATING HISTORY 





YOU well know the sales value of eye-appeal! 
Coleman has it! And Coleman’s gorgeous Golden 
Anniversary line is just in a class by itself. The spec- 
tacular new functional “high style” models .. . the 
distinguished De Luxe Consoles. . . the smart-looking 
new Master Circulators .. . have simply set an en- 
tirely new standard of handsome appearance in the 
oil heater field. You have to have Coleman to have it! 








If you don’t have full information about Coleman’s 
Golden Anniversary line of Oil Heaters, get in touch 
with your Coleman distributor or write today to The 
Coleman Company, Inc., Dept. HA-954, Wichita 1, 
Kansas. 





COMFORT COSTS 
SO LITTLE 
WITH A 


Coleman 
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PRICES THAT GIVE NEW MEANING 
TO THE WORD “VALUE” 


We don’t have to talk price to you this 
year. We merely invite you to compare 
any Coleman model price-wise with the nearest pos- 
sible model that any other 1950 line offers. You'll 
wonder how we do it! There’s a very simple answer— 
Coleman’s 50 years of experience has taught us how 
to make better products for less money ... at a good 
profit to you. A model for every purse from $29.95 up. 





AUTOMATIC OIL HEATERS 


World's Largest Manufacturer of Home Heating Equipment 


6l 







A New 


Model 4-E-R.— 
1 Gal. Gross Capacity 


Ge Sure 


Form a Dazey yee Chain 
of Kitchen Products « Can 
Opener « Knife Sharpener 
Juicer e« Ice Crusher 
Blend-R-Mix « Nut Cracker 
Famous Dazey Churns 


NOW 









Established 1836 


SHELTO 


WATERBURY TACK Div. tft SHELTON, CONN. 1150 Broadway 


62 











Version 


| 


of an Old Favorite! 


@ The new Dazey 

Cylinder Rotor-Dasher —< : ‘ ‘ 

Electric Churn. Model — | 7° &1%S “opacity. 
* Model 8 

4-E-R. Glass Container. —2 Gal. Gross Capacity. 

1 Gal. Gross Capacity. 


Y% Gal. Churning 


Capacity. =? 


Today's improved ver- At, 
Seem . 
sion of the Dazey las 
Churn Grandmother call 1) 
ad 


used. Churns up to 2 
gal. quickly, quietly 


dably. Eas Model 66 
end dependably y —6 Gal. Gross Capacity. 
to use and clean. 


Model 1010 


115 Volt, A. C.— 60 Cycle. ical. Sensibly — 
Cylinder Rotor- Dasher. Economica aiidiatid 10 Gal. Gross 


DAZEY ELECTRIC CHURN 


Capacity. 110 Volt, A.C. 


priced. See it at your ~@% Ende. 


dealer's, or write: 


DAZEY CORPORATION «+ ST. LOUIS 7, MISSOURI 








NO MORE BROKEN 
FINGER NAILS! 
PIN WILL NOT PRESS 
THRU HEAD! 


(TS A SMASH HIT 


PLAS-T-CAP 


THUMB TACKS 
WITH A 


TACK LIFTER 
IN EVERY PACKAGE 


Shelton has everything to attract buyers 
. . » 20 new decorator colors, colorful 
new plastic Tack Lifter, attractive new 
packaging, and consumer magazine ad- 
vertising. Ask your jobber now for 
your supply or write us for samples. 


New York 


, Cc @) ° Representative 


H. G. Salzman inc. 


































AKRON'S WeW /0€4 


for CABINET HARDWARE 


Ask your jobber about Akron’s sensational new 
DUAL Promotion for Cabinet Hardware. It’s the hit 
of the season. Here’s why: 





YOURS FREE! YOURS FREE! 


This unique, compact Self- This handy, portable Panel 
Service Demonstrator for Board Demonstrator for 
carded hardware includ- envelope hardware includ- 
ing items on display ing items on display. 


PLUS Giant Display Contest with prizes for every dealer 


Pl US FREE give-away folders for counters, mailings 


PLUS FREE advertising mats 


PLUS a cooperative arrangement for local newspaper 
advertising 


Ask your Jobber or write us for further information 


AKRON HARDWARE MFG. CORP. wooosiDE, NEW YorK 








“FROZEN HEAT” 
Household Cutlery 












Guaranteed to need 
NO SHARPENING FOR 3 YEARS! 


A—First time in cutlery history that stainless blades 
have been really sharp. The amazing Robeson proc- 
ess keeps these razor-sharp for at least 3 years. 


B—Guarantee is printed on label attached to every 
"Frozen Heat"’ blade. 


C—Pakkawood handles—acid-proof, stain-proof, 
even burn-proof—and the most handsome 
handles in the business. 


‘Frozen Heat"’ process outmodes every other brand 
of cutlery on the market—yet prices are amazingly 
low. Paring knife 780, illustrated, retails at only 
$1.00. Also our famous black hard-rubber-handled 
line, starting at 69c retail. 


Every Robeson product fully guaranteed to give satisfac- 
tion. Get a Robeson direct franchise—enjoy full mark-up. 






ROBESON CUTLERY CO., INC., PERRY, N. Y. 
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Racks fe 
eton di 
ware set 
ea. 


UNIVE 
SPRING 
individu 
Gilded tip 
treme col 
met. A 
this price 
sizes. Sm 
5” to 7” s 
: ew 11° 


NEW 


SS 


Miniatu 
and si 


$15 


HARDW 








ONLY COMPLETE LINE OF CHINAWARE DISPLAY DEVICES 





ARE YOUR CHINA SELLS MORE EASILY WHEN YOU DISPLAY IT TO BEST ADVANTAGE 
new SELL MANY OF THESE GADGETS TO YOUR CUSTOMERS 
he hit MOST OF OUR LINE IS MADE OF SOLID BRASS. THEY LOOK AS IF THEY WERE MADE OF SOLID GOLD 





CUP AND SAUCER > iDS 
STANDS, TWISTED ere ene 











4 Small size 
— iescniel - $1.00 doz. 
an be adjusted to show Medi Fy . “ anes 
CEI cup and saucer to best 31.50 om PLATE RACKS DINNERWARE RACKS 
thoy advantage. 3 sizes. Tea | ,. aaa is For Seven Plates. Racks for 20 piece set, 
anel cup, demi-tasse and ‘“"8* 33.00 dos, Collapsible Type $2.00 ea. 32 piece set. 
— miniature, All sizes ~ _ $12 doz. $3.00 ea. 52 piece set. 
aad RACK $1.50 doz. SOLID BRASS Nesecltasaiiile $4.50 ca. 
resend skel- ALL MADE FROM Except small size. Type $9 doz. 
cton dinner- T 
saler ware set. $1.25 SOLID BRASS 
ea. 
— UNIVERSAL 
PLATE UNIVERSAL 
STANDS CUP AND 
Gilded, twisted SAUCER 
f YORK wire. Small STANDS 
size — $1.20 Well made 
~ ig = ; doz. Medium gilded wire. 4 
REGAL DOUBLE size — $1.80 sizes: tiny, m‘n- 
UNIVERSAL SINGLE MAJESTIC BRASS SPRING PLATE doz. Large — meainaee 
PLAT AI HANGER platter size— and teacup—a 
on a Sw , on F ome ; , $2.40 doz. sizes $1.20 doz. 
Individually wrapped. —— a pate hanger is nate in construction. 
P P wanted with a lot of looks. Meets any requirement 
Gilded tips. Made where ex- Ghead Bev wintne a0 Gdlienes of a plate hanger. Sizes WALL PLATE 
treme competition must be +391 f. 4” 5” for plates as follows: RACKS 
met. A better hanger in pone a 4” to 4 ie 4 ts 8M" All Solid Brass 
this price range. Made in 2 Pe wie 4 to s tl for 5” to 614” in Kaden oe 
= sizes. Small size for plates #326 for Ae aad 9” tl for 6” to 7%” many plates as 
5” to 7” and large size from $325 for i to ll eS $2 for 744"to 9" desired on a 
7” to 11”. $1.90 doz. #326 for 11” to 12% SF oe cae Mer. «wall. tm serton. B 
‘ - +4 for 2 to /2 Small for plates 
SOLID BRASS. Lacquered. $9 for 11 Ye , oe 12% 2 to 6”. Medium for plates to 10”. 
All sizes $2.00 doz. Indi- 6 for 12% to 17% First hanger 35¢. Additional 
vidually wrapped. All sizes $1.50 doz. In- hangers $2.00 doz. Large size 
dividually wrapped. for plates over 10 . First hanger 
RS! . 50¢. All additional hangers 
‘ ALL SOLID BRASS $2.40 doz. All solid brass. 
es . 
; NEW LOW PRICES ON THE BEAUTIFUL AND ORIGINAL PRINCESS CERAMICS 
v 
f, 
e 
d 
y 
y 
Miniature cups 
and saucers £300-D Demi-tasse 2350 Demi-tasse £400 Slippers $24 doz. 2800 Wall Demi- 
$15 doz. $24 doz. $30 doz. £500 Slippers $30 doz. tasse. $30 doz. pr. 
TERRITORY OPEN FOR 
ERNEST TATCHER ("1282'S 
REPRESENTATIVES 
266 N.W. 26th STREET ° MIAMI, FLORIDA WRITE 





950 HARDWARE AGE, APRIL 6, 1950 = 






















tn hese Magazines... 
WS. JT0U SHOE) 


(ea, more and more SALES 
ad PRO'S Tor You this Sparing 
With UODCLIN 


— Fouma-broom 
‘_ WHISK-OFF 
“scrub 


Display them and you sell them! Check 
your listings and order your stock today! 


MODGLIN COMPANY, INC., Los Angeles 65, California 
New York I6, N.Y. + Chicago 9, Ill. » New Orleans 13, La. 








Get a head start 
for High-Profit Sales 
? with 





Join MYERS in waking up the water softener 
market! Build up sales leadership and year ’round 
profits with this new MYERS-Elgin line! It’s com- 
plete in every detail, to bring all the many benefits 
of soft water into any home. New MYERS-Elgin 
Water Softeners are simplest to regenerate—supply 
44% more soft water per regeneration. And they’re 
backed by a merchandising program that can’t miss. 
Make us prove it! Write for details today. 


THE F. E. MYERS & BRO. CO. 
Dept. $-55, Ashland, Ohio 














Ot 


. . . by Edlund beat 
up sales and do a 
better beating job for 
the customer. Nation- 
ally advertised. 
Replacement guar- 
yX ¢.. antee. 


THT anel, 


Ldlund 





for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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DUO-THERM is s 


HARDWA 


ener 
yund 
om- 
efits 
gin 
pply 
y re 
niss. 


Ohio 


1950 





Featuring Easy-to-Sell Features 














Revolutionary All-in-One Control. 
All controls in a single, compact 
unit including automatic 

shut-off. Another Duo-Therm first! 


Exclusive Duo-Therm Comfort Selector. 
Now! Eliminate on-and-off heating. 
A flip of the handy switch lets you 
adjust the low fire setting. 


Exclusive Equaflame Burner— 
burns all types of gas. One piece 








burner. Special tapered design for 
efficient, uniform flame at all ports. 







Generous 10 Year Warranty. 





Built with your problems in mind 


Shipped to you ready to install. 
So compact only one joist need be cut on any installation. 


Priced so competitively you won't believe it. 
Your competition will have to. 


Choice of BTU inputs from 35,000 to 60,000. 

Choice of floor or dual-wall registers on all models. 

Designed so most service jobs can be handled from above floor. 
All models available with either thermostatic or manual control. 


Two series —4 models —shallow and standard, to fit any home. 


© Waterproofed to meet regional FHA requirements. 


© AGA approved. 








Over 1,500,000 Warmly Satisfied Customers 


Duo-THERM 


DUO-THERM is a registered trade mark of Motor Wheel Corp., Copyright, 1960 
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Backed by a special Builder Plan 


This plan lets you quote single and quantity 
discounts and still make a sizeable profit. 


This is more than just another line of floor 
furnaces. These are floor furnaces engineered 
to the performance standards that built Duo- 
Therm’s leadership in modern heating appli- 
ances. 

And they’re ready now, in time for you to 
cash in on the new prospects made possible 
by the increasing expansion of the natural 
gas markets. . 


Lead with the leader in ’50 in gas floor fur- 
naces, too. Write Duo-Therm direct, see your 
jobber salesman or mail coupon. Profitable 
franchises are now available. 


Duo-Therm Division, Motor Wheel Corporation, Dept. HA-4 
Lansing 3, Michigan 

Please send me further details about your Builder Selling 
Plan, and complete literature on your new gas floor furnace 
line. This does not obligate me. 


My name ; 7 








Firm 





Firm address — 





State__ 





City Zone 





Sharp, strong 


gimlet point 


These advantages mean customer 
satisfaction ...the profit ingredient for you 


in every EAGLE screw product. 


The EAGLE LOCK Company 


Terryville, Connecticut 


WOOD SCREWS* MACHINE SCREWS? STOVE BOLTS 


To Fill All Your Requirements America’s First Lockmakers—Since 1833 
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"The Hardware Dealers' Magazine” 


Established 1855, succeeding and embodying ‘'Hardware'’ of New Yerk, 

"Stoves and Hardware Reporter,'' St. Louis; "'The Western Hardwere 

Journal,"' Omaha; "Iron Age Hardwore,'' New York City; ‘The Herd- 

ware Reporter,"' St. Louls; ‘‘Hardware Salesman,’' Chicago; ‘‘Hard- 

ware Dealers’ Magazine,’' New York; "Good Hardware,"’ New Yerk, end 
"Your Business,'' Philadelphia. 


Just Among Ourselves .........---- 

Salary + Bonus = Increased Sales ........ 
Bill Moore Keeps His Coat On .......... 
How to Tap the Bride and Groom Market .. 
Building Women's Interest in Power Tools ... 
Sells Toys Throughout the Year ............. 
New Lighting Pays Off in Better Sales ........ 
Capitalizes on Location to Attract Farm Trade ... 
Paint Volume Increased Four Times .......... 
Fixture Modernization Has Increased Volume .. 
Catering to Customer Keynote of Operation 
The First Year With a New Store ......... 
National Hardware Week Promotions........ 
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AAW 
AWOAAH 


best friends 
is a Salesman... 


It’s a fact...1 couldn't do business if it 
weren’t for this jobber salesman friend of mine. 

I'll tell you why. 

I have to stock about 2500 items in my 
store. But sure as shootin’ a good customer 
will ask me for something I haven’r got. 

Take tie-out chains, for instance. They’re a 
kind of seasonal item; I stock them in the spring 
—usually sell out every year. But occasionally 
there’s an “off-season” call for a tie-out chain. 





So what do I do? 


A customer wants a 30 foot galvanized 
Tenso No. 2/0 tie-out chain. I tell him I'll get 
it for him. I call up my friend, the American 
Chain jobber salesman. He gets me the chain 
—I make a sale, keep a good customer and 
everybody’s happy. 

That’s one of the reasons I like to do busi- 
ness with the American Chain jobber. 


I can sell a complete chain line. 


¢o York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
é 


Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 4M Ep 


A. AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 


WY In Business for Your Safety 
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Its the Same Old Tune. 
With Different Words 


HE operators of the Fair Deal economic 
merry-go-round are not ones to be hampered 
by a lack of words for their tunes. And any- 
one who might have thought that Harry Hopkin’s 
dictum of “spend and spend, elect and elect,” had 
died with him, should have been sitting in on 
the recent hearings of the Senate Finance Com- 
mittee. There you would have heard Walter 
Reuther, CIO auto union president, talk glibly of 
“dynamic spending” and “high velocity dollars.” 
While his primary purpose in testifying was to 
endorse higher federal pensions, he managed to 
also haul in the matter of making work for the 
unemployed. 


Was True in 1932-— 
It's Also True in 1950 


41'THE credit of the family depends chiefly upon 

whether that family is living within its 
income. And that is equally true of the nation. 
If a nation is living within its income, its credit 
is good. 

“If, in some crisis, it lives beyond its income 
for a year or two, it can usually borrow tempo- 
rarily at reasonable rates. But if, like a spend- 
thrift, it throws discretion to the winds and is 
willing to make no sacrifices at all in spending, 


Why Do Your Customers 
Patronize Your Store? 


F you knew of a single phase of your retail 

store operation that carried 300 pct more 
weight than any other factor in inducing people 
to come into your store, you’d spend a great deal 
of effort on developing that activity, if you’re 
like the rest of us. 
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» fest Among Ourselves 


Informal Editorial Comments 


No matter how innocent sounding, or sugar 
coated the words may be, the same old tune was 
played by Mr. Reuther . the old melody of 
spending our way to prosperity, of making thrift 
acorruption. It’s the old spend and elect tune with 
new words. 

Reuther has never had a reputation for an 
interest in sound economics, but it is important 
that the new words to this siren song of the New 
Deal do not confuse us, and that despite the new 
words, its the same old tune, the tune that is 
fast slipping from the hit parade in England, 
as it has already slipped in Australia and New 
Zealand, 


if it extends its taxing to the limit of the people’s 
power to pay and continues to pile up deficits, 
then it is on the road to bankruptcy.” 

Those two paragraphs are from a speech made 
by F. D. Roosevelt, Oct. 19, 1932, at Pittsburgh, 
criticizing Hoover’s annual budget of $4 billion 
and a national debt of $16 billion. The editor’s 
thanks go to Bob Russell of Holyoke, Mass., for 
refreshing our memory on what the father of 
the New Deal believed before he was elected. 


According to a recent investigation, there is 
such a factor ... your sales clerks. Prof. Comish 
of the University of Oregon has discovered that 
efficient salespeople are three times more impor- 
tant than any other factor in determining why 
people visit a certain retail store. He established 
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this fact by asking 296,752 customers why they 
patronized their favorite store. 

Results of this interviewing, as reported in a 
recent issue of Dun’s Review, show that efficient 
salespeople was given as the answer by 34.4 pct 
of the persons interviewed. Next in importance 
was high quality of goods, with 13.1 pct of the 
answers. Other reasons, in order of importance, 
included wide choice of merchandise, convenient 
location, prompt services, low prices of goods. 

This survey emphasizes what your editors 
have long been stressing, and that it is the im- 
portance of strengthening in every manner pos- 
sible, the first point of contact in your store... 
the salespeople. 

And while speaking of sales clerks, anyone who 
has visited a cross section of today’s retail hard- 
ware stores comes quickly to the opinion that the 
weakest link in our selling operation is the first 
contact—the first impression of the customer. A 
store cannot profit forever on old customers. 
Death and the moving van take a heavy toll. 

It is vital that new customers be continually 
added to your books, that new faces be brought 


Your Ballot Is the Key 
To Your Future—Use It 


¥ any effort to project the upset to Socialism 
in the recent British election to future possi- 
bilities here, there is one very significant fact to 
keep in mind. It is that this feat cannot be 
duplicated here unless more people exercise the 
franchise to vote. It has been said that the Fair 
Deal was elected by the people who did not vote. 

In the last presidential election in this country, 
only 52 pet of those eligible to vote cast their 
ballots. In the recent British election, more than 
80 pct of the voters got out and voted. 


Census Takers Deserve 


Your Co-operation 


2 April 1st the Bureau of the Census began 
the 17th decennial census. The nation has 
undergone many changes since the last census 
was taken, a decade ago, including a war and a 
postwar period. This new census will give us a 
true picture of the changes wrought by the 
economic stresses of the past 10 years. It will 
highlight population changes, housing conditions 
and agricultural trends. 

These new data, when compiled and published, 
will be of great value to large and small business 
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into the store and sold. Yet, how little attention 
is paid to the impression created in the minds of 
these new customers when they make their first 
contact with a store, through its sales clerks. 

A carelessly dressed, grouchy sales clerk will 
never inspire confidence and repeat sales. Yet it 
costs so little to present a pleasing, confident ap- 
pearance. How much would it cost, for instance, 
to outfit your staff with dust jackets? Do you 
ever point out to your sales clerks the necessity 
for giving thought to their appearance? The 
chain stores put great emphasis on this, and it 
has paid off for them. It can pay off for you. 

If you think we put too much emphasis on this, 
then shop your competitors. Or better yet, 
ask your wife to visit them, for women are more 
sensitive to first impressions. Then ask her to 
visit your store. How do you compare? 

What would you think of a wholesaler’s sales- 
man who came into your store tieless, with soiled 
trousers, unkempt hair and did nothing but 
laconically answer your questions. How much 
business would he get from you? 

A little critical self-analysis never hurt. Try it. 


Currently, many local elections are being held 
in the United States. These may seem inconse- 
quential against the backdrop of national politics, 
but these local elections, in their aggregate, can 
exercise great influence on national trends. 

In the interest of returning to sane govern- 
ment, let us all pledge, now, that we will not miss 
voting in any election in which we are qualified 
to vote, regardless of its size. You owe this much, 
at least, to your future. 


as an aid in charting plans for the future—for 
market surveys, store site selections, locating sales 
offices, etc. 

You can help make this survey more valuable 
by giving the census taker, when he calls on you, 
your wholehearted co-operation. Explain to your 
employees the purpose of the census, so that they, 
too, may co-operate, and emphasize that any per- 
sonal information given the enumerator is ab- 
solutely confidential. 
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TOP ’O THE SEASON 
si TO YOU... 
more April showers bring May flowers... 
ar to and the rush for Ilco DeLuxe Screen 
Door Closers. Attractive in appear- 
ales- ance—installed in a jiffy—powerful 
oiled closing spring—extra cushion spring 
hat prevents damage from slamming open. 
nuch 1 DOZEN ILCO DELUXE SCREEN DOOR CLOSERS NO. 
3002 PLUS SAMPLE AND DEMONSTRATING MOUNT 
. AS ILLUSTRATED. SPECIAL PRICE FOR HARDWARE 
y it. WE 
b | 
YEAR ROUND 
GOOD SELLERS... 
An assortment of fast selling Ilco Padlocks on 
an attractive counter display. Range of quality 
from the finest solid bronze pin tumbler to a 
popular priced all-purpose padlock. Unusual 
profits for you every week! 
- Yz DOZEN EACH NO. 308, NO. 383, NO. 317 and NO. 
nse- 320G ILCO PADLOCKS PLUS COUNTER DISPLAY AS 
‘ics, ILLUSTRATED. SPECIAL PRICE FOR HARDWARE 
WEEK. 
can 
rn- SHOW ’EM STREAMLATCHES 
a ... WATCH SALES BOOM 
ma The smooth, sleek design and colorful pearles- 
: cent finish of Ilco’s Streamlatch, automatically 
increases Night Latch sales wherever shown.. 
No season—always fast movers! 
1 DOZEN STREAMLATCHES NO. 264GY PLUS ONE 
SAMPLE ON CUT-AWAY DISPLAY MOUNT, AS 
SHOWN. SPECIAL PRICE FOR HARDWARE WEEK. 
RERE’S UNUSUAL 
vd MERCHANDISE “772 
le si =< POTENTIALS 
we GET ILCO’S SPECIAL HARDWARE WEEK PRICES 
= FROM YOUR JOBBER NOW! 
ur IF YOUR JOBBER DOESN'T HAVE THEM — WRITE US. 
y; 
r- 
b- 
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Salary + Bonus 
























The dinnerware display is at the 

store front and is brillantly lighted 

to catch the eye of a window 

shopper. The background is dark 
shade of green. 


NY 
E all have the 


attitude now that it’s the customer, 
and not the Boss, who’s paying our 
salary,” stated J. K. 

“Yeh,” Bob piped in, “every 
one of us now realizes that it’s 
‘dough’ out of our pockets every 
time a customer walks out of that 
front door without making a pur- 
chase.” 

This conversation was the wind- 
up of a late after-hours discussion 
in Keller’s Electric & Hardware. 
410 Spring St., Jeffersonville, Ind. 
The two most vocal participants 


Black and white fails 
to portray the char- 
acter of this store. 
Each section of the 
wallcases is finished 
in a pastel color 
complimentary to 
the adjoining ones 
as well as the side- 
wall. The colors in 
the merchandise 
add to the bright- 
ness of the entire 
picture. 


iwi tT) 
WwW 
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- Increased Sales 


The co-operative efforts of all the employees of 


Herman Keller's store result in higher wages for 
nearly every month. They realize they're paid by 
the customer and not the “boss.” 


were J. K. Long and Robert B. 
Keller, two ex-G.I.’s, who since 
their return from service in the 
late war have been assisting their 
uncle, Herman J. Keller, in the 
operation of his store. Mr. Keller 
is the president of the Indiana Re- 
tail Hardware Dealers Association. 
He’ll tell you that he can now 
leave the store at any time and 
feel that “everything is under 
control.” 
This is due in large part to the 
fact that Mr. Keller inaugurated a 


mo ol fom] 


A row of gleaming white appliances 
is enhanced by a colored background. 
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bonus plan in his store about 
three years ago, and as a result of 
this every employee, down to the 
stockman, “is on the ball” at all 
times—or else. 

It was “or else” last year for 
two of the employees who weren't 
pulling their part of the load. 

Everyone shares in the work, 
and everyone. even those who 
don’t sell, share in the benefits of 
the bonus plan. All employees 
work on a salary plus bonus basis. 

A week before the start of each 


0 


The brightness of the labels on the 

cleaning materials and waxes commands 

attention but the bright background 
doesn't spoil the picture. 
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month Mr. Keller announces the 
store sales quota for the following 
month. This quota is arrived at 
by a study of the sales figures for 
the same period of the previous 
year; sales figures for the preced- 
ing weeks; seasonal conditions: 
local employment conditions and 
any other variables which should 
be considered in trying to antici- 
pate the amount of sales for the 
next four weeks. 

One month later, when it is 
again time to announce the quota 
for the following month, Mr. 
Keller announces the amount of 
the bonus which is to be shared 
by all the employees—provided, 
of course, that sales exceeded the 
quota. 

“There have been very few 
months in which there hasn’t been 
some bonus, and the plan has now 
been in use for nearly three 
years.” explains J. K. Long. 


Employees Interested 

“All of our employees are very 
much interested in the bonus. If 
they’re not sufficiently interested 
they’re not doing themselves any 
good, and certainly they’re not 
helping the rest of us who are 
trying to beat the quota.” says 
“J.K.” “We're all aware of the 
fact that it’s the customers who 
are paying our salaries, and that 
it’s up to us to see that they buv 
and keep coming back to our 
store. 

“We all know, too, that it only 
takes one or two people to spoil it 
for everyone, so I guess we all 


keep each other right on our toes. 

“We talk things over very 
frankly every Friday morning, 
when we hold a 30-minute store 
meeting. for employees only. This 
meeting is held without fail, each 
week. We often ask a_whole- 
saler’s or manufacturer’s salesman 
to give us a firm commitment to 
return in three or four weeks to 
tell all of us everything we should 
know to do a good job on his line 
or product.” 


Urge Suggestions 


Everyone down to the stock man 
is urged to make suggestions at 
the store meetings. They bring in 
their ideas about what should be 
featured in advertising. and tell 
about new products they’ve seen 
and think the store should stock. 

Mr. Keller believes strongly in 
the value of store demonstrations 
and they are held frequently. 
with manufacturer’s representa- 
tives making the presentations. 
Most of these are on major appli- 
ances. 

On one occasion all the em- 
ployees were invited to bring their 
wives, husbands or guests to the 
store. after store hours, for the 
demonstration of a new. stove. 
After the demonstrator had ex- 
plained the features and the work- 
ings of the stove, everyone present 
was given a steak and told to broil 
it to his or her liking. Seventeen 
people prepared their own steaks 
and also enjoyed the vegetables, 
hot breads and desserts which 
were prepared at the same time 





This center-of-store aisle display attracts the feminine shopper. 


74 


under the direction of the home 
economist. 

It seemed pretty much like a 
party to everyone, yet everyone 
got a better understanding of the 
workings of the stove and its 
salient sales points. It not only 
made all the sales people better 
sellers but made everyone present 
more enthusiastic about the prod- 
uct when talking to relatives and 
friends. 

Mr. Keller has seven people who 
sell with him, in addition to a man 
in charge of stock, another in the 
wholesale electrical department, a 
serviceman for television, radio 
and appliances, and an office em- 
ployee. They all share in the 
bonus in proportion to the value 
of their services. 

The office keeps a running total 
of the number of sales and the 
amount, and most of the em- 
ployees are interested in following 
these totals to see how business is 
running. and to learn the bonus 
possibilities for the current month. 


Keep Personal Check 


Each sales person has his own 
cash drawer so he can keep a per- 
sonal check on his own sales 
progress. 

J. K. Long and “Bob” Keller 
are authorized to handle most 
problems which arise among the 
store personnel, but when there 
are any “too hot to handle” they 
refer them to Mr. Keller, the 
owner. 

“7.K.” does a lot of the buying 
and “Bob” handles the wholesale 
electric department, the advertis- 
ing and displays. 

As soon as the door opens in 
the morning five people grab 
brooms and sweep the store. Then 
they turn to checking and filling 
bins, and dusting and cleaning. 
Everyone now has the idea that 
they are working in a cooperative 
enterprise. 

This neat storekeeping is re- 
flected most noticeably in the fem- 
inine side of the store. The store 
carries quite extensive lines of 
giftwares and dinnerware. 

Color was recently introduced 
into this store, which was remod- 
eled in 1947. A number of com 


(Continued on page 104) 
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Bill Moore looks 
over his appliance 
department before 
starting out on his 
calls. 


Bill Moore Keeps His Coat On 


But MOORE, war 
veteran, who operates the West 
Fargo Hardware & Appliance store 
at West Fargo, N. D., likes to keep 
his coat on, at least part of the 
business day, because he finds that 
this is one way to hold up appli- 
ance volume. 

Mr. Moore devotes at least three 
afternoons per week to outside sell- 
ing, he states, and he covers an 
area of about a 10-mile radius of 
West Fargo. 

“I have someone take my place 
on the store staff while I am away,” 
he says. “Two sales clerks can 
easily handle the store traflic when 
[ am out selling. Rather than hir- 
ing a salesman I find that I can 
do better myself in seeking new 
appliance business. I know the 
line very well, and this is a fine 
way in which to get acquainted 
with people, too.” 

Mr. Moore established his store 
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North Dakota dealer finds that making outside 
contacts is the best way of building business 
in major appliances in his growing trade area 


appliances. Mr. Moore finds that 
the best way to get his share of 
this business is to go out and ask 


about two years ago in a fast grow- 
ing section of West Fargo and dis- 
covered that he had many appli- 
ance prospects in that area. Many for it. 
homes are going up in this area, 
and quite a few of the owners need 


“It is surprising how much busi- 


(Continued on page 94) 





Passers-by get a full view of the store because of the visual front. 
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I: has been said that the 
bride and groom market is worth 
more than $2 billion annually in 
merchandise sales, and the Wise 
Hardware & Furniture Co., an 
Ace store, Lake City, Minn., is 
getting a good share of this busi- 
ness in its area through an effec- 
tive merchandising program. 


The Market 


George Wise, owner, and_ his 
two outside salesmen, Gerald Heck 
and Harry Steffenhagen, classify 
the bride and groom market as 
one which exists between the time 
a boy and girl become engaged 
and the first few months after 
their marriage. It is usually within 
that time that they will make their 
largest purchases of appliances, 
furniture, floor coverings, hard- 
ware, housewares and_ related 
items. 

“We are making sales from 
$900 to $2000 on one order to 
many of these couples,” says 
Gerald Heck, who spends part of 


How to Tap the Bride and 


his time in the store and part 
visiting young couples who are 
about to be married or who have 
just been married. “Brides and 
grooms are really in the market 
for many of the things which we 
sell. They constitute some of our 


best prospects.” 


The Wise store staff watches 
local and county newspapers for 


news items about engaged couples 
and coming marriages. Then, as 
soon as possible, these voung 
couples are visited and their hard- 
ware, appliance and _ furniture 
business solicited. Calls are made 





This display of automatic washers and ironers includes a number of 
models completely hooked up to permit effective live demonstrations. 





a 6 


A modern kitchen 
and radio display, 
such as this one at 
the Wise Ace Hard- 
ware, attracts atten- 
tion for the engaged 
or newly married 
couples. 
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during the day and also at night. 
“Often I can call on the bride- 
to-be during the day and get her 
interested in appliances and furni- 
ture,” says Mr. Heck. “Then, | 
can usually arrange to call again 
some evening when the groom is 
there and the three of us can dis- 
cuss the couple’s merchandise 
needs. Frequently I take them to 
the store in the evening, where 
they can look over the items they 
need and discuss terms. 
The ideal time to contact such 
couples for the most sales is right 
after the engagement and prior to 
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room Market 


Sales of $900 to $2000 on one order 


often result from the thorough 


merchandising job this store does 

on the bride and groom market. 
High percentage of repeat sales 
makes this market very attractive 


the actual marriage, Mr. Heck 
stresses. At such a time, the young 
couple is usually making a list of 
the things they will need to start 
housekeeping and making an esti- 
mate of how much they can buy 
and pay for. 


Suggest Merchandise 


This puts the young couple in 
the ideal frame of mind to listen 
to the Wise staff suggestions as to 
merchandise which will fit their 
needs. Because of their inexperi- 
ence in making purchases of this 
type, young couples are anxious to 
learn. to hear about merchandise 


features, cash and installment pul 
chase plans, service available on 
appliances. and comparative appli- 
ance data. 

Their inexperience in making 
such purchases. too, imposes an 
obligation upon the store and its 
sales staff to guide the young peo- 
ple aright in such matters. This 
is especially true, Mr. Heck re- 
ports, if the store expects to build 
good will. secure repeat business 
from the young couples and to get 
additional prospects from them. 

“Selling to young engaged 
couples takes a lot of time because 
they want a great deal of infor 


A range display 
such as this, is bound 
to get the attention 
of any bridal couple. 
It is sure to catch 
their eyes whenever 
they happen to pass 
near it 








Gerald Keck, right, salesman for the company, discusses the delivery of 
a farm freezer with the store's bottled gas salesman and delivery man. 


mation on each product,” says Mr. 
Heck, “but the percentage of sales 
on number of calls made is very 
high.” 

From the young couples who 
purchase appliances and_ other 
merchandise at the store, the Wise 
salesmen secure the names of 
other young people in the area 
who are planning to become en- 
gaged and married. Thus the store 
often has such valuable tips before 
the news items appear in the local 
paper. 

Calls can sumetimes be made 
upon these people at an early date 
and business secured. 

“We always call back on these 
young couples, too,” states Mr. 
Heck. “They frequently entertain 
a great deal after marriage, and 
their guests inspect and comment 
on most of the young couple’s fur- 
nishings. These guests often ex- 
press a desire to own this or that 
appliance or piece of furniture. 
and thus we secure many pros- 
pects in this manner.” 

That this hardware store’s mer- 
chandising campaign on _ appli- 
ances is paying off can be seen 
from the fact that in 1949 the 
organization sold more than 100 
electric refrigerators. which made 
it one of the high sales producers 
in this section of Minnesota. 

For the convenience of brides 
and grooms and other appliance 
customers, the Wise store has sev- 
eral large displays of appliances 
throughout its first floor area. 

The electric, gas and_ other 
ranges are grouped at a central 
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location, so that prospects can in- 
spect all and compare features. 
At a wall section of the store, 
there is a special display of auto- 
matic washers, water heaters, iron- 
ers and similar items. A washer, 
heater and dryer is hooked up, so 
that actual demonstrations can be 
given to prospects. 

Another section of the store, ad- 
jacent to the washer display, shows 


radio and television sets and also 
a model kitchen. The store is well 
equipped to furnish the complete 
home from basement to attic and 
makes active daily attempts to 
carry its sales story into many 
homes in this region. 

The salesmen at this store are 
paid on a salary and commission 
hasis. The basic salary is around 
$200 monthly, with additional al- 
lowances made for appliance sales 
made while in the store. and 
larger commissions for appliance 
and other business which is se- 
cured by making outside calls 
night or day. This sort of pay 
program provides the proper in- 
centive to the salesmen to keep 
them following every lead. 

Another excellent source of 
business is the firm’s bottled gas 
delivery and service man. He is 
Ray Adams who has been with 
the Wise store for a number of 
years and who services 300 bottled 
gas accounts in this area. 

The Wise firm hauls its own 
bottled gas from Rochester, Minn., 
and owns its equipment. This 


(Continued on page 104) 





Animated Display Stimulated Sales of Chinaware 


HEN the Schenck-Huegel 

Hardware, Madison, Wis., 
recently put on a special dish sale, 
the management featured an ani- 
mated display in one of its win- 
dows. The animated part of the 
showing consisted of a disk to 


which four bowls were attached. 
The display turned just fast 
enough to attract the attention of 
passers-by. The rest of the win- 
dow showed other types of gifts 
and housewares arranged in de- 
cidedly pleasing fashion. 





This display proved the value of animation in a window. 
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Fred Litz, left, and an employee in the power tool section. Employee holds a breadboard 
which is easily produced and is used to illustrate the woman's angle in power tools. 


A Plan for Building Women's 
Interest in Power Tools 


Most men are inter- 


ested in power tools and like to 
equip their shops to the limit, but 
the real sales job is to interest 
their wives, who have consider- 
able to say about opening the 
strings on the family pocketbook. 

So says Ben Litz, owner of Litz 
Hardware, Fort Atkinson, Wis., 
who has mapped out a sales cam- 
paign on power tools slanted at 
women in this town of 6,150, a 
campaign which is bringing excel- 
lent results. 
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Here is the program in detail: 
Show what tools can do. Once 
a woman sees what power tools 
can do, what the man of the house 
can make with the right equip- 
ment, then her interest increases. 


Mr. Litz took a large exhibit 
space at a county fair last year, 
put in power tool equipment, and 
with a power saw began opera- 
tions. He and his staff cut out 
pigev-shaped breadboards from 


Litz Hardware has found that it pays to slant 
a campaign to the woman's angle stressing the 
benefits to her by such a purchase by her 
husband. Here are the details of the campaign 


scrap lumber and gave them free 
of charge to women who attended 
the fair. 

This stunt brought a lot of 
women to the Litz Hardware 
hooth, got many of them inter- 
ested in observing what power 
tools could do, and also gave the 
Litz staff a chance to talk power 
tool equipment to the women. 
many of whom were farm folks. 

When a farm woman said that 
she would like a free breadboard. 
the Litz staff cut one out of scrap 
lumber right before her eyes. The 
idea was to show her the equip- 
ment in operation. 


Motion Aids Sales 


This was much better, Mr. Litz 
reports, than to have the bread- 
boards already cut out. The sight 
of the moving saw and the work- 
ing operator, plus the pleasant 
whine of the saw cutting the 
breadboard was sufficient to at- 
tract more spectators than a silent 
booth display would have done. 

“We sold quite a lot of power 
tool equipment at the fair, because 
we got women interested,” says 
Mr. Litz. “As we sighted men cus- 
tomers we'd tell them to bring 
their wives over and we'd cut out 
breadboards for them while they 
watched. Many men were glad to 
comply, for it helped them show 


their wives how such equipment 
worked.” 


The second step in the firm’s 


campaign to sell power tool equip- 
ment to women is to have the 
line displayed near the wrapping 
counter. As women stand waiting 
for change or to have purchases 
wrapped, they can see the power 
tool equipment. The sales clerks 
and the owner call the equipment 
to the attention of women. 

Mr. Litz has a homecraft shop 
of his own in his basement and is 
very familiar with the use of the 
tools it contains. He and staff tell 
farm and town women of the 
many things which husbands can 
make for the home with such 
equipment and this frequently im- 
presses women. In fact. women 
bought a number of power tool 
items for their husbands _ last 
Christmas, which gives a true in- 
dication of the effectiveness of the 
store’s sales campaign along this 
line. 

“We also keep quizzing our 
power tool customers as they come 
into our store for other items.” 
says Mr. Litz. “If we ask a man 
how his power tools are serving 
him, he will often volunteer infor- 
mation as to the ordinary and 
also unusual uses he has made of 
them. 

“He often mentions friends who 
have seen his equipment and who 
might be interested in buying 
some. This gives us many leads 
to whom we can mail power tool 


circulars and later follow up with 
a telephone or personal call when 
we have time.” 

Power tool accessories are also 
displayed in the firm’s windows 
quite often. They appeal largely 
to farmers and factory workers 
who are more likely to see them 
here than if they were kept on 
interior display. Fort Atkinson is 
a sizable factory town, with many 
skilled workers. They are the type 
who like to have well equipped 
homecraft shops. 


Farmers Best Customers 


“While we sell quite a bit of 
equipment to local people, our 
biggest customers are farmers,” 
says Mr. Litz. “The Wisconsin 
dairy farmer has many varied 
operations and has frequent need 
for repairs and service. and with 
his power tools he can handle 
many of these himself. 

“Once a farmer buys a few 
power tools, he is then a con- 
firmed believer in them, and he 
will add to his equipment several 
times a year. So it’s not only the 
first sales which are important, 
but the followups, too. 

“We contact all our power too! 
customers through direct mail, 
telephone and personal calls, as 
well as newspaper advertising, so 
that we can get our share of the 
additional business when farmers 
are ready to buy.” 





Power tool accessories are given prominent window displays 
during the holiday season when they can be sold as gifts. 
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Illustrating the flexible units singly and in combination. 


Hardware Age Display Ideas 


Flexible Display Units 


M ANY retail hard- 


ware merchants find trimming the 
store windows a chore. These 
drawings show a flexible set of 
units which will enable them to in- 
stall a professional type trim in 
short order. They should all be 
constructed in separate units so 
that they can be switched around 
and used to create many different 
window background settings. 

Note that in each trim, various 
special items can be feature dis- 
played in the center unit (A) 
which is equipped with concealed 
fluorescent tube lights. These items 
which you desire to highlight can 
be displayed on the adjustable 
shelf (E) or the shelf can be re- 
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moved when a large item is to be 
displayed. 

We cannot list measurements 
which would fit all windows but the 
center unit could be 4 ft. wide 
which is the standard width of 
wallboard or plywood and the total 
height should be around 7 ft. The 
two side units can be 3 ft. wide 
by 6 ft. high. The four half 
round platforms can easily be built 
out of pine board and plywood 
and they will be found to be valu- 
able flexible display props in many 
future trims. 


Added Uses 


Note how one of the side units 
(B) can be used in some future 
trim with the step units (F) placed 


at both sides. This is but one of 
the many variations which can be 
arranged with these window back- 
ground units. A very attractive 
and functional hand tool window 
display could be installed by re- 
moving the shelf (E) and the two 
step units (F) and then installing 
plywood panels with the tools 
mounted and wired in_ position. 
The concealed lighting in the cen- 
ter unit (A) would certainly add 
sparkle to the display of this type 
of merchandise. 

A cut out of wooden letters can 
be used set in a strip as shown in 
detail (D) so that they can he 
changed as required. 

Over table signing and merchan- 
dise displaying is shown in draw- 
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Two ideas for over-the-table signs and merchandise display. 


ing (E) and (F) and in both 
cases round card tubes are used. 
These can be bought from most 
display jobbers in many sizes and 
lengths. Note how the tubes are 


Fishermen 


HEN fishermen come to the 

McMillen Hardware, Gray’s 
Lake, Ill., looking for rods and 
supplies, Harry Lusk, owner, has 
a couple of display ideas which 
quickly catch their eye. 

The first is a special fly rod dis- 
play arrangement which will hold 
10 rods and show them very well. 
The background of the display is 
a piece of corrugated roofing tin 
which has been nailed onto 1 by 
2-in. strips. The tin has been 
painted red, a color which in- 
stantly appeals to fishermen and 
attracts their attention to the rod 
display. 

Holes for the butts of the dis- 
play rods have been sunk into a 
wood hase, while three facing 
strips across the tin display make 
it easy for the rods to remain in 
orderly position. 

“That display has sold many 
fly rods for us,” says Mr. Lusk. 
“Quite a number of fishermen will 
approach this display when they 
enter the store and look over the 
rods. They can be picked up and 
held very easily and _ replaced 
without falling down.” 


82 


stiffened with lengths of lumber 
nailed in position as shown. 

Set up a few of these tables for 
specials in your store and spot 
them by using orange signs with 





black or royal blue lettering. Your 
customers will soon learn to look 
for the orange sign “Specials” and 
much increased business can be 
obtained by this point-of-sale pro- 
moting. 

The unit (F) shows how a wire 
mesh screen can be attached to 
the two tube supports and all man- 
ner of small hand tools can be 
wired in position on the screen. 
Most stores can find a local source 
where a number of these mesh 
screens can be made up to any 
required size or they can now be 
purchased from jobbers of display 
materials. 

Another good stunt is to take a 
*“T” stand and remove the top and 
then slip on one of the 2-in. diam- 
eter tubes. Many carded hardware 
items can then be pinned to the 
tube. A number of these can be 
used in most window trims with 
the tubes arranged in various 
heights. 


Find It Difficult to Pass This Display 


Another display idea used by 
Mr. Lusk is the mounting of vari- 
ous flies on special, removable dis- 
play panels. He has three such 
panels, on which six rows of flies 
are mounted. The panels are made 
of plywood, measure 18 in. high 
and 24% ft. in length. They have 
been stained an attractive light oak. 


When a prospect wants to see 
some flies, Mr. Lusk lifts a display 
panel with six rows of flies out of 
the display spot near the wall and 
hands it to the customer, or holds 
it while the customer makes his 
selection. If the flies on one panel 
do not appeal, then Mr. Lusk can 
easily bring forth another panel. 





- 


Every angler is interested in rods and flies and he finds them here. 
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This island toy display, used during much of the year, helps build traffic and 
volume while helping to clear out left over items from the Christmas season. 





Sells Toys 


To Cater 


For all but about three 
months of the year toys are given 
near-the-front attention in Mah- 
ler’s Hardware in Faribault, Minn.., 
a city of 14,000 population. As 
Donald Mahler, proprietor of the 
store, puts it, “We do this every 
year to build traffic and clean out 
our toy stocks. Keeping this de- 
partment going most of the year 
helps get the birthday trade. When 
right after Christmas you put toys 
away people who are buying, later 
in the year, for the next Christmas, 
get the idea that you have old 
stocks, and the merchandise will 
look shopworn. With the excep- 
tion of a few slow movers, which 
are left after Christmas, we do not 
reduce prices of our toy lines after 
the holiday season is over.” 

No set period is allowed for sell- 
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Throughout the Year 
to the Birthday Trade 


From November until they sell themselves out 
of toy stocks, Mahler's Hardware features 
this line well toward the front of the store 


ing off the toy stocks. Some years 
they sell themselves out by the be- 
ginning of the school vacation 
period. With the exception of cap 
pistols for the July 4th trade, and 
sand toys, new lines are not added 
to the toy display until the time 
for the Yuletide trade. 


Display Catches the Eye 


Located on an island, about one- 
third of the way from the front 
entrance and right opposite the 
tool department, this section is in 
a good traffic area It is also op- 
posite the store’s cash register, 


always a good traffic spot. Al- 
though stocks of toys are normally 
about equally divided between 
boys’ lines and girls’ toys, every 
effort is made to show these items 
by age groups and with boys’ and 
girls’ items separated. Prices are 
plainly in evidence on each item 
so that prospective purchasers, 
young or old, are in no doubt as 
to what any plaything will cost. 
This policy saves time and pre- 
vents embarrassment. particularly 
for youngsters with limited sums to 
spend. As it is, there is a wide 


(Continued on page 145) 
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Interior of the modernized 
store. Note high level of 
lighting throughout store. Two 
of the six shadow boxes are 
visible upon the wall. 


New Lighting Pays 





Three rows of ceiling fluorescent lighting, together with a series 
of wall shadow boxes, have turned the establishment of the 
O'Neill Hardware Co. into practically a daylight store 
at all hours of the day or night and give added 
display space for featuring of merchandise. 

New color decoration scheme adds to 
the appearonce of the entire store. 
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E wenasis is on good 
lighting, display and store decora- 
tion, plus good merchandise, at 
the O’Neill Hardware Co., 256 
East Westminster, Lake Forest, 
Ill., where a step-by-step modern- 


ization program has been in prog- 
ress for several -years. 

Outstanding in the program is 
the over-all lighting arrangement, 
consisting mainly of three rows 
of first floor fluorescent lighting 
and shadow box lighting, which 
practically make a daylight store 
night or day. 


Attracts People 
This additional lighting _ at- 
tracts many people into the store. 
Joseph O'Neill. 
owner, whose grandfather. Wil- 


liam O'Neill. founded the store in 
1868. 


according to 


The shadow boxes, high on the 
wall, and measuring about 5 by 6 
ft., contribute a great deal to the 
general lighting of the store. This 
is due to the fact that each shadow 
box has a great deal of indirect 
lighting, and this light is reflected 
to some extent over the store, as 
well as brightening the higher up 
wall area. 


Three on a Side 


Three of these shadow boxes 
are on each side of the store, mak- 
ing six in all. Each is an excellent 
display window in itself, for cus- 
tomers’ eyes are often attracted 
there through good lighting and 
placement of merchandise. 

The shadow box displays are 
not crowded. Mr. O'Neill and his 
staff try to display large, single 
items, or a few grouped items 
which tend to give one display 


Off in Better Sales 


effect at a time. Because the 
shadow box areas are large in size, 
it is possible to display to a dis- 
tinct advantage such sizable ap- 
pliances as washers. vacuum clean- 
ers and ironers. 


Extra Display Space 


“We feel that our shadow boxes 
really give us six additional dis- 
play windows,” says Mr. O'Neill. 
“Merchandise 
moves well. We find that seasonal 


displayed _ there 


articles, especially, arouse the de- 
sire to buy.” 

Mr. O'Neill also explains that 
the use of shadow boxes enables 
his firm to make use of the entire 
wall area for maximum display 
benefit. without the necessity of 
sales clerks going to these high 
wall ledges to bring down mer- 
chandise which sells. From a store 


decoration viewpoint the shadow 


Here is the right side of the 

store looking toward the rear 

balcony. Note the displays in 

shadow boxes which are upon 
the wall. 
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boxes, which are lighted all day 
long, contribute to a more attrac- 
tive store interior. 

The excellent lighting in the 
store is emphasized by indirect 
strip illumination along the top of 
the wall display areas. This in- 
direct wall lighting also makes the 
departmental identification letters 
stand out very clearly making it 
easy to find departments. 

A rear balcony area, devoted to 
a showing of radios, is also well 
lighted with fluorescents. So is a 
striking sports department at the 
left side of the store. A large, well 
stocked basement section also has 
received the same complete light 
treatment as has the first floor. 


An Advertising Investment 


“We look upon the lighting of 
our store as an advertising invest- 
ment which is paying off hand- 
somely.” Mr. O'Neill says. “It en- 
courages people to step into every 
area of the store, browse about 
inspecting merchandise, and from 
this procedure additional sales re- 
sult. People often remark about 
the good lighting in this store. 
That shows they are aware of it 
when they step inside. From the 
street, too, this complete lighting 
can be seen for quite a distance 
and brings more shoppers here.” 

The expense of adding the new 
lighting. explains Mr. O'Neill, is 








more than paid for by the increase 
in business in various depart- 
ments, 

Another part of the O’Neill re- 
modeling program which is closely 
related to the new lighting is the 
store decoration scheme. Mr. 
O’Neill secured the advice of a 
color expert in deciding upon the 
colors for use on store walls and 
fixtures. 


Grays Predominate 

The predominating colors are a 
dull gray and a light gray which 
are very pleasing to the eye. A 
few of the display areas have been 
done in a dusky pink which har- 
monizes with the overall color 
plan. Together with the new light- 
ing. the decoration plan makes 
the store very attractive. 

“It is surprising what can be 
done with the right use of lighting 
and colors,” says Mr. O'Neill. 
“For example. about 15 years ago 
we installed a sporting goods de- 
partment with a dark, knotty pine 
woodwork. This served very well 


And here is another view of the 

store, taken from the rear and 

looking forward. At far right is 

the sporting goods department. 

The wood of this section has been 

painted in an attractive shade 
of gray. 








for a number of years, but then 
we felt that it was time for a 
change. We didn’t want to take 
out the woodwork, so we merely 
painted it a dull, light, modern 
gray. 

“This procedure in itself bright- 
ened the sporting goods depart- 
ment entirely, and gave it a new 
look. Many regular customers 
noted it as they came in, and 
asked us if we had remodeled the 
entire department. The sporting 
goods department’s colors now 
harmonize with the rest of the 
store. It, also, has plenty of new 
lighting.” 


Same Scheme in Basement 


The large basement entrance, 
located up-front in the store, is 
also painted with the same colors 
used on the first floor. Thus this 
entrance aids in imparting an 
overall color ensemble effect which 
gives the store interior a very fin- 
ished look. 

The display tables and islands. 
built some years ago by local cab- 
inet makers. were also redecorated 
recently and give a very pleasing 
appearance. 

“Our increased lighting system 
is really lighting the way to 
greater sales for us in many de- 
partments.” Mr. O'Neill empha- 
sizes. “No merchandise is hidden 
on our display floor now.” 
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Plumbing goods receive ample attention and, despite the 
amount of merchandise shown, the display is always neat. 


Capitalizes on Location 
To Attract Farm Trade 


E ven the most casual 
reference, in periodicals of any 
kind, or in the conversation of the 
average citizen, conjures in the 
mind politics and legislation when 
the term “Farm Block” is used, al- 
though commonly spelled “bloc.” 
In Albia, Iowa, a community of 
5,157 people, the “Farm Block” 
is a business section that has long 
gone to considerable effort and 
expense to attract farm trade. 
Ralph Davis, hardware dealer in 
Albia, is located on that block and 
so identifies his business as the 
“Davis Farm Block Hardware.” 

On the same block, and right 
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Ralph Davis of Albia, lowa, located in the town's 
so-called "Farm Block", advertises that fact with 
other merchants on the same street 


across the street from the Davis 
store, are two large seed and prod- 
uce dealers, whose establishments 
attract large daily farm traffic, 
which together with “Farm Block” 
advertising benefits the hardware 
store. 


He Gets the Business 


Says Mr. Davis, “With such a 
favorable location, I am in an ex- 
cellent position to get a good share 
of farm trade. Merchants on this 
street advertise as a unit in our 


local newspaper and call it ‘Farm 
Block advertising,’ each store hav- 
ing individual ads under that 
heading. This idea helps all of us, 
showing the farmers of the area 
what good values are offered by 
stores in the Farm Block.” Farm- 
ers and other consumers visiting 
the Farm Block area see a large 
sign from the store front to the 
street, with the name, “Davis Farm 
Block Hardware.” 

Whether for the farm home, 
barn, barnyard, or elsewhere on 
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Mr. Davis sells plumbing items to a customer. Neat and com- 
pact, this unit displays a wide variety of goods in a limited space. 


farms, the store emphasizes lines 
of interest to farmers and their 
families. Last winter, in order to 
make his store more inviting, and 
to provide better service to his 
trade, Mr. Davis did considerable 
remodeling, enabling him to dis- 
play more merchandise than was 
formerly the case. Knotty pine 
fixtures, and walls, with many of 
the wall fixtures indirectly lighted, 
greatly improved the store’s ap- 
pearance. 

Tools, plumbing equipment and 
fixtures and water pressure sys- 
tems are given particular attention 
in the store. 

“Farmers are buying more tools 
than ever before,” says Mr. Davis. 
“Many of them have repair shops 
right on the farm and are con- 
stantly adding tools to equip such 





shops to save service calls or trips 
to town. We watch our tool stock 
carefully. keep it up and display 
tools well. You can always in- 
terest a farmer in good tools.” 


An interesting display in the 
remodeled store is one showing 
kitchen and bathroom items. It 
features sinks, wash bowls, toilet 
seats, bathroom racks and other 
bathroom equipment. Farmers and 
their wives find this display attrac- 
tive, because many of them are 
improving bathrooms and kitch- 
ens, or installing new ones. 

A trend on which the store has 
cashed in recently is the farm 
pond idea. A considerable number 
of farmers are installing water 
ponds. The. pipe and materials 
for the average ponds which the 
farmer purchases from the hard- 
ware store amounts to about $50. 
Insofar as the concrete is con- 
cerned, the farmer usually lays 
his own concrete for such a job. 

These ponds are used for water- 
ing purposes. for irrigation, and 
for poultry. Usually they are built 





This section of hand tool displays is all set for self service. 


The steel goods display is enhanced by a knotty pine background. 
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far enough up a slope where the 
gravity pull permits water to flow 
easily when water is let out of the 
pond. Many farmers use their 
water systems to fill these ponds. 
but some also have a method for 
controlling surplus rainfall for 
this purpose. 

“We service all the pumps we 
sell,” savs Mr. Davis. “The farmer 
needs his water system daily and 
the slightest interruption in ser- 
vice of such a system can mean a 
loss to him, so we act promptly 
when we get a call for service. 
Farmers appreciate this prompt 
service. Our contacts with farmers 
on water pump business, too, helps 
our store volume, insofar as sales 
of other items is concerned.” 
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Gilbert Bigot looks over the manufacturer's color chart 
which has been a decided help to him in selling paint. 


Better Sales Methods 


Give Paint Volume 


Four-Time Increase 


Ample stocks, advice to customers, suggested 
selling, displays and advertising combine to 
bring results to firm of Bigot & Peterson 


Last year the paint 
purchases of the Bigot & Peterson 
Hardware, Lake City, Minn., pop- 
ulation 3,204, quadrupled over 
that of the store when it was pur- 
chased two yeaars ago. That the 
paint purchases rose to such a 
level was no accident. Gilbert 
Bigot and Clifford Peterson, own- 
ers, are putting a lot of display 
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and salesmanship behind _ their 
paint department, and this mer- 
chandising activity is paying off 
in sales. 

The first step the partners took 
in building a good paint volume 
was to buy enough stock so that 
they could take care of the town 
customer and also the farm cus- 
tomer. They also stocked paints in 
a variety of sized cans, especially 


the interior paint, so that custom- 
ers would be encouraged to try 
small jobs. 

“One of our greatest aids in 
selling paint is the color chart 
book furnished us by the manu- 
facturer from whom we _ buy 
paint.” Mr. Bigot says. “When a 
customer asks us what colors har- 
monize, we open this book and 
show him actual color combina- 
tions, the manufacturer’s recom- 
mendations for various rooms, 
methods of application and the 
coverage area of a can of paint. 
Somehow, it is more graphic to 
him when we present it this way 
with the book—than without it. 


” 


Agitator an Asset 


Mr. Bigot also says that the 
firm’s paint agitator is an impor- 
tant asset. Customers in his area 
prefer to buy paint in a can which 
can be mixed at the store by the 
agitator. 

Even house paint customers 
come to the store and buy one 
gallon at a time, have it mixed, 
and then return when they want 
another gallon. One customer pur- 
chased 25 gallons of a paint 
in one year and used it, but he 
bought that amount over a period 
of a year. 

The same is true of farmers 
buying paint, says Mr. Bigot. They 
buy one gallon at a time, in many 
instances. or two at the most. They 
like the idea of having the paint 
mixed and ready to apply when 
they get home. Very few buyers 
of house paint buy four or five 
gallons at a time at this store. 

Mr. Bigot reports that this ten- 
dency in buying paint brings the 
paint customer back to U.e store 
time and again. rather than just 
once or twice when a house paint- 
ing job is in progress. And each 
time the customer returns there is 
a sales opportunity presented in 
the way of supplies and other 
merchandise. 

“We try to sell brushes and 
other paint job supplies each time 
we sell some paint,” says Mr. 
Bigot. “and it brings us extra 
sales. Customers cannot always 
remember the supplies they need, 


(Continued on page 104) 
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the right are 4 ft from the sidewall. 





Here's a section of the china, glassware and gift department. One-shelf tables at 
Doors indicate reserve stock compartments. 








Fixture Modernization | 








Murphy-Maclay Hardware Co. has succeeded in 
building business in its housewares and gift 
departments by using fixtures that feature 
the merchandise to advantage. Sporting goods 


department sponsors local junior teams 


Mureuy - MACLAY 
Hardware Co., at 203 Central St., 
Great Falls, was founded back in 
early Montana Territory days. 
Today it is one of the leading re- 
tail hardware stores in the North- 
west. Strong emphasis is. still 
placed on selling heavy hardware 
but the present management has 
undertaken a modernization pro- 
gram which has produced an ac- 
tive sporting goods department 
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Housewares are featured here. The reserve merchandise is stored 
directly behind similar merchandise displayed upon the shelves. 


and a separate section for the 
woman buyer where china, glass- 
ware, gifts, and kitchenware are 
shown. 

M. G. Cottier, manager of 
Murphy-Maclay, is a firm believer 
in the theory that modernization, 
particularly when it comes to 
methods of displaying merchan- 
dise for the woman buyer, means 
just one thing—greatly increased 
volume. “At least it has meant 
just that for us,” he says. 
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ncreased Volume 


Three types of display tables 
are used for showing gift items. 
A round, three-shelf table, an ob- 
long two-shelf table, and a one- 
shelf table. The department has 
these different display tables in 
sets of fours. 


The Round Tables 
The round tables have the first 
display shelf 20 in. from the floor. 
Below this shelf there are storage 
compartments covered with 14-in. 


These oblong two-shelf tables are 
a feature of the gift department. 


are sliding doors. When the doors 
are closed the table has a solid 
base. The second display shelf is 
10 in. above the first shelf; and 
13 in. above this is a third shelf 
which has a 16-in. diameter. The 
post supporting the two top 
shelves is 8 in. in diameter. 

The oblong tables are 30 in. 
wide and 48 in. long. The bottom 
shelf is 9 in. from the floor. 
Twenty-one inches from the first 
display top there is a second top, 
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Rear view of the wrapping table. 


which consists of a glass mirror 
mounted on two 4 by 4-in. posts. 
The border around the top shelf is 
of black oak. The bottom shelf, 
its border and the two supports 
are of gray enamel with a high 
polish. 

The single top display tables 
are 46 in. long, 34 in. high and 
stand 2914 in. from the floor. End 
doors open each case for reserve 
storage. These one top tables have 
two types of raised centers, an 
oblong, and a half circle which 
stand up from the top 10 in. 

The display tables are set up in 
rows, 4 ft. between rows and 4 ft. 
between tables. Next to the wall 
display shelves the single top 34 
by 46-in. tables are used. Next to 
this row is the row of 45-in. ob- 
long tables. The round tables are 
used in the center of the room for 
displaying special glass gift items. 


Wrapping Facilities 

At the end of the three rows of 
display tables there is a specially 
constructed wrapping desk or 
table. This desk has a top or 
working top which is 29 in. from 
the floor. Above this top there is 
a 9-in. extension around the side. 
front and side so that the contents 
cannot be seen by the customer. 

On the right the desk has a 
large full length drawer, 21 in. 
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Note right drawer for packing material. 


wide, for storing packing mate- 
rial. Just under the top on the 
left side of the top there are three 
supply drawers, two 10-in. draw- 
ers and a 5-in. one. At the bottom 
there are two 12-in. drawers. The 


space between the top and bottom 
drawer space is used for rolls of 
wrapping paper. Ribbon on spools 
is hung at the front of the desk 
top behind the front extension. 

“This wrapping desk,” Mr. 
Cottier says, “is the result of a lot 
of experimenting. We believe we 
have the right wrapping desk fo: 
our setup now.” 

Wall Displays 

The wall displays are divided 
into side sections 44 in. long and 
36 in. high. All side display light- 
ing is indirect and comes from 
the top. 

The department keeps a gift 
and bride’s book and specializes 
in wedding gifts. 

A full line of silverware is 
shown at a silverware bar which 
has become a popular spot. 

“Since we streamlined our 
china, glassware and gift depart- 
ment,” manager Cottier says. “and 
modernized our display fixtures, 
we found that interest in our de- 
partment increased immediately. 
This increased started 
with the completion of our mod- 


interest 





Department manager Bill Ukraintz with rails of junior hockey coats. 
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sRIDGEPORT, 


HERE’S HELP 


me 





Why should 1950 be your BIG year in 22 rifle and 
ammunition sales? Just look at these good reasons: 
Fair Trade means a fair profit on sporting arms and 
ammunition sales.* 
These products make up 41°, of total sporting-goods 
business. 
There are 61% more licensed hunters than in the 
best prewar year—and 12% more in 1949 than in 1948. 
Interest is booming! 
Consumer studies indicate low ammunition stocks 
... probably the lowest in peacetime history. 

That’s a convincing combination of reasons why you 
can expect BIG sales in 1950. And what is Remington 
doing to back up your sales effort? 


BIG SALES STARTERS 


In the new Remington TNT booklet, you'll find a gold 
mine of material to help you make 1950 your biggest 
year ever ...a wealth of FREE SALES STARTERS: 
colorful, eye-catching displays, merchandising helps, ad- 
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IG yeat 


FOR 22 SALES! 





vertising aids, Lay-Away Plan—and many others. Fea- 
tured also is a brand new guessing contest with com- 
plete free material to conduct it. What a chance to at- 
tract more customers to your store . . . to sell more 
Remington 22 rifles and ammunition than ever before! 

Send for your material now—use the convenient 
order blank card in the back of the book. And if, by 
chance, you haven’t already received your TNT book- 
let, clip and mail the coupon below. Do it TNT’ 
Today— Not Tomorrow! 


Remington Arms Company (Inc. 
Bridgeport 2, Conn. 


Name 





Address 





—_ 
| 
| 
| 
| 
| Booklet. 
| 
| 
| 
| 
| 
| 





— 
| 
| 

Please rush me my copy of the Remington TNT Promotion 
| 
| 
| 
| 
| 
| 
| 

~ 


*In those states having Fair Trade Laws. 





























The sporting goods department stresses promotion of athletic 
goods and centers its promotion on baseball and hockey. 
The firm sponsors junior teams in each of these sports. 


ernization and it is 
steadily. 


mounting 


“We are convinced that modern- 
ization, with the proper methods 
of display, has resulted in dou- 
bling our department volume.” 


Sporting Goods Department 
Advertising for the 
goods department follows a set 
pattern with the largest percent- 


sporting 


ness a man can get in this manner 
by just getting acquainted with 
people, learning their needs and 
explaining what we have at the 
store,” says Mr. Moore. “Of course, 
some customers drop in at the 
store when they get ready to buy, 
but not as many as when the store 
owner himself goes out to call on 
prospects.” 

Even when Mr. Moore does not 
make a sale, he leaves a card with 
the person called on, a card bear- 
ing the store name and address, 
as well as his own name, and he 
invites them to drop in for a visit. 
He tells them that he can fill their 
hardware and needs 
very well and that his store is near 


houseware 


their community. 


In this way, he says, a lot of 
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age of the budget going for pro- 
moting athletic goods sales. 

The department 
junior hockey team and a junior 
baseball team. From November 
through March the 
sponsors a hockey game broadcast 
series. The department furnishes 
jerseys and caps for both junior 


sponsors a 


department 


teams and gives awards consisting 
of championship medals. 


(Continued from page 75) 


people learn to look for his store 
on their way to Fargo, some miles 
distant. Gradually many of these 
people become regular customers. 
“By calling on people like this 
I learn what present and future 
appliance needs they have,” says 
Mr. Moore. “I try to call back on 
most of our customers when I 
think they are ready for their next 
appliance, and find that repeat 
sales often can be made in this 
manner. Information on people 
called on, sales made and prospects 
for future sales are all noted on 
cards and filed for future use.” 
Mr. Moore says he started his 
outside calling campaign when he 
noticed that some people who were 
in to look at appliances, didn’t 
come back and make a purchase. 


The department has three full 
time employees who are top rate 
hockey players. During the hockey 
season one of these men is on the 
road visiting school and club 
teams and selling athletic supplies. 
“To realize top volume in this 
line,” department manager Bill 
Ukraintz says, “you have to go out 
after the business and show a keen 
interest in the sport.” 

Department manager Bill 
Ukraintz was asked if he felt all 
centered 


this promotion. mostly 


around hockey, was a_ paying 
proposition. Here is his answer: 
“T don’t know what our sales 
would show if we did not go after 
the business. 

Our vol- 
ume is more than sufficient to 
warrant all the advertising that we 
do. Our future plans call for more 
rather than less and 


because of this greater promotion 


“Let’s put it this way: 


promotion 


we have our past history to war- 
rant us that our volume will con- 
tinue to climb. 

“Yes, I would say our promo- 
tion pays us well.” 

And that seems to be the opin- 
ion for the entire store staff. The 
management is doing a smart job 
of advertising and display and the 
result is a larger volume at a time 
when many retailers are reporting 
sales the other way. 


Bill Moore Keeps His Coat On 


This convinced him that he had to 
get out and call on them in their 
own homes and also to follow up 
prospects who had shown some 
interest when visiting the store. 

Now that he has started this 
campaign he finds he likes the 
work, that it is profitable and that 
he has a much better idea of the 
sales possibilities of his area than 
he ever had before. 

Mr. Moore also discovered on 
his calls that his trade area is 
growing and that at least 20 to 40 
new houses are being built yearly 
as the community expands. When- 
ever he can, he contacts lot owners 
who are planning to build and thus 
gets in on the ground floor on sales 
of hardware and other items, in 
many instances. 
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ROUND 
Sling Chain 
Any length. 
Single, double 
3-way, 4-way. 
Any pattern 



















Brass Safety 


BQLIBBA GOA 


Double Jack Single ea 
$ Hooks Repair Links Slip Hooks Cold Shuts 





3 VELAND (HAIN 





Liberty Coil—Straight Link 


OOOO OGOL 2! Semlant Cain 2c Co 
‘ i Oty a Cleveland 5, Ohio 
enue cemnannadbmadese ROUND Associate Chain Companies: The Bridgeport 


Chain & Mfg. Co. Bridgeport 1, Conn. ¢ The Cleveland 
Chain & Mfg. Co., Cleveland 5, Ohio ¢ Round California 


WwW Tri h Patt ‘ : 
EEE Chain Co., So. San Francisco and Los Angeles 54, Cal. 
— a a ° The Round Chain & Mfg. Co., Chicago 6, Ill. * Seattle 
Chain & Mfg. Co., Seattle 8, Wash. * Woodhouse Chain 
Buckeye or Brown Pattern aa 
A-2753 Works, Trenton 7, N. J. 
95 
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Merchar 


Housewares and other merchandise of interest primarily to women aiate 


customers highlight the left side of the store in West Seattle. 


Catering to Customer, Keynote | of 


Carerut keying of to customer habits are the chief the success of his three-store oper- 


merchandise selection, selling reasons given by W. G. McMeekin ation in Seattle, Wash. = 
methods and promotion techniques of Graham & McMeekin, Inc., for The firm started in April, 1945, salina 
with a 1,400 sq. ft. store in the more 

University District, and has since We: 

added two additional stores in on 1 

other districts. Volume last year besies 

for all three outlets was more than sonkie 

$200,000. They 

for th 

Difference Marked deal « 

The difference between districts thems 

is most marked in the contrast hurry 

between customer buying habits and 

alone 


of the University store and of the 
West Seattle outlet. merck 

Residents of the University Dis- 
trict belong to the so-called middle 








income group. Although there are Th 
This interior view of the West Seattle store again em- . good many home owners, rela- for o 
phasizes the importance put on china and giftwares. tively few do their own mechani- chanc 
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Merchandise on the right side of the West Seattle Store stresses 
men's items and articles requiring a joint decision to purchase. 


cal work in their homes. They are 
also much more impatient to be 
waited on and require a good deal 
more personal service. 

West Seattle, on the other hand. 
has been described as a lunch 
bucket district, as the majority of 
residents are industrial workers. 
They also own their own homes 
for the most part, but do a good 
deal of the work on their houses 
themselves. They are seldom in a 
hurry to conclude their purchases, 
and do not object to being left 
alone for minutes to look over the 
merchandise. 


Merchandise Varied 


These variations are reflected, 
for one thing, in the type of mer- 
chandise carried in the two stores. 
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of Three-Store Operation 


Despite wide variation in customer habits in 
each outlet, Seattle firm achieves volume by 
keying merchandising and selling methods to 
specific customer habits, and effective use of 
wholesalers’ broadsides and cultivating women 


The University district store is 
stocked primarily with house- 
wares and light hardware items. 
No heavy hardware is carried in 
the store. In housewares, the store 
carries mainly good, fast-moving 
lines of china, kitchen and oven 
ware. Novelties and _ exclusive 
giftware items are not handled, 
due to the competition of several 
highly specialized gift shops in the 
district. Space is a limiting factor, 


as the store measures only 20 by 
70 ft. 

The West Seattle store carries a 
more generally balanced line of 
hardware merchandise, including 
heavy hardware, kitchen cabinets, 
and circulating oil heaters. Some 
novelties and gift items are han- 
dled, with emphasis on medium 
priced items. This store measures 
AO by 115 ft., so there is ample 
room for full development of indi- 
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The left side of the University district store puts emphasis on 
women's interests. These windows are parallel to store entrance. 


vidual departments at all times. 
Labor costs are considerably 
higher in relation to volume at the 
University store, due mainly to 
the ‘insistence by customers that 
they be waited on as soon as pos- 
sible. Another factor is that the 
small warehouse is located on a 
mezzanine balcony at the rear. 
farther from the display area. 


Based on Housewares 


Both stores are built around 
housewares, and are laid out to 
appeal to the woman shopper. Mr. 
McMeekin’s theory is that a store 
which appeals to women will also 
attract the men. His West Seattle 
store is laid out with housewares 
and related merchandise dominat- 
ing the left-hand side, and tools, 
builders’ and electrical hardware 
on the right-hand side. Paints are 
located in the rear in both stores. 
All three stores are well lighted. 
with open, self-service displays. 

The third store was opened in 
April 1947 in the smaller Ravenna 
district about two miles from the 
University. This store measures 35 
by 80 ft.. and represents some- 
thing of a compromise between 
the other two. 

Stock control is always a prob- 
lem, but this is particularly the 
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case with a multiple store opera- 
tion. Mr. McMeekin operates by 
buying in small quantities, with 
the manager of each store buying 
individually for his store only. 
Items are purchased on a basis of 
30-day supply. 

There are several advantages to 
this method of buying. Mr. Me- 
Meekin says. For one thing, there 
is no expensive central warehous- 
ing and delivery. The operator can 
stock considerably greater variety 


of merchandise for a given capital 


investment. Total stock investment 
in all three stores is estimated at 
not much more than $60,000, yet 
it is sufficient to offer a wide var- 
iety of lines sufficient to meet the 
requests of virtually all shoppers. 
Labor costs are also smaller, 
since most of the stock received 
can go directly onto the display 
shelves. Approximately 90 pct of 
all stock is on display at the 
Graham & McMeekin stores. 


Outweigh Savings 

Mr. McMeekin 
these 
savings of quantity buying which 
must be foregone with his method. 
Furthermore, he points out, the 
distributing methods of wholesal- 
ers are such that he gets better ser- 
vice from them by buying fre- 
quently in small quantity. It also 
enables him to adjust his prices to 
follow the market, in case of price 
variation. In addition, mistakes in 


believes that 


advantages outweigh the 


judgment in buying are not costly. 
as they do not load up his inven- 
tory for several years with slow- 
moving items. 

Though he has worked with 
elaborate systems of stock control 
in his previous chain hardware 
store experience, Mr. McMeekin 
says he has yet to find a system 
which is practical for the indepen- 
dent operator. In this connection. 
he believes that nothing beats the 
old-fashioned want book to keep 

(Continued on page 11!) 





Displays along the left side of the University district 
store are concentrated on a wide variety of housewares. 
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for National Hardware Week 


STANLEY offers 
not one but 
timely Specials 
to bring 
Customers into 
your store 





=| 
SCREEN DOOR CATCH 


Steel — Japanned 
Special Low Suggested 
Retail Price — 25¢ Each 








SCREEN DOOR BRACE 





Steel — Bright Zinc Plated — Here they are! Three Stanley Screen 
Brass Adjustment Screw 
Special Low Suggested Specials — timed right for Spring selling, 


\, Retail Price — 29¢ Each 
priced right for volume sales — to 


boost your profits during National 
Hardware Week. Feature these 
low-priced items at the special reduced 


- prices and watch your customers buy. 


a 


Take advantage of the nation-wide 


promotion behind National Hardware 








SCREEN DOOR GUARD Week eee if you haven't already 


Steel — Bright Zinc Plated 
Special Low Suggested 
Retail Price — 39¢ Each 


purchased your supply call 
your jobber now. The Stanley Works, 


New Britain, Connecticut. 





[ STANLEY ] 


Reg. U.S. Pat. Off. 








HARDWARE * TOOLS © ELECTRIC TOOLS © STEEL STRAPPING + STEEL 
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A report on how 
good salesmanship 
and a knowledge of hard- 
ware lines enabled a store to 
exceed its estimate of first year sales 


On March 15, 1949, 
brothers Lyle and John Van Or- 
man, former salesmen for a whole- 
sale hardware house, opened a new 
hardware store al Jerome, Idaho. 
The store is located in the center 
of the business district of this 
small, but thriving farm trade cen- 
ter with a population of 4500. 

Now. at the end of the first 


year of operation, the brothers re- 
port that the first year’s sales will 
be almost double the preopening 
estimate. Here is a brief report of 
their experiences in this crucial 
first year of operation. 


The New Building 


The building, which is new, has 
a 50-ft. all-glass display front, and 
extends back 125 ft. There is a full 





New Store 


basement wareroom, a small ware- 
house at the rear and a receiving 
dock which extends across the 
rear of the building. 

At the front of the building, 
extending out 8 ft. over the side- 
walk, there is a canopy of alu- 
minum. Above the canopy, 19 in. 


block letters spell out “HARD- 
WARE — SPORTING GOODS.” 


There is a corner shaft of corru- 


& 











Major appliances are displayed in conjunction with metal cabinets. The use 
of a working display, with water and electricity installed, has boosted sales. 


100 
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KAY-TITE* (Now IN 8 COLORS) 


KAY-TITE controls water seepage in porous masonry. 
Can now be obtained, in addition to WHITE, in the 


following colors: KAY-TITE* PRIMER 


BUFF BRICK RED CREAM BLUE 

SPANISH BUFF GRAY GREEN ROSE This compound conditions non-porous sur- 
\ “ faces so that regular KAY-TITE may then 
-be applied. This primer adheres to any 
_painted or unpainted surface. 


— 


~ ASBESTO-LITE* 




















is a compound for restoring old, 





weather beaten asbestos shingles. 
Applied either by brush or spray. 
It leaves a durable rock like sur- 











face that is completely weatherproof. 






: myer | 
ee ee FOR FULL INFORMATION ABOUT 

"HYDROXIN'"* ANY OR ALL OF THESE PROD- 
For dust proofing concrete floors UCTS, SEE YOUR WHOLESALER 


... An integral liquid compound to OR WRITE eee 


be weed in the making of concrete. Kay- TITE CO M PANY 


Mixed with cement it speeds up 
setting takes place .. . The result WEST ORANGE e NEW JERSEY 





hardening .. . Resists freezing until 

is that concrete is more dense, water 

tight and will not scale or chip. More than 20 years of satisfactory performance 
*Registered Trade Mark 
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A typical wall display of china and glassware. Each section 
throughout this department has concealed overhead lighting. 


gated aluminum which extends up 
14 ft. from the canopy top. “Van 
Orman Hardware” in neon letters 
appears on both sides of this 
shaft. 

The Van Orman brothers adver- 
tised their opening with a full 
page display ad in the local paper 
and dodgers. On the opening day 
they gave away a number of gifts. 
Over 300 sales were made _ the 
opening day. 

Not counting the preopening 
and opening cost, advertising is 





built around a 2 pct budget pro- 
jected ahead from the past month’s 
gross volume. One third of the 
advertising dollar goes for news- 
paper space and two-thirds for 
radio time. 


Eight Turnovers 


On May 15, 60 days after open- 
ing, inventory was slightly higher 
than on opening day. Not count- 
ing the original stock, but based 
on what had been purchased since 
March 15, the store had shown 


s 


ot 


eight turnovers. The period from 
July 1 to the end of the year was 
practically as strong. 

For the first year heavy hard- 
ware, including bolts, barbed 
wire, etc., was the fastest mover. 
Paint and the houseware depart- 
ment, including china and _glass- 
ware, were in second place, with 
major appliances 
slower. 


considerably 


After major appliances were set 
up in two working rooms, with 
all units connected, including 
plumbing for kitchen sinks, wash- 
ers, dish washers and disposal 
units, sales ran higher. 

The store operates a separate 
service department located in a 
room 8 by 15 ft. just off the main 
sales floor. This department han- 
dles service of all types except 
radio and for the first year broke 
even on profit and loss. 

One of the outstanding features 
of the china and glassware section 
is the diorama type display sets 
used. Each set is boxed in, with 
plate glass shelves and indirect 
lighting under a hood at the top 
of the display. The framing of 
each display section, with division 
partitions extending out, and the 
light coming from the top, filter- 
ing through the glass shelves gives 
a third dimension depth effect 
which is very impressive to the 
customer. 


_— 
pqeqeneen es 


‘ 
a gee 
i  henienaeeet 


This corner of the store suggests the wide variety of merchandise available. 


102 





HARDWARE AGE, APRIL 6, 1950 








v0 


sa 


appea 
LADI 


to sel 


stem 
427! 


Your cash 
sales of Lil 
patterns W 
issue of LAL 
Look hov 
illustrates | 
land” in hi 
slanted rigt 
Plan a | 
supply of | 
land.” Bui 
stemware 
the April L 
To orde 
tact your n 
direct to 


Toledo 1, ¢ 


HARDWAI 








from 
r was 


hard- 
arbed 
over. 
epart- 
glass. 
with 
rabl \ 


re set 

with 
ding 
wash- 
posal 


arate 
in a 
main 
han- 
xcept 
roke 


tures 
ction 

sets 
with 
irect 
top 
x of 
sion 

the 
Iter- 
ives 
ffect 

the 


20 








‘ yaaee 
/\ Onan ful, vender ful ST mwa e — 
Th () al Tr use & me, doy LIBBEY des bag ed 


thes se lw txquadie cut qiass Awe them 


Vv U 


guaoaleed Wms (’ yy the hw of ) Sal Lge 
U 


d ep qkad 4 OV OA Chips WW ull pa £2, ol Frv 
In pi) 4 ; ' | 
WUT L milo Jettimasy. Av 


hot, UIA LA} nual l VAL / QUUMAY, 


c 


u 


Look ot the price! 
appearing in the April = °™” pe j 
LADIES’ HOME JOURNAL ) 
to sell Libbey’s new 
stemware t0 
4275,000 women! 





Your cash register will really sizzle ringing up 
sales of Libbey’s two spanking new cut stemware 
patterns when the ladies spot *em in the April 
issue of LADIES’ HOME JOURNAL! 








Look how this customer-caiching advertisement 
illustrates both “Crystal Leaf” and “Crystal Gar- 
land” in lifelike detail. Read the exciting copy 


slanted right to the ladies. 





- dvertised Ms |W _/ Chg 
Plan a profitable tie-in now! Order a plentiful sah 

supply of both “Crystal Leaf” and “Crystal Gar- 
land.” Build a “stopper” display featuring both 
stemware patterns centered around reprints of 





. . 

; ok z Dit 1H 4 of w Rind 

the April LADIES” HOME JOURNAL advertisement. 7 ae 
To order these“ sure-to-be-best-sellers” —con- ce — ie, tL 

tact your near-by Libbey Glass distributor, or write — Stighty higher in the South ond W 

direct to Libbey Glass, P. O. Box 1035-1036, @ 


Toledo 1, Ohio. Do it now! MIB BL: r G he 1s Ss para 


Copyright, 195 





LIBBEY GLASS ne Slomuae 


; Es aaa gc tie”. > 6 any dge | 
3 “gees Glass, Division of Owens-Illinois Glass Company, Toledo |, Ohio — 
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| Paste Coupon on postcard or your | 
| letterhead . and mail TODAY | 
| Magna Tool Corporation | 
| Buffalo 3, N. Y. | 
| Send me your circular and price-discount | 
information on the new Magna Tools. ; 
| | 
| Nome | 
| | 
| Address | 
| | 

| 
City Zone State | 
Oe eee —--! 
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: MAGNA-TIP 
SCREWDRIVER 


— e 
— with 10 times 
the “pull” 


Your customers will pick 
Nia it up, ask about it—and BUY 
this new 4-in-one Magnetic 
Interchangeable-bit Screw- 
driver. 








One-hand operation holds, 
starts and completely drives 
screws in awkward or hard-to- 
reach places. Interchangeable 
bits (stored in handle) for four 
types of slotted and recessed 
heads. 

Alnico magnetized shank 
charges bit with a “pull” ten 
times more powerful than or- 
dinary “magnetic” screw- 
drivers. 





Handsome chromium- 
plated finish with jet black 
handle, attractively packaged 
in individual boxes. 








‘wie AP) p9e0n 4!) -yeoen 





Colorful 
profit-making counter display 
contains 6 Magna-Tip Screw- 
drivers. 

WRITE FOR OUR ILLUS- 
TRATED CIRCULAR show- 
ing the fullline of Magna Tools 
...and for prices and discounts. 


Jobber’s inquiries invited. 


Magna Tool Corporation 


Buffalo 3, N. Y. 





Salary + Bonus = Increased Sales 


(Continued from page 74) 


plementary and contrasting colors 
are used on the walls and also as 
backgrounds in the wallcases. Mr. 
Keller’s two nephews are con- 
stantly experimenting to find the 
colors which best serve to set off 
the predominating colors of the 
various lines of merchandise. 
Dark green has been found to be 
a very satisfactory background 
color in the dinnerware wallcase 
display. It was also found that 
glassware shows to better advan- 
tage in front of mirrors than 
against any sort of a painted back- 
ground. Each section of the wall- 
cases has a different color for 
background. 

The sidewall on the men’s side 
of the store is painted a steel blue 
while the opposite side of the 
which has the household 
merchandise is painted a_ pastel 
This lavish 
must be seen to be appreciated, 
but everyone who works there is 


store 


green. use of color 


agreed that the store now has 
than 
when the entire establishment was 
painted a plain uninteresting buff 
color. 

Mr. Keller and his staff are con- 
stantly trying to devise and adapt 
new ways to show merchandise to 
better advantage. Mr. Keller is 
fortunate to have the service of 
Kenneth Straw has 
building store fixtures and making 
store improvements for this store 
for nearly 20 years. Mr. Straw 
personally designed and _ built 
practically every fixture in the 
store during his spare time in the 
evenings. The lights burn late 
many nights in the Keller store. 
As “J.K.” stated it at 11 o'clock 
one night, as he was pulling the 
switch on the store lights, “I guess 
you've really got to love this game 


a much nicer appearance 


who been 


if you want to make a success of 
it, "cause the hours are certainly 


long.” 





How to Tap the Bride and Groom Market 


(Continued from page 78) 


method of handling the bottled 
gas volume results in greater profit 
per dollar of sales than 
otherwise be the case. 
Through 
with farmers, Mr. Adams is able 
to discover their appliance, furni- 
ture and hardware needs and refer 
them to the store. In a number of 


would 


his regular contacts 


cases he makes bottled gas range 
sales himself and calls upon the 
to aid him with 
additional sales if necessary. 

On his travels through rural 
territory, Mr. Adams is able to 


other salesmen 


learn of engaged and young mar- 
ried couples, thus making it pos- 
sible for the firm to call 
these prospects at a time when 


upon 


there is a very good opportunity 
to make major sales. 
Because of its contacts with 
farmers through its bottled 
service, Wise Hardware & Furni- 
ture has been able to sell quite a 
number of farm freezers from 16 
cu. ft. up to 30 ft. In one instance 
three farm freezers were sold in a 
comparatively short time to mem- 


gas 


bers of one farm family. The first 
member of the family who bought 
one liked it and called in his rela- 
tives to see it. They became in- 
terested and the Wise staff on its 
callbacks this fact. 
made the extra calls and thus got 
additional sales. 


discovered 


Paint Volume Increased 
Four Times 


(Continued from page 89) 


but our suggestions remind them 
and often save them an extra trip 
back to the store.” 

A large paint department which 
is kept well lighted and in good 
order inspires the confidence of 
paint customers, says Mr. Bigot. 
Sighting such a department cus- 
tomers feel that a 
such a stock must satisfy a lot of 
paint customers and so they also 
make their purchases there. 

The customer who is going to 
tackle a kitchen or bathroom job. 
or perhaps some chairs, is always 
open to suggestions on how he can 


store having 
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do a better job, Mr. Bigot ex- 
plains. This is especially true on 
matters of preparing the surface 
before painting. To secure a good 
pre-paint surface entails use of 
proper accessories and materials 
and leads directly to their sale, 
says Mr. Bigot. 

This firm also has seasonal win- 
dow displays of paint which at- 
tract farmers, resort owners and 
townspeople. Mr. Bigot states that 
he has noticed that a good paint 
always more 


window brings in 


paint depart- 


customers for the 
ment. 

The store has increased its news- 
paper advertising on paint in the 
Part of this cost is 


past year. 
and 


borne by the manufacturer, 
the consistency of the campaign 
brings in a considerable number 
of prospects. 

Encouraged by the showing of 
their paint department, the two 
partners intend to continue using 
merchandising 


business building 


methods. 


Fishing Rod Display Attracts Customers 


pg era who come to the 
V. Tausche Hardware Co., La 
Crosse. Wis., to purchase fishing 
rods and other supplies, find it 
easy to see and select the merchan- 
dise they want. 

The store’s recently constructed 
fishing rod display has room for 
showing 80 short and long rods at 
one time when all slots are filled. 
The long fly rods are in the center 
of the wall area display, with the 
shorter numbers flanking them on 
both sides. 

When the prospect asks for a 
rod, the sales clerk can take one 
from the display and hand it to 
him. After testing it, the prospect 
can ask for a second rod. 








ri 1 jw: 


“ - 


s? 
~ in enTEE Se 
oak ' 
ene ~ i 


Ser wd 


The store also uses a very effec- 
tive way to display the metal fish 
lures in stock. The service shop 
constructed a metal display stand 
22 in. high and 12 in. square. 
Each of the four sides has a single 
color fish lure displayed on it. 
One side has copper colored lures, 
another red, another yellow and 
another green. A rod through the 
center of the square stand, slotted 
into the base, permits the stand to 
Thus, as the prospect in- 
lures he 


revolve. 
spects the display for 
likes, he can turn it very 

Glass enclosed cases below the 
fishing rod display 
field glasses, 


knives. and bait in jars. 


easily. 


area also 


hunting and fishing 





(hati daa 
et 
“af “@¢ 





at nee 


Customers stopping to inspect the wall display of fishing rods 


are sure to see the items in the cases. 
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Either way it's a sale. 


Doane 10% 


| on Savogran’s 
75th Anniversary 
| "Deals for Dealers” 








Buy on} 

Y 24 
of Strypeeze is =e 
Kutzit FREE 
24 Pints Str 


24 
Quarts 
get |2 Pints of 


= yPeeze G@ $.65 ea. 
$ - - YOur Cosr 
24 a Strypeeze @ eg 
ea. 
) $24.00 oan Cosr 
2 pints Kutzit @ se 
list : ~- o 


Here are the products: 
~ STRYPEEZE jpg 








The popular no-wash, Semi- 
+ Paste Remover for all 
* finishes. No benzol, acid, | teovn 
+ alkali. No paraffin wax. oa 


: Stays wet — stays put. =) 
ikutzit «© 


+ Speed action, “no wash” 
° type liquid paint and 
- varnish remover. A quality 
product at a low price. 
Sells fast. 





Je 





is 





" Savocnan 





: Ruth Your Onder Today 
(Jobbers are fully protected on tt lea 
; THE SAVOGRAN COMPANY 
: 25D Huntington Avenue 
BOSTON 16, MASS. 
Ship me DEAL 


Send me information about other : 
75th Anniversary Deals. : 


#2 at once. 


Name___ —_— 
Street : 
City State : 


My Jobber is 


SAVOGRAN'S 75th YEAR 


105 














Here's the company's present extensive plant occupying about 13 acres of floor space. 


100 Years Ago It Was John Pritzlaff & Co. 
Today It Is John Pritzlaff Hardware Co. 


The story of 100 years of progress from a small retail hard- 
ware store to a large, progressive wholesale hardware house 
covering all of three states and part of two others. Although 
a century old, the house has had but two presidents in that 
entire period of 10 decades of service. A son, grandsons 
and great-grandsons of the founder today direct the destinies 


The story of the growth 
of the century-old John Pritzlaff 
Hardware Co., Milwaukee, Wis., 





FRED C. PRITZLAFF 
President 
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of the concern. 


wholesalers is the story of a lad 
who came to this country unable 
to speak its language and unac- 
quainted with its customs. It is 
also the story of his son, his three 
sons-in-law and their descendants 
and of the hundreds of other 
people who have since served the 
organization in numerous capaci- 


ties. 


100 Years Old on April | 

Just a few days ago—April 1, 
1950, to be exact—John Pritzlaff 
Hardware Co., joined the ranks of 
century old concerns in the hard- 
ware distribution fraternity. To- 
day nine descendants of “Honest 
John” Pritzlaff, as the founder was 
long known, are active in the com- 
pany as officers, executives or em- 


ployees. John Pritzlaff headed the 


company which bears his name, 
until his demise Aug. 16, 1900, 
since which date the concern’s sec- 
ond president, his son, Fred C. 





JOHN PRITZLAFF 


Founder 
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Sales Point 


A finger runs down one of the ‘yellow pages’ of 
the classified telephone directory...and stops at your 
listing or ad. 

That’s where many a prospect starts on her 
shopping trip...to your store. That’s where many 
a sale begins. 

Letting the ‘yellow pages’ point up sales for you 
in this way is a mighty important factor in building 
new business. Nine out of ten shoppers depend on 
the ‘yellow pages’ for buying information. 


Intormativ® 
its OF 
poe the 


Get full information today from your local telephone business office. 
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Three of a kind 


Wal wen every Tine / 





MODEL 161 
Magnifying Lens 






MODEL 187 
Magnifying Lens 


MODEL 134 
Airplane Dial 





Health-o-Meter 


(Sea Seales 


Leadership for over 30 years is 
no accident! Ever since 1919, 

9) when Health-o-Meter intro- 
duced the first bath scale, we have 
followed one objective—/o build pre- 
cision weighing instruments that per- 
form accurately for the longest possible 
time. That is why Health-o-Meter 
Scales have the acceptance of the 
medical profession and why they are 
preferred in thousands upon thou- 
sands of homes. 

You can count on Health-o-Meter 
Scales for the kind of product ac- 
ceptance that means a ready market 
and substantial profits. Get your 
share of this profitable business by 
making Health-o-Meter Scales your 
line of bath scales. 





CONTINENTAL SCALE CORPORATION 
5701 S. Claremont Avenue «+ Chicago 36, Illinois 
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Pritzlaff has been the head of the 
company. 

It was in 1839, as a lad of 19, 
that John Pritzlaff left his native 
land because the then King of 
Prussia had decreed that his own 
should also be the religion of his 
subjects. Young John, and a small 
group of fellow Lutherans, includ- 
ing their pastor, sailed for New 
York, in June, 1839, John Pritz- 
laff was penniless when the small 
band arrived in New York and 
was, in fact, in debt to the tune of 
$10, then considered quite a sum 
of money. Most of his friends im- 
mediately set out for what was 
then the territory of Wisconsin. 
Later that year he managed to get 
to Buffalo, N. Y., from whence he 
walked 60 miles with axe and 
shovel over his shoulders to work 
on building the Genesee Canal. In 
the fall of 1841 he reached his 
original destination — Milwaukee, 
which was then a town of less than 
2000 inhabitants. Followed work 
on a farm, employment as a cook 
on a sailing ship, and eventually in 
the spring of 1843 employment as 
a sales clerk in the Clark Shepard- 
son hardware store, at a salary of 
$200 a year, plus the privilege of 
sleeping under the store’s counter. 

In 1844 “Honest John” Pritz- 
laff, as he was long known, was 
Christine Sophia 
Blume, and four years later de- 
cided to enter business for him- 
self, but was persuaded by his em- 
ployer, Henry J. Nazro & Co., to 
remain another year, at a salary 


married to 


The original home 








EDWARD F. PRITZLAFF 


Vice President and 
Secretary 


of $550 per annum. This seemed 
too big a sum of money to over- 
look, so the young man remained 
with his employer. However, on 
April 1, 1850, John Pritzlaff and 
A. F. Suelflohn hung out their sign, 
“John Pritzlaff & Co.,” with capital 
borrowed from Henry J. Nazro & 
Co., at 71% pet. interest, merchan- 
dise in stock being purchased from 
Nazro’s with a markup of 7 pet. 
In 1853 Mr. 
Pritzlaff bought out the interest of 
his partner, at which time the sign 


over the latter’s cost. 


was changed to “John Pritzlaff.” 


Business Expands 
Business expanded so rapidly 
that a new and bigger store was 
required, being constructed at 
what is now 1033 N. Third St, 


Milwaukee, the site of the present 


_ 


of what is now 


the John Pritzlaff Hardware Co. 
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JOHN C. PRITZLAFF 


Vice President and 
Treasurer 


home of Hilgendorf Hardware Co. 

During the Civil War, Pritz- 
laff’s, like many other business 
concerns in Milwaukee, had pen- 
nies minted for it, the hardware 
house having a stove and the firm 
name on its coins. In those days 
the Pritzlaff business employed 
men, who were later to found what 
eventually became large manufac- 
turing, retail and even wholesale 
houses, in the same city. 


A Stirring Incident 


One stirring incident in the long 


career of John Pritzlaff, the found- 


er, was the result of a bank run 
which threatened the stability of 
the community. A run had started 
on what is now the Second Ward 
office of the First Wisconsin Na- 
tional Bank. Many depositors 
withdrew their funds from the old 
bank, and took them right to 
“Honest John” for safekeeping. 
John Pritzlaff gave the frightened 
depositors receipts for the monies 
he received, and redeposited those 
funds in the same bank. Reminded 
of the incident by friends, in the in- 
tervening years, he always strong- 
ly denied that he had gone down 
a back street to make the deposits. 
The several trips were made, he 
declared, right out of his front 
door and thence to the front door 
of the bank. The upshot of the 
entire incident was that people 
began to flock back to Pritzlaff’s 
only to learn that he had rede- 
posited their funds, for them, in 
the same bank. 

When John Pritzlaff died the 


Evening Wisconsin on Friday, 
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Seed Planting 
Plant Staking 
Lawn Edging 
Mason’s Line 
Hedge Trimming 
Layout Lines 
Fishing Lines 
Net Repairs 
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KING COTTON CHALK LINE is a volume 
sales item and it has a variety of spring 
and summer uses. Check the above sug- 
gested applications and you'll realize 
what a GOOD sales item this can be. 
Our Chalk Line is packed in an attractive 
blue and yellow display box that is a 
real merchandiser. 


Why not write for the new King Cotton 
Catalog? 


Ki 
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"the kitchen 
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CORDAGE 


JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 





THE 


King Cotfon 


LINE 


® Sash Cord 

® Clothesline 

© Mason's Line 

® Chalk Line 

® Cable Cords 

© Venetian Blind Cord 
© Twine 
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@ Send your inquiries for these items 
to Stewart. We handle all details and 
pay you a commission. You carry no 
stock...invest no money. Send for 
Stewart catalogs and when your cus- 
tomers ask for certain items, you'll 
know who makes them. Scores of 
hardware dealers are doing it. 
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Stewart Chain Link Wire Fences are made 
from low lawn style to high industrial type 
with barbed wire overhang. 





you make no 
investment... 





All Steel Settees 
are made in 
Lugs T 4’, 5’ and 6’ 
lengths. 
Durable, 
attractive, 
inexpen- 
sive. 




















Stoop, Balcony and 





Stair Railings are 
made in a wide fe i a 


























OTHER STEWART PRODUCTS: 
Iron Picket Fences; Wire Mesh Partitions; 
Flagpoles; Steel Folding Gates; Bronze 
Tablets, etc. Write for catalogs today. 
s No obligation whatever. 


THE STEWART IRON WORKS CO., Inc. 
1737 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 





variety of styles, oes 
& and are available BL So 
in either plain or be — 
ornamental iron. / ty Packas 
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FRED F. LUEDKE 
Vice President and 
General Manager 


August 17, 1900, published the 
following editorial: 


“JOHN PRITZLAFF 

“A picturesque and sturdy fig- 
ure that has been familiar on the 
streets of Milwaukee for upward of 
half a century will be seen no 
more. Even at past 80, John Pritz- 
laff was not a veteran of the type 
that ‘lags superfluous on the stage.’ 
To the last he retained the business 
habits had distinguished 
him in the heyday of his younger 
manhood. Active, keen, deliber- 
ate in decision and sure in execu- 
tion, conservative but not timid, 
steadily and broadly progressive, 
in all things scrupulously honest, 
and kind-hearted and courteous to 
rich and poor, he enjoyed the 
friendly regard of every worthy 
member of a community which 
had watched his rise from a hum- 
ble position to that of a merchant 
prince. Now that he has 
there will be sincere sorrow for his 
loss, and none but kind words will 
be spoken of him by those who 
knew him. John Pritzlaff was a 
man of whom any community 
might well be proud, and his mem- 
ory will long be cited as an ex- 
ample for younger men.” 

In 1874 John Pritzlaff began 
construction of the first unit of the 
present group of buildings oc- 
cupied at 333 N. Plankinton Ave., 
then known as 57 W. Water St. 
Numerous additions have been 
built to that first unit and a num- 
ber of warehouse structures have 
been bought to house the com- 
pany’s wares, until now about 13 


which 


gone, 


acres of floor space are utilized 
by the company. 

When the company was incor- 
porated, under its present name, 
in 1884, John Pritzlaff took his 
son, Fred C. Pritzlaff, and three 
sons-in-law—John C. Koch, Franz 
Wollaeger and H. August Luedke 
—into the firm, all five men be- 
coming directors. 

Fred C. Pritzlaff, of the 
founder, joined the company Sept. 
1, 1879, becoming its president in 
1900 at the age of 39, in which 
capacity he continues to direct 


son 


company operations. Third gener- 
ation members of the founder’s 
family are John C. Pritzlaff and 
Edward F. Pritzlaff, both sons of 
Fred C. Pritzlaff. John C. Pritz- 
laff joined the company in 1913, 
became a director in 1917 and is 
vice president and treasurer of the 
firm. Edward F. Pritzlaff, vice 
president and secretary, went into 
the company in 1919 and became 
a director in 1928. He is a former 
president of the National Whole- 
sale Hardware Association and a 
member of its Advisory Board. 
John C. Pritzlaff’s son, John C., 
Jr., is an employee of the company, 
making the fourth generation of 
that family to be in the business. 

Of the other incorporators, John 
C. Koch, born in 1841, married 
Elizabeth Pritzlaff and became first 
vice president of the company, 
serving in that office until his de- 
mise in 1907 at the age of 68. He 
was Mayor of the City of Milwau- 
kee in 1893 and 1894. His son, 
Louis G. Koch, vice president and 
housewares buyer, became a di- 
rector of the company in 1918 and 





LOUIS G. KOCH 
Vice President 
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has been a member of the board 
ever sirice. 

H. August Luedke, also one of 
the original incorporators, who 
was born in 1841, married Emma 
Pritzlaff, started as a salesman for 
the house in 1873 and later be- 
came general manager of the com- 
pany. He passed away in 1917. 
His son, Fred F. Luedke, is vice 
president and general manager of 
the company, and has been a direc- 
tor since 1912. Another 
August J. Luedke, is a director of 
the company and a director of In- 
land Steel Co., Chicago. Third 
generation members of the Luedke 
family, in the company today, are 
Fred A. and Edward A., sons of 
Fred F. Luedke. Edward A. is 
assistant secretary and plant super- 
intendent and Fred A. is buyer of 
steel goods and farm equipment. 

Franz Wollaeger, Sr., born in 
1846 and married to Augusta 
Pritzlaff became treasurer and sec- 
retary of the firm. He died in 
1931 at the age of 85. 

Proud of its centennial of ser- 
vice to the hardware trade, and 
of its growth with the City of Mil- 
waukee the company has a 25-Year 
Club, instituted on the occasion of 
its 75th anniversary celebration in 
1925. Today that club has 102 
members, the senior member being 
Fred C. Pritzlaff, with a reeord of 
70 years of continuous association 
with the company. 

Covering all of Wisconsin, Mich- 
igan, and Iowa and southern Min- 
nesota as well as northern Illinois, 
the company today employs a total 
of 400 employees, of whom 53 are 
traveling salesmen. 


son, 





Catering to Customer 
Keynote of Three- 
Store Operation 


(Continued from page 98) 


the required merchandise on hand 
for the customer when he wants it. 

The most effective promotional 
medium in the areas he serves, 
has found to be wholesaler’s 
broadsides. He buys four of these 
each year, to hit seasonal buying 
peaks, in lots of 5,000 for each 
store. The most important point 
here, he believes, is to buy enough 
of the merchandise advertised to 
be able to meet all anticipated de- 
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WORKIN’EST 


SALESMAN 


FOR FILLING 


HAIRLINE CRACKS 


IN PLASTER 





and you gross 40% on every sale! 


Performance proves it... 
PLASTER-STIK, the orig- 
inal stick-type hairline 
crack filler, R-E-A-L-L-Y 
S-E-L-L-S when displayed 
in this colorful carton—and 
every sale means a full 
40% profit, PLASTER- 
STIK offers so many ad- 
vantages: 

COMPACT PACKAGE... 
fully displays stik, yet takes 
minimum counter space. 
VISIBLE-WRAPPED ... sce 
stik through plastic cap — 
feel stik without breaking 
seal, 


EASIER TO USE... . makes 
perfect repairs the first 
time. Cardboard label-tube 
keeps stik usable to very 
end, protects stik in pocket. 
NATIONALLY ADVERTISED 
PLASTER-STIK is na- 
tionally known. Customers 
ask for it by name. So — 
give prominent display to 
the dramatic package, sell 
PLASTER-STIK with ev- 
ery paint sale. 


The LEONARD COMPANY 
502 Third Street 
DES MOINES 9, IOWA 








PAINTER’S PAL 


retails at 


lt 25 
( 





... efficient tool for 
painting hard-to- 
reach check rails, 
} around door and 
window frames, 
| other narrow sur- 
| faces. 
| Adjustable 
| aluminum 
| handle. 
12 per box— 
| dealer cost $1.80 dozen, 














ORDER PLASTER-STIK NOW FROM YOUR JOBBER 


111 





SELL ROEBLING BRONZE 


INSECT WIRE SCREENING. . . 


tops for service—tops for sales 





SELL ROEBLING GALVANIZED 
STANDARD HARDWARE CLOTH... 


for longest wear...for repeat orders 


ROEBLING Bronze Insect Wire 
Screening is a product your customers 
want because ‘it lasts longer...complies 
with commercial standards CS-138-49. 
Comes in Bright and Antique Finish; 
100-foot rolls and all standard widths, 
in sturdy cartons . . . Roebling Galvan- 
ized Standard Hardware Cloth is uni- 
form in weave. Hot-dip galvanizing 
welds joints and affords top rust-resist- 
ance. Meets U. S. Bureau of Standards 
requirements CS-132-46. Comes in 
100-foot rolls, firmly strapped with 
steel bands; 2x2, 3x3, 4x4 and 8x8 
mesh; full range of widths. 

Mail coupon today for all the facts. 


WOVEN WIRE 
FABRICS DIVISION 
ROEBLING, NEW JERSEY TR 


Woven Wire Fabrics Division ww 
John A. Roebling’s Sons Co., Roebling, N. J. 
Gentlemen: Please send me full information 
about your Bronze Insect Screening and Gal- 
vanized Hardware Cloth. 





















mands. Nothing antagonizes a cus- 
tomer, he insists, as much as to 
find the dealer sold out of an 
item which he has come to buy. 

Window display also serves def- 
inite promotional ends for Gra- 
ham & McMeekin. A massive dis- 
play of merchandise confronting 
the shopper at close range, Mr. 
McMeekin believes, is a more effec- 
tive salesman than the same mer- 
chandise 20 ft. away, as seen 


through the front window. [he two 
display windows flanking the ep. 
trance to the University store are 
always well stocked with attention. 
getting merchandise displayed in 
manner to attract the interest of 
passing pedestrians. Equal atten. 
tion is given to displays in the 
West Seattle store, though ar. 
ranged in such a manner that they 
do not block the view of the store’s 
interior. 





Heller Modernizes Model Store With Own 
Multi-Level Fixtures 


W C. HELLER & CO., Mont- 
» pelier, Ohio, store equip- 
ment manufacturer, has remodeled 
its model store at Montpelier, 
Ohio. 

The remodeling consisted of 
new, more sturdily built sections 
with an entirely new deep tone 
color scheme with extended head- 
board, fitted with the latest type 
of streamlined lighting. 

Their newly redesigned and im- 
proved Multi-Level line of fixtures 
provide 25 pct more display space 
on the steps compared to its previ- 
ous conventional height level base 
ledges, says the company. 

The sporting goods department 
has been increased in size and the 
entire store is merchandised with 
goods from hundreds of manu- 
facturers who regularly sell the 
hardware and_ sporting goods 
trade. In addition to sporting 
goods there are tools, hardware, 





New model hardware store setup at the W. C. Heller & Co. plant, 


featuring the company's 


brushes, paint, garden tools, clean. 
ing supplies, housewares, heat re. 
sistant ovenware, electrical appli- 
ances, etc. on display. 

A new streamlined showcase 
has added to the model 
store. The slanting base is re- 
movable to provide space for bulky 
displays in certain seasons. Slant. 


been 


ing panels can be used plain as 
shown in the photograph or mer- 
chandise can be sampled on each 
of the three surfaces. The rear 
part is fitted with sliding doors 
forming storage capacity for sur- 
plus stock. The top of the show. 
case is fitted with six removable 
trays. The rear top part is er 
closed by two drop panel doors 
hinged, providing easy access to 


the merchandise displayed on the 
trays. 

All open end units in the line 
are built with 34-in. thick ply wood 
backs. All shelves, uprights and 
ledges are *%-in. solid built up 


Multi-Level line of display equipment. 
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yood. All solid wood used is care- 
july and scientifically kiln dried. 
ill wide boards are cut down to 
not more than 4 in. in width then 
sued back together to prevent the 
ysual warpage. All Heller fixtures, 
tables, counters, are completely as- 
smbled, set up and finished in 
color schemes selected by each 
customer. Display brackets in the 
tool cabinets, housewares and 
sporting goods cabinets are in- 
stalled at the factory. 

One of the most outstanding fea- 
tures of the Heller line is the fact 
that each section of wall fixture 
consists of a base cabinet, a top 
cabinet, and a set of steps in the 
Multi-Level line. All bases and all 
top cabinets are of the same out- 
side dimensions, which provides 
the maximum of interchangeabil- 
ity among the various sections in 
each installation. This feature will 
permit a dealer at any time to 
interchange or rearange the store 
to suit his ever-changing needs. 
Dealers are invited to visit the 
factory at Montpelier, Ohio, to see 
this attractively merchandised 
model and also a completely mer- 
chandised sporting goods store 
and a merchandised paint and 
wallpaper store. 


Offer Mother's Day 
Promotion Aids 
N May 14th, Mother’s Day, 


America will observe the 
37th official tribute to its mothers. 
The National Mother’s Day Com- 
mittee, 393 Seventh Ave., New 
York City 1, emphasizes that in 
promoting Mother’s Day, it is im- 
portant not to overlook the central 
theme, to pay homage to the 
mothers of America. 

The national symbol for honor- 
ing mother in 1950, is the official 
Mother’s Day Poster carrying the 
theme, “There’s Nobody Like 
Mom.” The poster is lithographed 
in six colors. It may be used in 
the store, in the windows and in 








>. plant, 
sipment. 


, 1950 





all departments. This display is 
available in a large variety of 
sizes and shapes. All Mother’s 
Day display items and sales aids 
are illustrated and described in the 
broadside which can be obtained 
from the national committee at the 
address given above. 
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“The 
NEVARUST 


TRADE 


Drawn Aluminum 


MAILBOX 


MEANS NEW PROFITS 
FOR YOU 


@ Sturdy drawn-aluminum construction. 

@ Beautiful, satin-etched, non-reflecting finish. 

@ Ultimate in authentic modern designing. 

@ Truly leak-proof. Special wall-free mounting. 

@ Highly-tooled, precision workmanship. 

@ Pilfer-proof, fool-proof, rust-proof, handy. 
@ Cannot stain house walls—made to last. 
Here’s a truly modern mailbox that anyone 
would be proud to have. Adaptable to any style 
of home. Advertised nationally in consumer 
magazines, NEVARUST means sales for you. 


Distributed nationally 
through recognized hardware jobbers. 


B&M METAL PRODUCTS CORP. 


14 FACTORY STREET + CEDAR GROVE, N.J. 





GATES HARDWARE. 


The shed which houses the receiving chute. 





And here is the bottom of the chute. 


Freight Receiving Chute Saves Labor for Gates 


NCOMING 

the exception of heavy appli- 
ance items, can be taken into the 
basement of Gates Hardware, In- 


merchandise, with 


dependence, Iowa. with a mini- 
mum of handling, due to a special 
receiving chute which Don Fisher, 
owner, has installed at the rear of 
the store building. 

The small shed which houses 
the chute is about 5 ft. wide and 
8 ft. high. It is built of concrete 
blocks and has a reinforced tin 
roof. The inside chute for letting 
boxed and bundled merchandise 
slide down slowly is covered with 
tin and is amply braced. Mer- 
chandise packages can easily be 
taken off a truck parked in the 
alley and slid slowly down the 
chute. One man at the bottom can 
take off the packages from the 
chute and rapidly transfer them to 
tables in the basement where 
boxes and bundles are opened and 
merchandise checked and priced. 


Facilitates Unloading 


“The chute certainly facilitates 
unloading of merchandise,” says 
Mr. Fisher. “The sliding down of 
the merchandise packages elimi- 
nates thousands of extra steps 
during a year.” 

The store has a large wallpaper 
section in the basement and all 
this bulky stock comes in via the 
unloading chute, rather than by 
the first floor. Heavy appliance 
items are brought into the first 


floor departments through another 
door. 

The alley on which the Gates 
hasement merchandise entrance 
faces is wide so that two trucks 
can pass. This means that the un- 
loading truck need not move until 
its job is completely finished, an- 
other factor which speeds the han- 
dling of merchandise. 





One man at the bottom of the 
sliding chute can take off the 
boxes and bundles as fast as they 
come down, states Mr. Fisher, and 
the lift-off height at the bottom is 
such that it lessens any possible 
physical strain. 


Saves Time and Money 


“With high labor costs today, 
any saving that a store can make 
in handling merchandise really 
amounts to something, month by 


’ explains Mr. Fisher. 


month,’ 





Yellows, Grays and Yellow-Greens American Women's 
Choice for Decorating 


HE fact that most Americans 

are no longer favoring blues in 
the selection of color schemes for 
their homes and that an entire new 
combination of colors has moved 
to top place among the paint color 
favorite of American women dur- 
ing the past year, has been in- 
dicated as a result of a color 
preference and style study, con- 
ducted over the past 10 months by 
William M. Stuart, president of 
Martin-Senour Co., Chicago. 

The survey was made on the 
basis of actual sales of the 1,000 
available paint colors in 100 major 
hardware, paint and other outlets 
from coast to coast. 

“We believe this method of 
checking color preferences of 
American people is the most real- 
istic survey used in the United 
States,” Mr. Stuart explained, “be- 
cause every vote cast for any par- 
ticular color, represented a cash 


outlay with resultant use of the 
color by the voter.” 

The survey showed radical 
changes among the top favorites. 
The top nine colors are composed 
either of yellow, neutral grays, or 
grayed yellow greens. In_ this 
year’s survey, blue greens disap- 
peared from the list and not a 
single blue was found in the 20 
most-purchased colors. 

Last year, Mr. Stuart said, “A 
gray-green was top favorite among 
all the colors available for the 
decoration of American homes, but 
that color is now sixth in prefer- 
ence. A delicate pink, formerly 
near the top, has slipped down the 
list. The trend is now toward the 
deeper tones of yellow, neutral 
grays and grayed yellow green. 
One new development is the pres- 
ence of some definite geranium 
red type of colors and deep 
pinks.” 
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National Hardware Week Promotions 


Listings of promotions for this revived national event which will be 

held April 28-May 6. Promotions already announced appeared in 

the March 9 issue of Hardware Age, beginning page 126, and in the 
March 23 issue, beginning page 132. 


NATIONAL THE INDEPENDENT LOCK CO., 
Fitchburg, Mass., offers three spe- 


HARDWARE 





cials. Illustrated is an assortment 
of Ilco padlocks, mounted on a 
colorful counter easel, offered with 
six of each style padlock. Screen 
2: door closer is mounted on a coun- 
> ter display and a cut-away mount 
.. is offered for display of Stream- 
latch, the night latch. Latter 
price includes 12 latches plus sam- 
ple and mount. 





adoerlise 





LIFE 


COSTOM MADE STEEL \ | 
HAND HONED BLADES RED DEVIL TOOLS, Irvington 11, N. J., 
DURABLE CONSTRUCTION ee offers the Al Painter kit. Promotion in- 
cludes three color window streamer, re- 
SHE OUR MANY STYiES CAMILLUS movable price cards, display card, mats, 
hits thé Clgé non “age 
oO Od and electros. Kit is a sampler of glass, 
soe paint and scraping tools, enclosed in an 
all steel utility box with clasp and sturdy 
CAMILLUS CUTLERY CO., Ca- handle on top. Retail price is $2.79 in- 
millus, N. Y., is supplying to deal- stead of the regular $3.55. 
ers the display piece illustrated. 
Unit is 8 by 10 15/16 in., in two 
colors with easel attached. It ties 
the dealer into the national ad- ; MASTER LOCK CO., Milwaukee, Wis 10, has an- 
vertising of the Camillus line of nounced that it believes National Hardware Week 
pocket knives. This is one of sev- should be used as a means of promoting the out- 
eral aids made available through standing values that hardware dealers offer the nD 0 
the D-12 knife panel display fea- year around on leading nationally-known lines. - 
tured in the spring program. The company believes there is no better way of 


showing that hardware dealers offer top grade 
merchandise at minimum prices. 


THE IRWIN AUGER BIT ccc 
CO., Wilmington, Ohio, | 


offers two Sellopaked dis- 
i play gift boxed sets spe- 
cially priced. HW-I, right, 
includes one 6/16 in. auger 
bit, 8/16 in. bit, No. | 
lockhead expansive bit, and 
a 5/16 in. No. 700 screw 
driver bit, total retail price, | 
$3.70 for $3.38. Set No. | 
300-M, contains one each 
of 3, 4, 5, 6 in. No. 300 
screwdrivers. Large full 
grip black satin finish han- 
dies. Blades heat treated 
full length. Set No. 300- 
MI same as 300-M except 
5-in. driver replaced by 6 
in. thin blade driver, No. 
300-C. No. 300-M retails 
for 89¢, No. 300-MI for 
84¢. 


CHICAGO LOCK CO., 2024 N. 
Racine Ave., Chicago 14, Ill., 
offers a padlock merchandiser 
which Is made from deeply em- 
bossed thermo-plastic. Finished 
in white and red with a blue back- 
ground, to set off the padlocks. 
Measures 13!/2 in. wide and 10!/, 
in. high, providing a maximum of 
display value in a minimum of 
space. Combination easel makes 
the display ideal for counter use 
of wall hanging. Available with 
stock padlock order. 















HARDWARE AGE, APRIL 6, 1950 115 





Grab profits with this 
cooling device now! 

















Quick — before your competition 
beats you to it! Sew up a deal for 
Kaiser Aluminum Shade Screening in 
time for the big, big profit months! 
Kaiser Aluminum Shade Screening 
keeps hottest rooms as much as 15° 
cooler — by means of thin louvers 
which block the sun but not the view. 


It’s a profitable new kind of shad- 
ing, cooling and screening device. 
Does the work of Venetian blinds 
plus awnings plus insect screening — 
at one tenth the cost of all three! 

And now it’s ready to make fast 
profits for you! Available in regular 
or tension frames from sash and 
screen manufacturers, and in 50-foot 
rolls from jobbers. 





= 
We supply ad mats, sales tools, mer- 
chandising devices—to make sure 
you have a sure thing with Kaiser 
Aluminum Shade Screening! Get in 
touch with us fast for more details, 
for free AIA file and for name of 
nearest manufacturer or jobber! 

Produced by Kaiser Aluminum & 
Chemical Corporation. 


Kaiser 
Aluminum 


SHADE SCREENING 


Sold by Kaiser Aluminum & Chemical Sales, Inc. 
Kaiser Building, Oakland 12, California 


National Hardware Week Promotions 








THE F. E. SCHUMACHER CO., 
Hartville, Ohio, offers a double 
duty packing carton and display 
case for its Reddy-Loc window 
screens, Carton features a cutout 
section at one end which permits 
the screen goods to be exposed 
while still in the carton. Each 
carton is illustrated in color with 
a detailed picture of the product, 
and each screen is individually 
labeled showing the advantages 
of Reddy-Loc. Company also 
offers a complete selection of 
mats and cuts for dealer adver- 
tising. 


SANDVIK SAW & TOOL CORP., 47 Warren St., 
New York City, offers two full-color lithographed 
display pieces featuring Sandvik hand saws. Also 
newsmats may be had by dealers. Sandvik hand 
saws are made of Swedish charcoal steel. Maker 
claims special method of hardening steel ensures 
a flexibility of the blade combined with good cut- 
ting power without making the teeth unduly hard. 
Blades are said to be well balanced. 


AMERICAN CABINET HARDWARE CORP., Rock- 
ford, Ill., offers Amerock No. 500 demonstrator, 
showing Standard design of hinges and catches. 
Also the No. 474 demonstrator which shows Stand- 
ard and Streamlux designs covering every cabinet 
hardware application. Model doors show actual 
application and operation of hinges and catches. 
Demonstrator No. 1625 shows colonial cabinet 
hardware for natural and enamelled woods. 


' 4 
Weve 

4 il 

Ty, 








THE ARROW FASTENER CO., 
INC., Brooklyn 8, N. Y., offers 
window and counter display, elec- 
tros and mats and blotters with 
dealers imprint on request free of 
charge, to promote the sale of 
the gun tacker and the hand 
stapler. Also available for use of 
the dealer are catalogs and liter- 
ature on the complete Arrow line. 
Illustrated is the Arrow T-32 gun 
tacker. 
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for years, engineers like ourselves 
jad held that a storage tank was as 
yital to the operation of a water sys- 
tem as water itself. Then, in 1946 
we at Goulds were able to startle the 
industry with the announcement of 
a tankless system, with self-adjust- 
ing capacity — the “Balanced-Flow 
Jet.” for shallow wells. 


Itwas big news, amazing news that 
captured the interest of engineers 
everywhere. It was important news 
for you pump dealers, too — it 
paved the way to a brand new kind 
of water service! 


Revolutionary Performance 


The performance of the Balanced- 
Flow Jet is revolutionary. It’s the 
frst and only successful tankless 
unit. Its unique capabilities and ex- 
cusive features can be fully appre- 
ciated only when you see it work 
(guess that’s why our Sales Promo- 
tion boys are so sold on working 
demonstrators for you dealers). 


With a Balanced-Flow system, when 
there is a demand for water at any 
point of use, the pump starts after a 
small quantity has been drawn and 
continues to run until all demand 
ceases. The self-adjusting capacity 
feature enables the Balanced-Flow 
to deliver exactly any amount of 
water called for without spurt or 
lag within the capacity range of the 
unit. Several engineering principles 
have been combined to produce 
“Balanced-Flow,.” the only and orig- 
inal, complete packaged unit, pneu- 
matic water system. 


Ordinary displacement 
pumps have a constant, fixed capac- 
ity that just can’t vary. When op- 
erated without a tank and the water 
used is less than the pump capacity, 
the pump is continually starting and 


positive 


stopping, producing an undesirable 
fluctuating flow at the faucet. This 
frequent starting and stopping too, 
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PUMPS, without TANKS? HOW COME? 


by A. F. Hancy and R. Schuster, Research Engineers 


Goulds Pumps Inc., Seneca Falls, N.Y. 


is tough on the switch contacts and 
on the motor. 


“City Water Service” 


The Balanced-Flow is different. As 
long as the demand is within the 
capacity range of the unit, it doesn't 
matter how many outlets you use at 
the same time — there’s no spurt or 
lag at any faucet! Our advertising 
calls it “City Water Service” — and 
that’s a pretty good description. 

And it’s the variable “self-adjust- 
ing” capacity in the Balanced-Flow 


that eliminates the need for a sepa- 
rate storage tank. That's “how 
come” a tankless water system. 


There are dozens of other positive 
mechanical features in the Balanced- 
Flow they're too numerous to 
mention in the space allotted to us. 
Coupled with an amazingly low 
price, they've made the Balanced- 
Flow Jet a tremendously popular 
leader in the complete Goulds line. 
Our engineering staff is mighty proud 
to have turned out the Balanced- 
Flow — the only pump of its kind! 








Here lt Is... 


JET SYSTEM .. . only one moving part. 
COMPLETE SYSTEM .. even suction check 


valve and strainer are built-in. 


TANKLESS. . . small size permits installation 


almost anywhere! 


SELF-PRIMING . .j fully automatic. 
MECHANICAL SEAL.. no messy, leaking 


stuffing box—seal fully protected by recircu- 


lation tube from running dry. 


STANDARD MOTORS.. dependable, na- 


tionally-known brands. 


FLEXIBLE COUPLING .W . casy motor re- 


placement if damaged by lightning, line over- 


load, or other rare causes. 


ADJUSTING KNOB. . Permits setting 


ot ne 
es 


main 





GOULDS 


Balanced -Flow Jet 
for Shallow Wells 


switch for most efficient operation for each 


installation. 


SUPERIOR AIR PUMP . . best known 


means for supplying air. 


PRICED FOR VOLUME SALES! 


Write Goulds Pumps Inc., 
at Seneca Falls, N.Y., 
for full details. 





OUlag 
<= SYSTEMS 


(Advertisement) 


WATER SYSTEMS 


To2"? YEAR_ 


FOR EVERY FARM AND HOME NEED 

















re NUE a chien; National Hardware Week Promotions 
=— 
ele7-VEle avi, (2) 
Always Reliable OTTO BERNZ CO., INC., Roch- FEDER 
BLOW TORCHES ester, N. Y., offers a cut out torch ING ¢ 
iJ L & xX | S E A L _ ee counter display printed in red and ing it 
eae black. Will hold any model Bernz Hard 
om -NUIE @i fe COMPOUND torch. May also be used as win- windo 
dow display. Unit is 12!/2 by 15- and « 
in. in size. Also available are red ers. 
ox and black folders on the full line 
a of torches, firepots and plumbing 
— tools. Bernz offers a wall chart 
showing the complete line of 
plumbing tools. Printed in red 
and black on heavy board 
punched for easy hanging. This 
selling aid is 25 by 19 in. 
PATE 
ll, « 
line. 
ter t 
pans 
print 


WHITNEY SEED CO., INC., Buffalo, 
N. Y., offers a plastic bag for the pack- 
aging of its 3 and 5-lb. size of Excelsior 
brand lawn seed. Bag, which is made of 
light green plastic material, permits cus- 
tomers to see quality of lawn seed inside 
the bag and makes its own sales display 
in the window or on the counter. 





HERE’S WHY! 
@ Easy to Apply at Any Temperature, 


© Whitest Whites Made. | » a 7 = % 
tae a | Se oiazine 


© Gives Long Life Protection; Surface || | 
dries quickly with a tough weather- || | Came 
proof skin, remaining soft and THE ARMSTRONG CO., 4065 S. LaSalle 
pliable underneath, : an St., Chicago, Ill., offers a counter display 


for the No. 33 glazing compound. One 
lb. cans of the compound are packed 24 
to a carton, in the top of which is a three 
color display card. Newspaper mats and 
point-of-sale consumer literature is also 
available to dealers. Armstrong's 33 is 
said to be the elastic glazing compound. 
Said not to crack, crumble or chip off. 
Maker claims also that the product will 
not get rock-hard and that it is a lasting 
protection when used on either wood or 
metal sash. 


@ Won't Crack, Crumble or Shrink; 
retains its color, has excellent 
bond and is non-staining. 


AVAILABLE IN 
SPOUTED CARTRIDGES 
for skeleton guns. 


REGULAR CARTRIDGES 
for conventional guns. | 


CANS OR PAILS in bulk 
for Professional Users 


COLLAPSIBLE TUBES 
for Occasional Users 








AMERICAN GAS MACHINE 
CO., 505 Front St., Albert Lea, 








Priced right for a Good Profit. e cies Minn., offers a selection of par- no Oo 
“ORDER FLEXISEAL FROM “a ticular models of outdoor appli- 
YOUR JOBBER aa as a group at a special 


or write 


LANDEN PUTTY WORKS 














MALDEN, MASS. 
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National Hardware Week Promotions 





FEDERAL ENAMELING & STAMP- 
ING CO., Pittsburgh, Pa., is offer- 
ing in connection with National 
Hardware Week, counter cards, 
window streamers, folders, mats 
and other display helps to deal- 
ers. ; 


THE WM. L. GILBERT CLOCK CORP., 
Winsted, Conn., offers an assortment in- 
cluding six Wake Up 40 hr. alarm clocks, 
six Broadway 40-hr. alarm clocks and 12 
Gilbert alarms in a single packing unit 
weighing 16 Ibs. Total retail value, $27. 


Indexed envelope stuffers, decals, 
and four color blow-ups of the 
national ads for use on windows 
and inside stores are available 
from TORO MFG. CORP., Minne- 
apolis 6, Minn. Also a large two 
tube fluorescent sign for Toro and 
Whirlwind mowers. 


PATENT NOVELTY CO., Fulton, 
lll., offers a new catalog of its 
line. Illustrates and describes let- 
ter boxes, drop letter plates, dust 
pans and strong boxes. Book is 
printed in yellow, red and black, 


CHICAGO ROLLER SKATE CO., 
4451 W. Lake St., Chicago 24, 
Ill., is offering a Sidewalk Roller 
Skate 10! Flying Scout display 
box, also six color rink display 
cards, and booklets for rink or 
sidewalk skating. Also available 
are skate pins. Dealers may ob- 
tain mats and electros for use in 
advertising. 


FLEXROCK CO., Philadelphia 4 
Pa., offers a plastic alloy material 
from which forms any size or 
shape washer inside any plumbing 
fitting. Mak-O-Washer is in dis- 


play cartons. 








‘REDDY-LOC"’, a Schumacher spe- 
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reen doors 


A familiar item in your sales 
book .. . Schumacher screen 
doors with blind mortise and 
tenoned construction — with 
flush beaded moulding on every 
pattern. Tightly stretched, ma- 
chine-rolled wire cloth adds to 
the rigidity and strength of time- 
tested Schumacher doors. 


cial, locks at any adjustment — 
releases at a thumb’s touch, and 
prevents annoying screen rattle. 
“REDDY-LOC" also eliminates the 
possibility that children will 
push out the screen or fall out 
the window themselves ... 
features that mean value to your 
customers, bigger sales to you. 








What's in a sale? Many things, na- 
turally, and one of the most impor- 
tant factors is a quality product or 
line. That's why the 60 year tradi- 
tion of Schumacher quality window 
screens and screen doors works for 
you ... gets your sales story off on 
the right foot. You and your custo- 
mers can count on Schumacher 


which 


means you can count on sales 


window screens and doors. . 


quality 
household screens 
and ventilators 
for 

sixty years. 
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_ SUPER- 
| VLCHEK 


with Super 
Selling 
Features 





features such as: 


molded handle. 


palm of hand. 


comfortable grip. 


furnaces. 


Supplied in Three Types: 


nickel plated. * 


your trade, 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street, Cleveland 4, Ohio 


VLCHEK 


A Complete Line of High-grade Forged Tools 





Just as serviceable 
as it is handsome, 
this screw driver 
offers superlative 
value—high quality 
and right price. Your cus- 
tomers will be delighted 
with the many appealing 


1, Clear amber extrud- 
ed plastic handle — 
tougher and more 
attractive than a 


3. Flutes beveled to 
afford secure yet 


4, High-carbon steel bit 
heat-treated accur- 
ately in automatic 


1. Regular, square 
shank, chrome 
plated.* 


2. Cross-point, round 
shank, chrome plated. 


3. Regular, round shank, 


*Polished tapers 


Truly a masterpiece of 
design and construction 
— an item you will be 
proud. to show and sell 


2. Rounded ends fit | 





National Hardware Week Promotions 
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PATENT CEREALS CO., Geneva, 

N. Y., offers Rex wallpaper re- 

mover, wall size and paste. Dis- o 6G 
play cards, wall size leaflets, fold- 

ers, and counter cards are avail- 

able to dealers. 


PAUL MILLER CO., 902 Mc- 
Donald Ave., Brooklyn 18, N. Y. 
offers with all orders of venetian 
blind cord kits and tape kits win- 
dow streamers, tape and cord 
color charts, literature, and ready 
to mail order cards. 


S. C. JOHNSON & SON, INC., 

Racine, Wis., offers a counter dis- 

play cord for the water-repellent 

Glo-Coat and a small card which oo 
serves as a shelf maker. Latter 

slips under container identifying 

it, 


ACADEMY ELECTRICAL PROD- 
UCTS CORP., 4849 Broadway, 
New York City, 34, offers catalog 
sheets, mats, window streamers, 
literature featuring its automatic 
plug with a built in wire locking 
device. 


THE CALDWELL MFG. CO., 

Rochester 4, N. Y., offers the im- 

proved Spirex spiral sash balance. 

Fits any standard groove. New a & 
carton designed to make identi- 

fication and handling easier. 

Stacks flat on shelf. 


MACKLIN CO., Jackson, Mich., is offering to 
dealers a special counter display for promotion 
of the Mack-Flex wheels. 


Go Oo oO 


In addition to the wholesalers listed in the March 9 issue as partici- 
pating in the promotion of National Hardware Week, the following 
have indicated their intention of participating in that program: 


Belknap Hardware & Mfg. Co., 111 E. Main St., Louisville, Ky. 
Masback, Inc., 330 Hudson St., New York, N. Y. 
Stearns Hardware, Inc., Hot Springs, Ark. 

C. Y. Schelly & Bro., Inc., Allentown, Pa. 
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Father's Day Time Table 
And Promotions 


A& a guide-post to dealers, the 
Father’s Day Council, 50 E. 
12nd St., New York City 17, has 
issued a time table for Father’s 
Day. June 18, 1950. For informa- 
tion concerning any of the matters 
represented in the schedule, stores 
are requested to write to Alvin 
\ustin, executive director, at above 
address. 

May 1, be sure that mail matter 
for June Ist, includes Father’s Day 
advertising: put stickers on all 
May outgoing bills and on all store 
packages beginning May 15th and 
continuing through June 16th. 

May 20th, movie theaters re- 
ceive from Father’s Day Commit- 
tee free trailer upon request of 
theater manager. 

May 25th, all radio stations re- 
ceive free transcribed programs 
and announcements from commit- 
tee. 

May 3lst. dealers who are mem- 
bers of the council receive free 
newspaper publicity stories from 
the council: also free mats and 
glossaries. 

June Ist, non-commercial pub- 
licity starts in newspapers, thea- 
ters, on radio and through organi- 
zations, fostered by the council. 
Begin advanced newspaper adver- 
tising; also radio, billboards and 
whatever media used. Have all 
sales people in store wear blue rib- 
bon Father’s Day lapel badges. 
Put up streamers, pennants and 
counter displays. 

June 5th, install Father's Day 
windows, posters and giant dis- 
plays. Have them remain for that 
week and the next up to June 18th. 


Service Kit 


A four-color service kit broad- 
side has been mailed to hardware 
dealers. This contains a_hand- 
book of all the window, counter 
and interior displays supplied at 
cost by the council. It features the 
official 1950 poster carrying the 
theme, “For a Safe World To- 
morrow, Teach Democracy Today” 
as well as the slogan, “Remember 
Father, Moulder of Our Children’s 
Future.” The poster does not spe- 
cifically feature any single item of 
merchandise but rather “sells” the 
festival spirit of Father’s Day as 
an American holiday. 
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NATIONAL HARDWARE WEEK 
Jobber Specials 


For every $100.00 worth of Chapin Spraying 


Equipment ordered 


we will ship with the order, at no additional 


cost, either 





... @ quantity of sprayers and 
dusters of the jobber’s choice 
amounting to $7.00. This offer 
is good only for orders received 
at the factory and shipped be- 
tween February 15th and April 
28th, 1950. 
Write for Complete Catalog 
and Price List Today 

Also get further information on 
FREE Mat and Electrotype serv- 
ice and FREE Folders for direct 
mail and dealer use. 


R. E. CHAPIN 
Manufacturing Works, Inc. 








at the jobber’s list price, 








200 Chapin St. Batavia, N. Y. 


Since 1887 
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Little chance for US minting odd-denomination 
coins . . . Administration wants 10 pct tax on 
television receivers . . . O'Mahoney says steel 
companies should be regulated like utilities .. . 
Congress to get bill subsidizing research for 
small business firms ... FTC to decide whether 
baseballs and tennis balls will be subject to 
Wood Products Labeling Act . .. REA co-ops 
had boon year in 1949. 


DD - DENOMINATION 

coins, a perennial Congres- 

sional favorite, are called 
for in a whole host of bills now 
pending before various commit- 
tees. These bills would require the 
minting of coins of the following 
denominations: 214¢, 3¢, 6\4¢ 
(half-bit), 7¢, 7¥¢. and 12'%4¢ 
(bit). 

Only one of these, the 3-cent 
piece, was ever used before. It was 
minted during the last half of the 
19th century, although there have 
been other odd - denomination 
coins, such as a 2¢ piece, a half- 
dime and a 20¢ piece. 

Examples of possible savings 
are: 

1—Low-priced items, such as 
those sold for nickel, would not 
immediately jump to a dime when 
an increase was deemed necessary, 
but might be priced at 71% cents. 

2—Articles sold at prices such 
as 2 for 25¢ could be priced more 
accurately when the purchaser only 
wants one. 

The U. S. Mint is against adding 
any of these coins to the six now 


122 


in circulation. It has expressed 
its opposition to the Senate Bank- 
ing Committee, which has held 
hearings on legislation to author- 
ize the 214-cent and 714-cent coins. 

Mint officials say that such coins 
would upset accounting and book- 
keeping systems now in use, since 
fractions would be invoked in al- 
most every transaction. Similar in- 
conveniences would be encounter- 
ed in cash registers, adding ma- 
chines, change makers and other 
such devices, it is claimed. 

It isn’t likely that any of these 
coins will make their appearance 
in the very near future. The sub- 
ject is too controversial and with 
only limited hearings before the 
Senate Banking Committee, Con- 
gress isn’t likely to approve any 
of the bills, in the face of Admin- 
istration opposition, before ad- 
journing this summer. 


10 Pct Manufacturers’ Tax 
Asked For Television 

Interesting sidelight on the cur- 
rent battle to cut retail and manu- 


ashing ton 


EWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


facturers’ Federal excise taxes is 
the Administration’s request to 
impose a 10 pct manufacturers’ 
excise levy on television receivers. 

The 10 pct tax on radio sets and 
their components now applies only 
to the radio parts incorporated in 
television receivers. There is no 
Federal tax on television receivers 
as such. 

The radio manufacturing indus- 
try has largely forgotten its cam- 
paign to force Congressional re- 
moval of the 10 pct tax on radios 
in an effort to keep television tax- 
free. Chances are that such efforts 
will be successful. Many members 
of Congress point to the glaring 
inconsistency in working for excise 
reduction with one hand while im- 
posing a new excise levy with the 
other. 

Oo Oo G&G 
O'Mahoney To Seek Gov't 
Control of Steel Companies 


Some manufacturers of steel 
fabricated products may soon find 
themselves tagged for the congres- 
sional witness-stand. The Senate- 
House Economic Committee, which 
recently said steel producers are 
charging too much, is new laying 
the groundwork for a stem-to-stern 
investigation of the steel industry 
and the metalworking trades. Sen- 
ator O’Mahoney (Democrat, of 
Wyoming). who will be in charge 
of the investigation, says steel 
companies should be regulated like 
utility companies, and should not 
be allowed to raise their prices 
until the government gives its ap- 


proval. A number of Republican 
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Profit-wise hardware dealers are ordering and re-ordering these 
compact, 4-color displays that sell Phillips and slotted wood 
screws as they’ve never been sold before over the counter. 


No doubt about it... this is the hottest deal in wood-screw 





slee : ‘ . ; 
é. merchandising today ... with over 5,000 racks shipped out in 
a a few short months, and more going out every day. But the 

Eres- final payoff is the way refill orders are coming in! 

nate- 

Arich Move in on this deal now. It’s no trouble at all... comes all 
: packed ready to put up wherever you want it...and it’s only 
are ° . 

Vj 11” wide, 253%" high. 
ing 

stern Write today for Catalog Sheet giving full details and 

istry prices on both displays. 

Sen- 
of 





arge 


like AMERICAN SCREW COMPANY, Main Office, Providence 1, R.. 


ot 
Plants at Willimantic, Conn., and Norristown, Pa. 


ap- : Warehouses at: Chicago, Ill., 589 Illinois St. Detroit 2: 502 Stephenson Building 
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The COMPLETE Line 


.. . and Top Quality Throughout 


The 1950 Norcross Home Gardening 
Line is the most complete in our 59 
year history. Be prepared for the 
Spring rush . . . order a full Norcross 
assortment from your wholesaler . . . 


and do it without delay. 


EXTRA. The new Norcross 
FORKS and HOES, announced to the 
trade in January, has brought a re- 
sponse beyond even our own expecta- 
tions. Your wholesaler may or may not 
be able to supply you this Spring. But 

. it will pay you to keep Norcross 
in mind for your 1951 fork and hoe 
requirements. 


ASK YOUR INDEPENDENT JOBBER 


C. S. NORCROSS & SONS CO. 


Quality Garden Tools 
Since 189] 





124 


line of | 











members of Congress are denounc- 
ing O’Mahoney for his “haywire 
economics.” The real question, 
they point out, is simply this: “Do 
you believe in the free enterprise 
system or not?” 


oo f G 


Research for Small Business 
Seen as Vote Bait 

Another piese of election-year 
bait for the votes of small business- 
men is being prepared in the Sen- 
ate. The new bid for favor is in 
the form of government-subsidized 
research for small business firms. 

Senate Majority Leader Lucas, 

D.. Ill. who is backing the bill 
in the Senate, says such a program 
because most small 
businesses cannot afford the type 
of research programs that many 
large firms maintain. 
Uncle Sam, argues 
Lucas. to subsidize research for 
small business in order to pave the 
way toward improved manufactur- 
ing processes, new tools, and de- 
velopment of new materials. As 
to financing, Lucas would give the 
Bureau of Standards a greatly-in- 
creased annual appropriation to 
carry out the proposed program. 

In addition, smaller companies 
benefit by receiving the 
latest information on such matters 
as inventory control, purchasing 
on specifications, acceptance test- 
ing, and quality control of produc- 
tion. 

Lucas, says it’s his “firm belief” 
that such a program is “essential” 
if small business is to compete on 
even terms with larger companies. 
“In fact,” he adds, “I believe such 
a program is essential if small 
business is to survive in this new 
era.” 


is necessary 


It’s up to 


would 


am | rm mo 


FTC to Make Wool Fiber 
Check On Baseballs 
And Tennis Balls 
Taking time by the forelock, the 
Athletic Goods Manufacturers’ As- 
sociation has prevailed upon the 
FTC to make a decision and to say 
officially whether there is enough 
wool fibers in baseballs and tennis 
balls to make them subjects to the 
Wool Products Labeling Act. 
Agreeing that such a decision 
probably should be made, the FTC 


has announced that it will receive 


written data, views, opinions o: 
arguments on the subject until 
April 21. This material will b 
made available for inspection. 

Subsequent to April 21, inte: 
ested parties will be allowed an 
extra seven days to request the 
FTC, in writing, for an oppor 
tunity to present additional mate 
rial, either orally or by brief, in 
support of the material filed pre- 
viously. 


rm m 
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REA Helped Rural Power 
Systems Buy 5!/ Billion 
Kilowatt-Hours in 1949 


REA co-ops continue to boom. 
During the 1949 fiscal year, the 
latest for which the Dept. of Agri- 
culture has released complete data, 
rural power systems financed by 
REA bought 51% billion kilowatt- 
hours of electricity. This is one- 
third more than they purchased in 
fiscal 1948 and five times as much 
as in fiscal 1942. The increase of 
1949 purchases over those in 1948 
was greater than the entire amount 
purchased in 1942. 

The REA borrowers paid almost 
$50 million for the power they 
purchased during fiscal 1941, an 
average of 8.9 mills per kilowatt- 
hour which was unchanged from 
1948. The average price paid to 
publicly owned suppliers, includ- 
ing municipalities and Federal 
agencies, was 6.7 mills and com- 
pared with 6.9 mills in fiscal 1948. 
Privately owned suppliers were 
paid an average of 10.2 mills per 
kilowatt-hour, as compared with 
10.1 mills in fiscal 1948. 

Lowest averages of wholesale 
costs were in Washington, Oregon, 
Nevada, Idaho, and Tennessee and 
highest in Maine, New Hampshire, 
Delaware, Wisconsin, Minnesota, 
the Dakotas, and Arizona. 

At the close of the fiscal year, 
REA borrowers included 929 rural 
electric cooperatives, 41 public 
power districts, 23 other public 
bodies and 25 commercial power 
companies. They serve about, 3,- 
000,000 farms and other rural 
establishments. 


wo 0 


1950 Construction 15 Pct 
Ahead of 49's 2-Month Total 


New construction amounting to 
$1.4 billion was put into place 
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during February to bring the total 
for the first two months of 1950 
to $2.9 billion. This is more than 
15 pet above the two-month total 
of $2.5 billion last year. 

In terms of physical volume, as 
well as dollar volume, 1950 is well 
ahead of last year. For the first 
time in more than a year, indus- 
trial construction such as factories, 
warehouses, etc., has leveled off 
and in February failed to register 
adecline. Stores, garages and other 
commercial construction are keep- 


ing pace with residential building 
which is already well above last 
year. 

Publicly financed construction 
for the first two months of this 
year is running 25 pct higher than 
last year although public works 
accounts for only about a fourth 
of all construction. Most of the 
$350 million a month is going into 
schools. hospitals and highways; 
public housing expenditures will 
remain a small part of the total 
until later in the year. 





Merchants Invest In Parking Bonds 


ERCHANTS of New Bruns- 

wick, N. J., have come to the 
aid of their city in an effort to 
solve the ever present downtown 
parking problem. 

According to the Municipal 
Finance Officers Association, 
nearly 200 merchants and commer- 
sial property owners in the central 
business district of the New Jersey 
city banded together to purchase 
more than $300,000 non-interest 
bearing bonds issued by the city 
for the purpose of financing off- 
street parking facilities. 


The merchant-financed parking 


plan was submitted to city officials 
as an alternative to utilization of 
a state law which authorizes cities 
to assess commercial parcels for 
benefits resulting from off-street 
parking facilities. Under that act. 
the New Brunswick council had 
adopted an ordinance authorizing 
the sale of $300,000 serial assess- 
ment bonds which were to be 
financed from assessments levied 
against the downtown property. 
Receipts from the bond issue by 
the city will be used by the park- 
ing authority to acquire and de- 
velop facilities for off-street park- 


oO 
ing. 





Hardware Cloth Provides Good Display for Lures 


ae 


The modernly arranged sporting goods department of the Bartlett Bros. Hardware 
has a novel lure display, which is one of 


Co., 512 Fremont St., Las Vegas, Nev., 





the centers of interest. Hardware cloth tacked onto frames of 3% in. wood, mounted 


on ¥% in. wooden bars, provides this display panel. Fishing lines, hooks, sinkers 


and other gear are arranged around this display of lures. 
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REFILL 
REFILLABLE 


Shanon Gb aud Scheu Co 


REFILLABLE 
REFILLABLE 





BOSTON 10, MASS. 














PRW-1114 ROUND HEAD 
a RO ee | 2) 


PHILLIPS REFILLABLE 
WOOD SCREW ASSORTMENTS 


12 sizes Nickel Plated Steel Phillips 
Wood Screws, from '/2 x 4 to 2 x 10. 





1114 screws in each assortment. 


Ask your jobber or write us. 


Shanon Git and Spteat Co 


BOSTON 10. MASS. 
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Padlock Merchandiser 


E. T. Fraim Lock Co., Inc., Lancaster, 
Pa., offers its M-600 series of padlock 
merchandisers in three models: M-600, 
illustrated, six-arm revolving — type, 
which fastens anywhere on counter, 
holding three doz. padlocks; M-601, 
four-arm stationary type, fastens on rear 
of counter, holds two dozen padlocks; 
M-602, four-arm stationary wall bracket 
type, mounts on wall, holds two doz. 
padlocks. All models of heavy metal 


Also available is a coun- 
ter display carton containing 12 cello- 
phane wrapped padlocks. 


construction. 


Hoover Deluxe Cleaner 


The Hoover Co., North Canton, Ohio, 
offers a deluxe upright cleaner, fea- 
turing a blue color scheme and retailing 
for $94.95. Cleaning attachments and 
kit are $19.95 extra. Cleaner is equip- 
ped with a lightweight, pliable 8 ft. 
Veriflex hose and an angled converter. 
Also a toe-operated rug adjuster, the 
Handisac dirt bag and a larger lens 
for the first finder headlight. Unit 
features a Vinylite furniture guard of 
blue thermoplastic, claimed to be non- 
marking. Wheels are of high impact 
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plastic with impregnated bronze_bear- 
ings on wheels. Extension tubes are 
of duralumin; crevice tool and brushes 
of brown plastic and all brushes are 
equipped with rubber or vinyl plastic 
furniture guards. Deluxe cleaner fea- 
tures the Hoover upright triple action 
principle. Lifts ‘carpet, taps dirt loose, 
sweeps with brushes and 
suction, according to the 


revolving 
cleans by 
maker. 


Shmoo Plug Bait 


Horrocks-lIbbotson Co., Utiea, N. Y., 
offers the Shmoo plug bait. Maker 
says it is a killer for large and small 
mouth bass and for pike. A new style 
lip is designed to provide better action. 
Shmoo is made in all finishes and vari- 
ous color combinations. 


Kitchen Tool Display 
The Washburn Co.. Worcester, Mass.. 


offers an assortment of 12 kitchen tools 
in Androck’s 3000 line, with a steel dis 
play fixture ready to set up as a com 
plete kitchenware unit. Colorful display 
card is furnished. Tools have a nickel 
finish and two tone plastic handles. No. 
3513 assortment may be ordered with 
all red and ivory handles or all yellow 
and ivory handles, or a combination of 
two. Assortment takes 11 by 15 in. 


counter space. Has 12 each of mixing 
spoons, basting spoons, wide spatulas, 
cake turners, small cake turns. narrow 
spatulas, egg whips. 9 in. forks, serving 
g 


strainers 


g 
ar scoops, 2'o in. 
Retail price 25 
cents, east of Rockies and 29 cents west 


of Rockies. 


spoons, su 
and 3% in. strainers. 


For those with more coun 
ter space, No. 3013 assortment includes 
12 each of 16 kitchen tools in the 3000 
line on a maple and steel display fix 
ture. 
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CYLINDRICAL LOCKS 


Completeness of line is one of the reasons that many Architects and Builders are standardizing 
on WESLOCKS. This fine line has high styling plus wide acceptance and is priced to 


meet the most modest budgets. Why don't you standardize on WESLOCKS...they'll meet 
all of your requirements. Send for a complete catalog today. 


MANUFACTURING CO. 
1420 So. Evergreen Avenue 


WESLOCKS 
Los Angeles 23, California 


lass ’ 
tools 
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Soya 20) . 
Entry Lock with 
Spring Dead-Latch ~ 


Another WESLOCK installation — 


: wd... 
7,000 Westlake Homes, San Mateo County, Calif.—FHA Insured Fe me 


Architect: Builder's Architectural Staff 


Builder: Henry Doelger, Inc Hardware Contractor: F. G. Norman & Son 








THERES A SUPER 


CARBIDE TIPPED 


MASONRY DRILL 
FOR EVERY JOB! 


Aer 
Ss ) Wwe 


WRITE FOR NEW BULLETIN 
SUPER TOOL COMPANY 


21650 HOOVER ROAD © DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 


Notional Distributors 
NEW YORK - CHICAGO 
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WHAT'S NEW 








New Packages for 
Cortland, Nails, Brad 


Easy-to-recognize packages have been 
introduced by Wickwire Bros., Inc., 
Cortland, N. Y., for its line of Cortland 





branch wire nails and brads. Modern- 
ized packages which replace the former 
black-lettered boxes, feature wire nails 
in green boxes with yellow trim and 
wire brads in yellow boxes with green 
trim. Weight, size and gage are dis- 
played on the covers of both packages 
to simplify selection and speed up in- 
ventories. Cortland appears on all six 
sides. To facilitate shipping, storage 
and handling of the packages, company 
supplies them in telescope cartons also 
in green and yellow that hold 12 of the 
1% or % lbs. boxes or five of the 1 Ib. 
boxes. 





3-in-1 Screw Driver 


Selecto Products Co., 740 Superior 
Ave,. N. W., Cleveland, Ohio, offers its 
3-in-1 screw driver on a national basis. 
Magazine loading feature is said to 
permit split-second changes of one bit 
to another. Three bits, two of which 
are in handle, permits its use for round- 


4 


EeSr- 


head, flat-head and Phillips-head screws. 
Bits are made of steel; said not to 
chip or break and are rust-proofed. 
Handle is non-breakable of amber-col- 
ored plastic and fire-safe. All parts 
precision made to a tolerance of .001 
in. Tool is 7% in. Jong and weighs 
6 oz. Packed one to a carton, retails 


for $1.50. 





Electric Power Mower 


Huffy-Mower is said to cut 
with no more than 
fan. The opalescent blue and yellow 
unit weighs less than 45 lbs. and is 
operated by a G.M.-made Delco motor. 
Mower retails at $49.95. Sturdy steel 
cutting disc is connected to the Delco 
motor. On disc, four 2% in. cutter 


grass 


noise an electric 


blades swing around scythe-like at 1725 
RPM’s in a 16 in. swath. Centrifugal 
force keeps blades extended in cutting 
bearings are 
may be cut 


position. Bronze wheel 


oil-impregnated. Grass 
from 1 to 3 in. in height by simple 


wheel positioning. Mower can get 


within % 


Motor is 


in of buildings, posts, fences. 


equipped with mechanical 





overload protection device to prevent 
damage to motor. Guaranteed for year. 


The Huffman Mfg. Co., Dayton, Ohio. 





Freez-Tainer 


Crown Cork Specialty Corp., division 
of Crown Cork & Seal Co., Inc., De- 
catur, Ill., offers the Freez-Tainer for 
freezer and refrigerator users. The 25 oz. 
and 16 oz. sizes come in nested dozen 
packs. Ideal for storing left over foods 
in the refrigerator and for storing food 
in the freezers. Made of plastic, the 
tops fit snugly eliminating danger of 
spilling if container is tilted or laid flat. 





Folding Stroller-Walker 


Jahn Industries, 32 W. Randolph St., 
Chicago, IIl., offers the stroller-walker. 
All metal it will fold up compactly 
enough to carry, place in trunk of car or 
store away. Also features adjustability 
to three heights. 
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Fishin' Knife Display 

Camillus Cutlery Co., Camillus, N. Y., 
offers a Fishin’ Display, No. 604, which 
features 12 knives on a triangular dis- 





long closed. 


of high- 


Knife is 5 in. 
Has a hand-sharpened blade 
carbon steel with scaler and bottle cap 
lifter. Solid handle is of plastag and 
tapers to metal bolster to form efficient 


play card. 


hook remover, it is claimed. Finger- 
operated lug locks blade into place 
when open. Knife retails at 89 cents. 


Grass Seed Wraps 


E. 1. du Pont de Nemours & Co., Inc., 
Wilmington, Del., has developed wraps 
for grass seeds; coatings of non-metal- 
lic, organic sulfur compound. Maker 
says tests have shown that treating the 
seed results in 4614 pct more healthy 
grass and clover plants from the same 
amount of seed sown. Treatment pro- 
tects seed surfaces from cold, dampness 
and soil fungi. 


Gold Seal Wax 


Promotion Material 
Gold Seal Co., Bismarck, N. D., offers 


to dealers a packet of promotional ma- 
terial for Gold Seal self-polishing floor 
wax. It includes: mat service, envelope 
stuffers available for consumer dis- 
tribution as a mailing piece, etc.; ad- 
vertisement reprints for use in store or 
window displays. Banners on floor wax 
for window, wall or counter wage! use 
and catalog sheets in two sizes, 54% by 
8% and 8% by 11 in. are snatitile, 





Hobart Literature 


Hobart Bros. Co., Troy, N. Y., offers 
a four-page illustrated folder which 


shows and describes 15 features of gas- 
oline driven arc welders. Also shows 
specifications of 10 different models of 
gas engine driven arc welders and com- 
bination models of arc welders and 
power units. Also available is a 16-page, 
816 by 11 in. electrode catalog contain- 
ing a description, data on the applica- 
tion, welding procedure, mechanical 
properties and specifications of elec- 
trodes in the company’s line. 
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This is 
what you call 


RACK-ing 
Up 
Profits 


$463.00 gross profit 
from 3 sq. ft. 











The new display racks designed for 
Worthington QD Junior V-Pulleys and 
Worthington-Goodyear FHP V-belts . . . 
are scoring high in the profit column. 
More sales from less inventory . 
that’s the 
The Pulley display takes up just 


more profit from less space .. . 
secret. 
11% sq. ft. of counter space—in back are 
shelves. And the 


occupying only 1% sq. ft.. 


storage belt display. 
carries a sufh 
assortment to handle over 70% of 


no dead _ stock. 


cient 
FHP requirements 

From only 3 sq. ft. of counter space, 
dealers are averaging $324.00 gross profit 
based on four turnovers. 

Contact your local Worthington jobber* 
and send the coupon for more informa 
tion on the bigger profits with Worthing- 
ton FHP Profit-Maker assortments. 

*7f you are a jobber, you’re welcome, too, 
to investigate the profits in W orthington- 
Goodyear. 


A Complete V-Pulley and V-Belt Business in 
Less Space Than V-Belts Alone Usually Need! 





WORTHINGTON 


v: PLLLEYS 











Worthington “Profit-maker'’— compact, 
combination-display-and-storage rack 
cuts inventory cost 75% due to inter- 
changeable feature of QD Jr. hub and 


pulleys. 








New, Convenient, 
Correct Way to 
Measure V-Belts 

Beltmet es outside diameters 


—you can match replacement belts 
exactly. 








Worthington - Goodyear SerVomatic — “help- 
yourself” display. “Space Miser" packaging 
reduces belts as long as 100 in. to overall 
packaged length of 15 in. Sizes clearly marked. 
Clear-vision inventory strips. 


WORTHINGTON 


5 TOR 


SS, 





MERCHANDISING DIVISION 


“The Good Right Hand 
of Industry ~~, 


p——-—---~--- Gy 


Worthington Pump and Machinery Corporation 
MVD Sales Division, Dept. N853, Buffalo, N. Y. 


with Worthington V-Pulleys and Worthington- 
Goodyear V-Belts. 


Please tell me how | can make higher profits 


occ cesses Seeaskteieees | 
a cre | 
a a | 
Shs soup counsel ics en nay is ams bee ih eel arcs 


Economical 
Storage 


ROTABINS... 


FOR BOLTS AND PIPE FITTINGS 








4 — 34” —» 
Series RB-3400 


Each section has 5 compartments 21” wide. 
Additional Bin Dividers are extra. 


8 Sections... 6514"... $84.00 
7 Sections...65%"'... 75.00 
4 Sections...37'' .... 47.00 


REVOLV6O ior naus 


25 B—5 sections, 25 
compartments, each 
holding a keg of nails 
$113.00. 


500 A—S5 sections, 50 
compartments, each 
holding a keg of nails 
$181.00. 


Scales Extra 





MODEL 25 B 
Other sizes to fit your particular needs. 


Immediate delivery. f.o.b. Wellston, O. 
Prices subject to change without notice. 


THE FRICK-GALLAGHER MFG. CO. 
417 Shubert Bidg., Phila. 2, Pa. 


FRICK - 
GALLAGHER 


1355-30], Ae). ile) 


SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS «+ TABLES 


q 
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WHAT'S NEW 








Jiffy Hose Coupler 


Sanco Products Co., Ashtabula, Ohio. 
is making the Jiffy hose coupler to be 
used on faucets and hose connections. 





Said to require only the snap of the 
small handle lever to connect or dis- 
Coupler and fitting 
are castings and have just one moving 
part. Washers can be replaced easily. 
Couplers and fittings are furnished to 
dealers mounted on display cards. Com- 
plete coupler retails for 90 cents and 
extra fittings for 35 cents. 


connect the hose. 





Huffy Convertible Bike 


Huffman Mig. Co., Dayton, Ohio, is 
introducing the Huffy-Convertible four 
wheel bicycle with the fits-sooner frame 
making it possible to fit a bike to a 
child’s needs two or three years sooner. 


Frame construction uses an_ internal 

locking device on the seat post that 
g 

permits a 7 in. expansion. Convertible 


wheels may be raised from the ground 
to help teach balance and are removed 
when child no longer needs them. Then 
wheels can be converted into another 





toy. Expansion potential for the handle 
bars from 2% to 4% in. was achieved. 
Bikes are available in red, light blue 
and dark blue and maroon, combined 
with white in both boy and girl models. 
In addition to the 16 in. wheel models 
at $29.95 there is also a 20 in. wheel 
model at $49.95. The seats are of steel 
coated with rubber and all have full 
two-sided chain guards. Available to 
dealers is a life-size three dimensional 
boy mannequin who pedals a Huffy 
Convertible for 12 seconds when a but- 


lon is pressed. 


Dominion Fans 


Dominion Electric Corp., Mansfield, 
Ohio, is offering its 1950 fan line in- 
cluding desk type, pedestal, and venti- 
lator. Model No. 2020, 12 in. two- 
speed oscillating fan is modern and 
streamlined in design for more air flow. 
Blades are heavy gage polished alum- 
Baked enamel finish on body 
Adjustable, welded, nickeled 
Four-pole in- 
duction type motor operates without 
Oil-less bearings. 
oscillating mechanism 
Two speed switch 


inum. 
and base. 
steel guard protection. 


radio interference. 
Semi-enclosed 
with safety clutch. 





Easily 
Circulates 1,000 cu. ft. 
Shipping 
Packed three to 
master carton, weight about 50 Ibs. 


located in base. adjusted for 
wall mounting. 
air per minute, maker says. 


weight is 15% lbs. 


Weatherall Faucet 


Rockford Brass Works, Rockford, IIl., 
offers the Weatherall faucet which per- 
mits outside running water in sub-zero 
temperatures, according to maker. 
When the handle outside is turned, the 
extra long stem closes the valve indoors. 
This faucet should be connected to the 
feed pipe just inside the wall, after re- 
moving the old sill cock and cutting off 
the feed pipe inside the building wall. 
Valve and head are of brass and the 
tubing made of copper. Spout is 
threaded to fit standard garden hose. 
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Stormoguide Barometer 


Tuylor Instrument Co.’s, 95 Ames St., 
Rochester 1, N. Y., has designed the 
solitaire “stormoguide” barometer. It is 
set in a single block of clear plastic. 





Taylor signal device automatically in- 
dicates whether barometer is rising or 
falling. Metal base is gold-finished 
with bezel to match. Movement has 
altitude adjusting back plate for use at 
elevations from 2-3500 ft. No. 2596, 
7% by 6%4 by 3% in. in an attractive 
box, $30. Same model adjustable for 
altitudes 3500 to 7000 ft., $32.50. 


Draper-Maynard Mats 


The Draper-Maynard Co., 4861 Spring 
Grove Ave., Cincinnati 32, Ohio, has 
available for dealers, mats covering its 
spring, summer. fall and winter lines 
of sporting goods. Mats are two column, 
47 lines and the name of the store can 
be inserted at the bottom. 


Woodworking Vise 
The Will-Burt Co., Orrville, Ohio, 


offers a woodworking vise made of cast 
semi-steel weighing 16 lbs. Has ma- 
chined holding surfaces 214 in. wide by 
3% in. deep, said to be sufficient flat 
surface to hold an object firmly without 
marring it. May be placed on its steel 
post-type base for use in right or left 
hand horizontal as well as vertical, and 
to be turned to most convenient direc- 
tion for job to be done. Vise locks in 





position on its base automatically, when 
jaws are tightened upon object to be 
held. Widest capacity is 5 in. Sug- 
gested to retail for $8.95. 
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NEW LOW PRICED a 


LAWN SPRINKLER SYSTEM 











5 COMPLETE 
SPRAY UNITS 


For Distribution To The Hardware Trade 
Makes “Built In” Sprinkler System from Garden Hose 
e@ TESTED CONSUMER ACCEPTANCE 
e LIBERAL PROFIT MARGIN 

e@ COUNTER DISPLAY CARTON 


CHOICE TERRITORIES AVAILABLE FOR QUALIFIED REPRESENTATIVES. 
FOR FURTHER INFORMATION WRITE. 


LUBPRODCO MANUFACTURING CO. Citveiano >, on 





Siphon-flow valve 
leaves less than tabie- 
spoon milk unused! 


CALF-TERIA, 
Nipple Pals * _) 


PAYS FOR ITSELF TWICE OVER 
FOR EVERY CALF FED as compared to 
any other Nipple Pail on the market! 


Every calf-raiser in your area can be your customer 
for the revolutionary CALF-TERIA Nipple Pail, with 
its amazing milk-saving features! Dairymen feeding 
20 calves can save at least a full ton of whole milk! 
Farmers and dairymen everywhere are insisting on 
the genuine CALF-TERIA Nipple Pail, the finest, 
most efficient Nipple Pail sold. Get ready for the big 
calf-season just ahead! Write today! 


—---SEND FOR SAMPLE--- 


The Calf-Teria Co., Dept. HA 

1613 Edgewater 

Fort Wayne 3, Indiana 

Send me, without cost or obligation, full details, prices 
and discounts on Calf-Teria Pails. Also, how I can get 
sample pail. 








Name . 


Address. . 
























LONGER 


4 SHAPED 
CORNERS 


AMAZINGLY 
FAST! 


Cleanly Removes, Paint, 
Finish, Rust, etc. from 
Wood, Metal and Ma- 


sonry, gets in corners. 
Extra blades individually packed 


NATIONALLY ADVERTISED 


BY MAN 


A Product of 


Red Devil Tooks. 


Irvington 11,N.J.,U.S.A. 


“STAYS SHARP 
100 TIMES 


e 
THE HARDEST 
\ METAL MADE 














FOR "PARKING" THINGS 
WHERE YOU WANT THEM 


That's all 
you do—to make them fit any 
size handle! 


Just turn the screw. 





Yr 


POPULAR PRICES 
Small ... 
Medium... .8¢ or 2 for 15 
Large ... 10¢ each 
IN ATTRACTIVE DISPLAY BOXES 





Ask your jobber or write 





ARTHUR I. PLATT CO. 


Fairfield, Conn. 
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-— FINGER GRIP CLIPS — 














WHAT'S NEW 








Atomizing Sprayer 

Re-All Corp., P. O. Box 941, Houston, 
Tex., is introducing a refillable high 
pressure device called the Re-All atom- 
izing sprayer for use in spraying insec- 
ticides, moth-proofing chemicals, deodo- 
medicinal sprays, 
polishes, window cleaners and all types 
of non-viscous, non-coagulating liquids. 
Powered with a re-placeable CO2 cart- 
ridge, this unit can be refilled at home 
with any liquid insecticide. Cartridges 
retail for 84% cents. Everything but the 
spraying nozzle is plated with a cloisonne- 
finish plastic, said to be impervious to 
rust, corrosion or discoloration. Spray- 
ers available in emerald green, jade 
Nozzle is a 


rants. germicides, 


green, amethyst and blue. 
chrome-plate brass unit which is easily 
removed to permit thorough cleaning 





of the entire sprayer with water or sol- 
vent. Made of 16 gage steel and will 


retail for $3.98. 


Arvin Lectric Grill 


Arvin Division, Noblitt-Sparks Indus- 
tries, Columbus, Ind., offers model 2800 
Lectric Grill which retails for $10.95. 
Grill features 95 sq. in. of cooking 
surface. Said to toast, fry, grill, warm 
liquids and pop corn. Equipped with a 
tight-fitting lid to prevent grease 
splatters. Said to feature even distribu- 
tion of heat throughout the aluminum 
cooking surface, a limiting thermostat 
to prevent overheating and a drip spout. 
Exterior parts finished in chrome. Han- 
dles and knobs are of black plastic and 
four plastic feet insulate the grill from 
tables or counters. Has a six ft. syn- 
thetic rubber cord with unbreakable 





plug. Designed for 110-120 volts AC 
and a 800 watt heating element. Guar- 
anteed for one year. Without handles it 


is 10% in. square and 5 in. high, in- 
cluding knob. Weighs a little more 
than 5 Ibs. 


Oxco Brush Promotion 


Ox Fibre Brush Co.. Inc., Frederick, 
Md., is offering to dealers, to tie-in with 
the trade and consumer advertising, a 
Spring House Cleaning window streamer 
which emphasizes the need for Oxco 
brushes in this undertaking. Streamers 
are 21% by 10% in. and printed in 
green, black and white. Illustrates in 
sketches several brushes. The company 
is also introducing the Sparkle broom 
with red or yellow plastic bristles, sug- 
gested to retail for $1.49 in the East, 
and $1.59 in the West. Feature hard- 
wood block with rubber bumpers. Lac- 
quered hardwood handle is 48 in. long 
and has a metal hanging ring. Each 
broom has a colorful wrapper. Packed 
12 of a color to carton, weight 18 lbs. 


Sprayer Display Carton 


Universal Metal Products, Saranac, 
Mich., offers a four color shipping dis- 
play carton containing 28 hand spray- 
ers. Assortment consists of three types 
and sizes of sprayers which according 
to the maker are best sellers. 
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Swing-A-Way Catalog Racks 

Stanford Wood Products Co., Stan- 
for’. Ky., offers multi-use Swing-A-Way 
catalog racks for handling and storing 





catalogs. Racks hold bound catalogs, 
punched or loose-leaf reference litera- 
ture. Save counter space. Index mark- 
er identifies each rack and serves also 
as pull-out grip. Racks made of heavy 
gage cadmium plated steel. Racks pulls 
out from under counter on roller track, 
swings from pivot-point at end of track 
into position on top of the counter. 
Racks accommodate material up to 
2%, in. in thickness, in size up to 8% 
by 11 in. Rack depth said to be adjust- 
able to fit counter top thickness from 


% to 2% in. 


Floor Marker 


Lasting Products, Co., Baltimore 23, 
Md., offers the Little Giant Handi- 
Liner that makes straight. curved, con- 
tinuous or skip lines or lettering. Vis- 
ible paint flow eliminates waste. Made 
of welded steel, the unit has no moving 
parts. Portable, it paints lines 3% in. 
wide. Unit is quickly cleaned by flush- 
ing with paint thinner or gasoline. 
Retails for $24.50. 


Push Button Display Unit 


Trine Mfg. Corp., New York City, 61, 
is making available to dealers a new 
push button with a bar instead of a but- 
ton with the introductory stock of elec- 
tric push buttons, with a completely 
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assembled display. The bar permits 
users to push bar with the elbows when 
hands are not free. Deal features 10 best 
selling electric push buttons mounted 
for permanent display on a durable 
board for counter. wall or window pro- 
motion. Assembled. the display, which 
occupies 12 in. of space, is provided 
with eyelets for hanging. Merchandiser 
is packed as a unit comprising the dis- 
play plus an introductory working stock 
of 15 assorted push buttons 


Millers Falls Planes 


Main handle and knob of models 709 
and 714 planes, latter illustrated, are 
made of red Tennessee Eastman Tenite 
No. 2. Guaranteed unbreakable in use, 
planes feature frog design. An alumi- 
num alloy die casting, it provides 
stronger two point support for the main 
handle and entirely encloses both ad- 
justing mechanisms. It is anchored to 
the bed by three screws providing ri- 
gidity where needed, according to 
maker. Other improvements include a 
more easily operated roller clamping 
mechanism. In conjunction with the 
three-point bearing, this locks cutter 
iron to frog and bed so that vibration 


and chatter are eliminated, it is claimed. 





Planes feature enlarged, deeply knurled 
nut designed to give easier, more ac- 
curate control of cutting depth, while 
lateral adjustment lever has been re- 
designed for greater accessibility and 
ease of operation. Both the 709, 9 in. 
smooth plane, and the 714, 14 in. jack 
plane, are supplied with 2 in. cutters. 
Millers Falls Co., Greenfield, Mass. 


90 Second Sales 


Demonstration 


Gibson Refrigerator Co., Greenville, 
Mich., offers a selling guide that is 
designed to give the salesman a brief 
but complete presentation. “90-Second 
Sales Demonstration,” the guide is fur- 
nished to the dealers as a series of 
single 844 by 11 sheets, one for each 
refrigerator model. Each sheet con- 
tains an illustration of the product, 
outstanding sales feature in headline 
form and a brief paragraph for each 
of the points to cover such as capacity, 
convenience, economy, etc. Maker states 
that the strength of this new approach 
to dealer sales training is in the out- 
line type of organization and the to- 
the-point brevity of the copy. \ sim- 
ilar series is being prepared for Gib- 
son’s line of electric ranges and home 
freezers. 
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Oil tempered 


You can’t beat it! You 
can sell it! These Fuller 
features add up to prof- 
its! Never before under 
$1.40 retail — a screw 
driver like this! 


JOBBERS: Write today for 
wide-margin catalog pages 
and free samples for your 
salesmen. 





Every month we're promoting 


Each Fuller quality in ‘‘Popular 
Packed on Mechanics” and ‘Popular 
Individual Science’. 

Display 

Card 


Regular full 
ground bit 


FULLER TOOL CO., INC. 






905 FAILE STREET, BRONX 59, N. Y. 
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BAD LUCK FOR MICE 
FAST SALES FOR YOU 





ERE’S the Black Cat, the sleek 
new addition to the Victor line 
of fast selling mouse traps. A bright 
and shiny jet black plastic mouse trap 
equipped with “‘silver” wire work, the 
BLACK CAT is styled to sell . . . de- 
signed to kill mice. Safeguards chil- 
dren and pets from injury. 
Order a good supply from your 
wholesaler. The BLACK CAT will 
move quickly. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. 


Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


It pays to sell 


VICTORS 


the TRAPS that people know 
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WHAT'S NEW 














W eatherated House Paint 


Sherwin-Williams Co., Cleveland, 
Ohio, is now applying a Weatherated 
house painting testing process to its 


5 


~y) 


—— 


= SHERWIN-WILLIAMS 





paint. The name is descriptive of a 
continuous procedure said to dictate 
and control the ability of house paint 
to fight off deterioration, decay and 
need for early repainting. SWP house 
paint is Weatherated, says maker, 
against rapid loss of gloss, high dirt 
collection, extreme chalking, checking 
and cracking erosion, color fading mil- 
dew and industrial fumes. Sherwin- 
Williams says the ingredients in the 
Weatherated product act with long term 
plasticizing action maintaining an elas- 
ticity which in conjunction with select- 
ed pigments reduce the tension in dry- 
ing paint. 


Plastic Garden Hose 


Yardley Plastics Co., 142 Parsons 
Ave., Columbus 15, Ohio, offers plastic 
garden hose made of virgin vinyl said 





to be kink-proof and crack-proof. Hose 
is available in 25 and 50 ft. lengths with 
non-rusting, machine-brass couplings. 
Made in green, semi-gloss finish and is 


sold with a five year guarantee. 


Manila Rope Package 


{merican Mig. Co., Brooklyn, N. Y., 
is introducing a new package for its 
first grade manila rope. Sizes of Ameri- 


can Brand rope from \%4 to '% in. di- 


ameter are obtainable in Handy Coils— 
small coils, each containing a minimum 
of 100 ft. of rope. Packed in corru- 
gated boxes decorated in red and green 
Coils are connected so entire contents 
of box may be sold in one piece. All 
boxes are the same size and will be 
sold in a master shipping carton con- 
taining about 120 Ibs. of rope. Any 
assortment of sizes desired may be or 
dered. Each box has a cellophane win 
dow. Coils are lashed so dealer may 
remove them from box for counter dis- 
play. Boxes are plainly marked and a 





list of suggested uses is printed on tag 
attached to each coil. Top and end of 
box are marked with size. 


Ride-A-Mower 


The Belknap Mig. Co., 880 Union 
Ave., Bridgeport, Conn., offers the Ride- 
A-Mower, a power lawn mower which 
retails for $169.50. It is a motor driven 
lawn mower that is ridden like a motor 
scooter while cutting the grass. It has 
a 2 hp. 4 cycle air cooled Clinton 
engine, kick starter, rotary 20 in. cut- 
ting blade, V-belt drive, chain driven 


power wheel, and welded steel chassis. 
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Youll See a Big Demand for 


Pittsburgh Fence Wis Season 


As distributors and dealers for Pitts- 
burgh Fence you're going to see a big 
demand for this fast moving line this 
season. A big promotion campaign 
directed to your customers telling them 
to ask you for Pittsburgh Fence by 
name is now under way. 

These ads are appearing in the Farm 
Journal, The American Home, in re- 





gional and state farm papers and in 
local newspapers. They will build store 
traffic for you. Make use of the free 
literature, direct mail material and 
point of sale displays available to iden- 
tify you with this program. Ask your 
distributor for details or write Pitts- 
burgh Steel Company, Department HA, 
Pittsburgh 30, Pennsylvania. 


a product of 


Pittsburgh Steel Company 
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and build a profitable 
| volume for you / 


You've got the right line for consistent, 
profitable sales . when you've got the 
Famous Line of ironing tables. Your cus- 
tomers will go for the Famous low price. 
They will like the solid construction that 
gives them a steady, level ironing surface. 
Famous ironing tables are lightweight, 
easy to set up, easy to put away .. . and 
the price makes them easy to sell. Write 


for full information on the Famous line. 


THE HOOSIER 


All steel aluminum painted understructure, 


bber tipr iegs to prevent scratching, 

automat lock, 15” x 54” top of clear 
selected lumber. 

THE GOSHEN 
Chip-; f red enameled hardwood legs 
all steel ced, balanced weight, full size 
top, make this a fast best seller. 

THE ACME 
Tops 1 low price table. Satin smooth 
12” x 48” top, wooden legs, steel braces, 


€asy-to-operate stay-put lock 


Fast Mover 
Household Step Stools 


Every household 
should have one of 
these safe, handy 
step stools. The 
Famous Line gives 
you three sizes 

fast movers because 
they’re soundly 
constructed yet low 





in price. Attrac- 
tively finished in brilliant red enamel and 
clear varnish. 24”, 27” and 36” heights. 


Also manufacturers of ladders for every job! 


Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 
GOSHEN CHURN & LADDER, INC. 
Dept. ! Goshen, Indiana 
Leaders in Quality Woodenware over 48 years 
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WHAT'S NEW 








Lectro Host Refrigerator 


The A. J. Lindemann & Hoverson Co., 
601 W. Cleveland Ave., Milwaukee, 
Wis., is offering the Lectro Host re- 








Refrigerator is 
ly ft. standard 
standard and 


line. 


frigerator to its 


made in four models, 7 
and deluxe and 9 ft. 
deluxe. Said to be 
maximum interior storage space with a 


compact, giving a 


minimum of outside dimensions. Ex- 
terior finished in DuPont Dulux, inside 
porcelain enameled. Compressor unit 
is hermetically sealed Tecumseh Chief- 
tain. Also added to the line is the 
Lectro Host Also fea- 
tures the Tecumseh compressor. Three 
models available with capacity of 290, 
425, or 660 lbs. 
such as ice 


home freezer. 


Additional equipment 
cube trays, and an auto- 
warn of any 
power interruption may be had for all 
models, 


matic alarm system to 


Twin Horizontal Drill 


Hadwiger Mfg. Co., 715 West Abri- 
endo, Pueblo, Col., is making the twin 
horizontal drill, designed to bore two 
holes in one operation. Made of alumi- 
num with life sealed ball bear- 
Maker says any size drills may 
be used that have 1% in. straight shank. 
Will drill in center of % in. stock. 


time 


gs 
ings. 


Adjustable for material up to 3. in. 





Holes can be regulated crosswise from 
1% to 3% in. center to center. Device 
operates on any power saw, it is said, 
providing top of saw is large enough 
to work on. Device is available in 
single units. Head on stand with or 
without motor. Complete as 
retails for $89.50. 


shown, 


Transparent Wallpaper Finish 
Transglo Co., Little Neck. N. Y., is 


making Transglo, a transparent wall- 
paper finish that is said to make the 
paper washable and also to protect its 
surface. To apply, user wipes on. A 
qt. which retails for $1.95 is said to 
do an average room. Sales aids in- 
cluding counter cards, window stream- 
ers and ad mats are supplied. 





Sprunger Disc Sander 


Topeka, Ind., 
Unit has 
a table 16 by 9 in. which tilts down to 
45 deg. and up to 5 deg. Table, which 
has a miter groove, operates on double 
trunnion. 


Sprunger Bros., Inc., 


offers a 12 in. dise sander. 


Powered by a | 


3 hp. mo- 





tor, the sander has a base 12 by 14 in. 
and is complete with its own all-metal 
stand. Suggested retail price is $44.9. 


Finish Remover 


Embree Mfg. Co., Elizabeth 4, N. J. 
is offering “Liff” said to lift off old 
paint, varnish permanent 
coatings to leave floors, linoleum and 
other surfaces ready for revarnishing oF 
repainting. Said to leave no wax res 
idue. Not necessary to use any further 
treatment before refinishing. Product 
is sea-green in color and is packaged 
in glass with a contrasting green, black 
and white label. Packed in three sizes, 
11% oz. at 79 cents, qt. at $1.78 ani a 
half gal. at $3.25. 


and other 
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Wagoner 1950 Line 


America & Southern Corp., Nashville, 
Tenn., offers the 1950 line of Wagoner 
electric ranges and automatic water 
heaters. Line includes 30 products. All 




















Wagoner ranges for 1950 are heavily 
insulated on all six sides with Fiberglas 
and have concealed oven vent, for use 
as a plate warmer. A stand-out in the 
line is the table top style automatic 
electric water heaters. Available in 
three sizes with either porcelain or 
linoleum top working area surface. Now 
located on the front the table top model 
is a 110 volt electrical outlet, or the 
unit can be equipped with a visible hot 
water indicator. This shows red when 
heater is not filled to capacity with 
water at the temperature of the thermo- 
stat setting. This water heater is de- 
signed to fit side by side with the 
electric range. All Wagoner water 
heaters are Fiberglas insulated. Any 
may be equipped with the Wongonerod 
which controls rust in the tank itself, 
and according to the maker, throughout 
the entire house as well. A new book- 
let in color which shows the products, 
their cross sections and features may 
be obtained by writing the company. 


Circuit Tester 


Gits Molding Corp., 4600 W. Huron 
St., Chicago 44, Ill, offers the cord 
visual circuit tester designed for use 
on all low resistance circuits of 50 
ohms and under. Employing two pen- 
light battery cells, the device resembles 
a pocket flashlight. Tester case is 





molded of unbreakable plastic and 
highly dielectric. Packed in a telescope 
box, the tester retails for $1.69, includ- 
ing two battery cells and bulb. 
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There’s something SPECIAL about bathrooms 
when accessories are HALL- M ACK 


In Hall-Mack’s complete selection of etnies accessories 
you'll find unique special accessories like these — made to 
add the final touch of convenience and appearance to 


any bathroom... 




















S.PaT.orr 









Tuis BEAUTIFUL Concealed Lava- 
tory Unit is a perfect companion 
for all other Hall-Mack Acces- 
sories. Soap, tumbler and tooth- 
brush are ready at the touch of a 
finger —yet smartly con- 
cealed when not in use. 
These bathroom necessi- 
ties are mounted on a 
revolving panel, and only 
a polished chrome sur- 
face flush with the bath- 
room wall is visible when 
the unit is closed... 




















AND HERE Is a three-bar Adjust- 
able Towel Rack —a real space- 
saver. It’s instantly adjusted to 
any of three positions (horizon- 
tal, 45°, or down) and is ideal 
for drying hosiery, for display- 
ing guest towels, and for bath 
towel storage. Drops down out 
of the w ay when not in use, yet 
provides so much extra conveni- 
ence when needed. 


Look For al] of the extra 
qualities in bathroom acces- 
sories—and you'll choose 
Hall-Mack! Remember— 
there is a complete line to 
give you the right accessories 
for every bathroom need. 
Hall-Mack also makes a full 
selection of fine Medicine 
Cabinets and other recessed 
specialties. Write for details. 
Hall-Mack Company, 1344 
W. Washington Blvd., Los 
Angeles 7, California. 
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IMPROVES LAWN 
APPEARANCE! 


SAVES MANY 
MAN-HOURS OF WORK 


the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 


* Constant Demand—The constant de- 
mand for the “‘Chicago"’ line makes it 
easier to sell—it'’s the line fog replace- 
ment used in original assemMly in all 
fields of manufacture. Why? 

© They're Stronger— More uniform—give 
a perfect fit for every replacement need, 
and... 

© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them ‘‘easier to sell.” 

® Better Service—Increased “Chicago” 
plant facilities and production means 
“round the clock" service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways. 

Remember to ask for these “Chicago” 
products from you hardware distributor; 
Hexagon Head Cap Screws, Steel and Brass © 
Square Head and Headless Cup Point Set Screws 
* Semi-Finished Hexagon Nuts, Steel and Brass © 
Hexagon Castellated Nuts ® Fillister and Flat Head 
Cap Screws * Taper Pins * Milled Studs ® 
Socket Head Cap Screws * Socket Set Screws ® 
Socket Pipe Plugs ® Stripper Bolts or Shoulder 
Screws © Square Head Dog Point Set Screws 
© Keys, Assortments and Kits 


< The CHICAGO SCREW COMPANY 


2509 WASHINGTON BLVD., BELLWOOD, ILI 


Established 18 


BUILD 







with the 


LAWN 


STIMULATE SALES AND INCREASE PROFITS 


with this new, faster te to clean 
lawns! Homko takes the 


hard work 





out of lawn care and has gained 
enthusiastic acceptance the country 
over! Constructed of all-steel with 
heavy canvas basket, 4 rows of non- 
clog, Bassine fibre, adjustable 
brushes. Handsomely finished! 
Write today and learn how you can 
profic with HOMKO Lawn Equip- 
ment! 
24” width—6' bu. capacity 


DEMAND 
DEPENDABLE 


ko 


TRULY A 
QUALITY 
PROOUCT 





WESTERN TOOL & STAMPING CO. 


2725 SECOND AVENUE 
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WHAT'S NEW 





Pendulette Clock 


Lux Clock Mfg. Co., Waterbury, Conn., 
offers the Honey Bunny Pendulette 
clock. Made in the shape of a bunny, 





the clock is white plastic with pink 
touches to the ears. Blue eyes peep 
over a pink plastic egg which carries 


the clock dial. Hands and numerals 
in blue, the clock carries the Lux 
guaranteed 30 hr. movement.  Avail- 


able with blue egg also, other colors 
unchanged. Suggested to retail for 
$2.95, plus tax. Packed in colored 


counter display container. 


Plastic Storm Window 


Central States Paper & Bag Co., 5221 
Natural Bridge, St. Louis, Mo., is intro- 
ducing a transparent plastic storm win- 
dow which provides protection for $1. 
Each kit includes a 36 by 72 in. sheet 
of Vinylite, eight framing strips, nails 
and directions. Said to fit average size 
window. Maker claims the Vinylite 
plastic will not tear or shatter and is 


washable. Plastic may be put on a 











| ——_—_—, —— 
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screen door to turn it into a storm 
door or can be cut down to fit two 
smaller windows, such as one on a 


garage or cellar. 


Cosco Step Stool 


Hamilton Mig. Corp., Columbus, Ind., 
offers model 11-A step stool which re- 
tails at a fair-traded price of $5.98, 
$6.95 in Florida and Western states. 
In basic design the stool is patterned 
after the four series Cosco step stools, 
combining a six leg ladder and com- 
fortable seat in one package. Its em- 
bossed traction-tread steps incorporate 
the swing-away action, swinging in and 
out and locking in place for safer climb- 
ing, it is claimed. Constructed of heavy 
gage metal, the edges of the stool are 
rounded or turned under. Tested to sup- 
port more than 1,000 lbs. it is claimed.. 
Has the near square seat, 10° by 12%, 
in. and is 24 in. high. 
in pairs of % in. tubular steel and are 
tipped with floor protecting gliders. 
Baked-on enamel finish, white on legs 
and step supports, red or black on seat 
and Weighs 15 lbs. and ships 
set up in an 


Legs are formed 


steps. 
individual reshippable 


cardboard carton. 


Cup, Saucer Rack 


The Rubber Co., Wooster, 


W ooster 


Mass., offers the Rubbermaid cup and 
saucer rack. Made of wire with special 





cushion-coating said not to peel or 
soften in scalding water, grease or soap. 
Available in red, white and_ yellow. 
Holds 8 cups with saucers, retailing for 
$1.98; a smaller size for cups alone, at 
$1.59. 


Keystone Semi-Gloss Finish 


Keystone Paint & Varnish Co., 71 
Otsego St., Brooklyn, N. Y., is now offer- 
ing its odorless paint in a semi-gloss 
finish in 10 colors. Maker claims by 
the end of the year, the paint will be 
available in every type of finish desired 


for interior painting. Semi-gloss finish, 


preferred for woodwork, ceilings and 
side walls in living rooms and _ bed- 
rooms, is called Keystone Odoriess 


Satin-Sheen. 
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The Safe Line 
of 


Builders Hardware 


@ COMPLETE LINE 

@ ATTRACTIVE LINE 
@ RECOGNIZED LINE 
@ PROFITABLE LINE 
@ QUALITY LINE 

@ CONDENSED LINE 


Write For 
Catalog No. 19 


LISTING OVER 
700 ITEMS 
OF 
BUILDERS 
HARDWARE 


SAFE PADLOCK wo HARDWARE co 


Vem CASTER, 
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Make more V-Belt sales 
—more easily—with these 


assortments! 


35 BELTS with “TOWER” 


Here’s an assortment that 
works for profit. Hardware 
sales show that these 35 
top-quality Gilmer V-Belts 
meet the needs of 85° of 
your customers. You can 
furnish the belt for washing 
machines, oil burners, power 
tools, lawn mowers, fans, 
and other appliances quickly 
and easily. The base of the 
attractive “TOWER” is 
only 18” in diameter—a 
complete belt department 
in a minimum of counter 
space! Dealer’s cost, $26.12 
—dealer’s margin, $17.41! 


For a larger 
belt assortment 
GILMER 
50 BELT WALL DISPLAY 


50 sizes—selected to fit more home appliances! 

Belts mount on two attractive orange-and-blue 

8-hook metal wall racks. Dealer’s cost, $38.34 
dealer’s margin, $25.54! 


PLUS 4 PRACTICAL SALES AIDS FREE! 


With both the Gilmer £350 ‘““TOWER” and the #500 
WALL DISPLAY assortments, you get four sales 
aids—the patented Gilmer HANDIMETER, a win- 
dow and counter display card, the Gilmer “Belt 
Bible,’’ and the handy Gilmer Inventory Card. 


Complete your V-Belt department with Gilmer Sheaves 
. In all standard sizes; each sheave individually 
boxed and labeled. 


L. H. GILMER CO. 


ORDER THESE PROFIT-MAKING GILMER ASSORTMENTS 
FROM YOUR GILMER HARDWARE WHOLESALER, or 


THIS COUPON=——-—-4 


Division of 
United States Rubber Co 


[7 ——— CLIP AND MAIL 





|| LH. GILMER COMPANY | 
| Tacony, Philadelphia 35, Pa. | 
| I'm interested in belt sales and profits... l 
it Send me the Gilmer + 350 “Tower” set with sales aids ($26.12) | 
‘| Send me the Gilmer + 500 Wall Display with sales aids ($38.34) ! 
i| Bill me $ through your nearest wholesaler. 
il 
I NAME___ _ | 
! 
r ADDRESS alae a 
il cry ZONE_ STATE | 
ics se ime eee se GS GD Gn ene Gms ED Eb ie nl) Gb OD UD ls > CS ta aD a - 
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Tempered 
Steel Rods 
are Popular Priced 


Straight-handle, detachable offset 
handle, reel-rods, trolling rods, landing 
nets, reels—a complete line to sell from 
95¢ to $4.95. Just right for the mass 
trade. Get Bulletin and prices now. 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 






5021 Highland Ave., Niagara Falls, N. Y. 





Long a joy to profes- 
sional and other gar- 
deners. The Pilgrim 
will appeal to all your 
customers who take 
pride in good tools. 
Top quality, backed 
by BLAIR’S seventy 
years’ experience, 
assures satisfaction. 


The 
Pilgrim 





LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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WHAT'S NEW 





Pa-Par Drop Cloth 


Hebert Paper Specialties, Inc., Buf- 
falo, N. Y., is offering the disposable 
Pa-Par drop cloth. This paper cloth 





has been treated to make it resist paint 
penetration, and repell water, according 
to maker. May be used to protect floor 
from youngsters, to catch drops from 
clothes hanging indoors. 


Chain Display Stand 


Campbell Chain Co., York, Pa., offers 
a merchandising stand designed to dis- 
play and dispense the various types of 
chain handled by the hardware trade. 
Stand holds four rows of reels from 
which a variety of different types of 
chain can be dispensed with ease, ac- 
cording to the maker. Finished in 
blue and yellow, unit is 53% in. high, 
20'2 in. inside and 21% in. deep. Has 
a five compartment bin at the top to 
hold accessories. A 3 ft. measure is a 
permanent part of one of the columns 
supporting the rack. Chain cutter, 
mounted on a hook may be secured 





with the rack. It is 12 in. long and will 
cut chain, not hardened, up to % in. 
diameter. 


Model Fire Engine 


The Charles Wm. Doepke Mig. Co., 
Inc., Rossmoyne, Ohio, offers a working 
model of the American-LaFrance aerial 
ladder. Thumb screws elevate and ex- 
tend its reinforced aluminum ladders 
nearly 4 ft. above the 33 in. steel body. 
Features two auxiliary aluminum scal- 
ing ladders, wind-up siren, fire bell, 
mock searchlight, lucite windshield, 
and steerable front wheels. Ladder 
base of the model aerial ladder rotates 
a full 360 deg; and the wheels are 
exact die-cast copies of the Budd design 
mounted with rubber tires and support- 
ing the toy with three point suspension. 
Also available is the model Euclid truck, 
a 27 in. steel copy of the Euclid bottom- 





dump truck. Has a universal-type coup- 
ling between tractor and trailer so four- 
wheel towing unit may be used to pull 
other model toys. Also has die-cast 
wheels, rubber tires, and diamond- 


tread aluminum and stainless steel trim. 
Both toys weigh 11 Ibs. 


Shadow Boxes, Brackets 


E-Z-Do, 261 Fifth Ave., New York 
City 16, is offering a varied line of 
shadow boxes, wall brackets, corner 
brackets and curio stands, cup and 
saucer holders and figurine boxes. Most 
come unfinished or in various finishes 
as Swedish maple and for wall brackets 
in the Chinese Chippendale style and 
Chinese figurine boxes. Most of them 
are knocked down, permitting ease of 
packing and storing. Cup and saucer 
holder retails at two for $1. Ot! 
prices range from $1 to $9.98. Most 
of the brackets are in the $2.49 ran 
when unfinished, $2.98 when finished 
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Cellulose Floor 
Sponge Mop 
Fred V. Fowler Co., 551 Tremont St., 


Boston 16, Mass., offers the Teddy 
cellulose floor sponge mop, which fed- 





tures a detachable head. Assorted col- 
ors 12 to shipping carton, including 
handles. Head can be used as a sponge 
or a mop. Block and handle made of 
hardwood. Model CM-10 retails for 
$1.95, mop head separate, $1.20, packed 
six to shipping carton, wrapped in cello- 
phane. Heavy duty unit, CM-35, mop 
head on hardwood block, retails for $3, 
CH-35, mop head, $1.80. 


Storm Window Display 


Central States Paper & Bag Co., 
5221 Natural Bridge, St. Louis 15, -Mo., 
offers a transparent plastic storm win- 
dow, retailing for $1. To merchandise 
this storm door, the company offers a 
counter display which is a miniature 
screen door covered with a replica of 
the water-proof, wind-proof kraft paper 
cover. Miniature door cover is complete 
including the transparent plastic sewed 
window at eye level. Display is 3% 
in. wide, 2 in. deep and stands 8 in. 
high. 


6-in-1 Utility Set 

The 6-in-1 utility set is being made 
by The Earl Products Co., 701 N. Sanga- 
mon St., Chicago 22, Ill. Set consists 
of a hardened drop-forged steel hammer 
head which is precision made. Claw 
hammer has four different size metal 
screw drivers which telescope one into 
the other and screw into the hammer 
handle. Tool is individually mounted 
on two color display cards for counter 
display and packed 24 to corrugated 
shipping container. Tool is guaranteed 
to be rustproof. 


> <p 
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WOW! 


PAINE “SUDDEN DEPTH” DRILL BITS 


make it possible to place the anchor without 





cleaning the hole! 


Now you can drill even the hardest materials easier 
and faster. The new Paine “Sudden Depth" Drills 
a thin, 





are equipped with automatic dust ejector 
durable wire wound around the shank that spirals 
the dust and dirt out of the hole as you drill. Holes 
are kept clean, permitting the drills to bite into 
concrete and masonry with maximum speed and 
with less wear. You save valuable time on the job 
. no dust to dig and to blow out . . . no dust 
explosions. Get Paine "Sudden Depth” drills with 
the automatic dust ejector today. No increase in 
prices. 
Paine “Sudden Depth” drills, with automatic 
ejectors, are immediately available in round shank 
models from 14,” to 1” sizes inclusive. 


WRITE TODAY FOR LATEST LITERATURE 


The PAINE CO. 2963 Carroll Ave., Chicago 12, III. 


Offices in Principal Cities 


The Best Craftsmen Always Take pAINE’s 
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these fast selling 
NATIONAL products 


are building 


Profits for its ers 
* 


x * 


BRONZE WEATHERSTRIP 





This is highest quality spring 
bronze weatherstrip in a conve- 
nient package. Unit contains 100 
feet of highly polished strip, 
punched every 114 in., and ample 
nail supply. 


PACKAGED 
WEATHERSTRIP 


for DOORS and WINDOWS 
Compact unit contains the 
best bronze strip, E-Z-ON, 
nails and instructions for one 
door or window. Four stand- 





ard windows —two doors. 
Odd sizes made to order in 
orca quantity. 


WINDOW SCREENS 








Bronze or aluminum wire screening 
on steel frames, or aluminum wire on 
aluminum frames. 30 popular stock 
sizes or made to order. Easily in- 
stalled and removed. Lifetime 
service. 


WRITE OR WIRE 
FOR PRICES 


NATIONAL 


METAL PRODUCTS COMPANY 
1025 Chateau Street Pittsburgh 12, Pa. 
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WHAT'S NEW 





Handy Dryer 


Southwick Mfg. Co., Southwick, 
Mass., offers a compact dryer for lin- 
gerie and linens to be used in either 





Four 12 in. 
dryer arms fold away out of sight. All 
aluminum the unit is highly polished to 
a chrome finish. On initial orders for 
4 doz. or more, one demonstrator coun- 
ter display card on which is mounted a 


the kitchen or the bath. 


sample dryer is available without 
Also a display card without 


Retail for $1.98. 


charge. 
sample. 


Dow Chemical Folder 


A sales promotion folder, “Dealer 
Sales Aids for 1950,” has been prepared 
by The Dow Chemical Co., Midland, 
Mich. Contains five pieces of sales lit- 
erature and in addition provides a 
carrying case for Dow agricultural 
chemical literature. Illustrations of 
electros, mats available; dealer identi- 
fication signs and decals are described 
and listed on an order form. 


Whisk Broom Display Stand 


Modglin Co., Inc., 3235 San Fernando 
Rd., Los Angeles 65, Cal., offers a dis- 
play stand for Whisk-Off, all plastic 
whisk broom. Jet black plastic display 





rack is available with each 36 assort- 
ment order. Broom is made in purse 
size for 29 cents, for office at 49 cents 
and for general use, 69 cents. 


Delta Window Decal 


Available to dealers handling De/ta 
Milwaukee Machine Tools, 600 East 
Vienna Ave., Milwaukee 1, Wis., is a 
four-color window decal. It is a double- 
purpose transfer that may be applied to 
either side of glass or to a wood or 
metal surface. This provides dealers 
with another tie-in with Delta’s advertis- 
ing. 


Mirro Catalog 


A 32 page catalog featuring Mirro 
and Mirro-Matic aluminum utensils is 
available from the Aluminum Goods 
Mig. Co., Manitowoc, Wis. Printed in 
three colors the catalog uses the Mirro 
label as its theme and displays that 
label throughout the catalog. Each page 
has a stock control sheet opposite 
items. 





Chrome Plate Pipe Wrench 


Penens Corp., 3900 Wesley Terrace, 
Schiller Park, Ill., offers a chrome pipe 
wrench, in 8, 10 and 14 in. sizes. Indi- 
vidually boxed, the wrenches are nickel 














chrome plated for rust resistance. Fea- 
tures stainless steel rivet, and non-rust- 
ing brass springs. 


Screen Door Push Bars 


fir Control Products, Inc., Coopers- 
ville, Mich., offers Leigh push bars for 
screen door. Made of extra heavy steel, 
the bars are attractive in design. Easily 
installed by anyone, it requires four 
screws. Available in two sizes for 32 
and 36 in. doors. Finished in baked 
white enamel with a rust inhibiting zin: 
chromate undercoat. Packed 10 per 
corrugated carton. Net dealer price is 
61 cents for size 32 and 64 cents for 
size 36. 


Aluminum Casting Alloys 


A 40-page illustrated booklet, “Alu 
minum Casting Alloys,” is offered by 
Federated Metals Division, American 
Smelting & Refining Co., 120 Broadwa 
New York City 5, Written to be an 
education and reference text, the book 
let contains sections on pouring, shrink 
age, dross control, solution treating. 
aging, stress relief, corrosion, test bar 
gas absorption and effect of moistur 
Copies available upon request. 
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Dut Your 
Beat Foot 7 


STOCK AND SELL 


SPEED KING 


ROLLER SKATES 


/ 













No. 600 
500-MILE SPEED KING 


Skate sales step lively when you fea- 
wre the fast-moving SPEED KING 
line. Pace-setter is the famous “500- 
Mile’ model, guaranteed for a year. 
Tempered steel wheels bring amaz- 
ing speed and unusual ruggedness 
..make this Hustler the sensation of 
the sidewalks. Other SPEED KING 
skates to fit every foot and market... 
all with new “shaped to the shoe” 
comfort. To build bigger business in 
skates, write today for full details on 
the SPEED KING line. 


HUSTLER CORPORATION 
STERLING, ILLINOIS 






No. 480 : 
SPEED KING 


No. 550 
SPEED KING (WITH CAPS) 
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IF YOU KNOW YOUR FISHERMAN 

... YOU KNOW THIS witt SELL! 


@ STANDARD PLIERS 















@ RAZOR SHARP 


= 
@ FISH SCALER <s.. - 
KNIFE EDGE a Gu“ i ps 
\ Lowe 4 | © FASTENS 
@ HOOK y 2 : SPLIT SHOT 
DISGORGER | os i SINKERS 





+ m7) | e@wire curter 
remover | 2" MEASURE gg f 
-_ e pore © 216. OPEN END 
e@screw \ 4 Ooite WRENCH FITS 
DRIVER STANDARD CASTLE 


NUT ON REELS 


# 10° CALIPER MEASURE (WHEN OPEN) 
FISHERMAN’S 


AMAZING pYy-ALL 


PRECISION MADE FROM HIGH QUALITY TOOL STEEL 


No more fumbling through dozens of implements in an overflowing tackle 
box! The Du-All combines 12 useful fisherman's tools into one single unit! 
Performs each job with speed and efficiency. Re- 
cently introduced, thousands of Du-Alls sold al- 
ready! Every fisherman needs one! Every 

fisherman will buy one! Nationally advertised 
in leading sportsmen’s magazines. Free 

dealer display cards, customer literature 
ond newspaper mats with every order 


"12 TOOLS IN 1” 


FISHERMAN’S DU-ALL CO. 


16907 LIVERNOIS AVE. 
DETROIT 21, MICHIGAN 


% JOBBER INQUIRIES WELCOME 







RETAIL PRICE 


$395 


DEALER COST 


28 o 















“meer 
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TACKLE PROFITS? 





O 


\ 
/ 
| 
} 
| 
} 


Ss 





taking advantage of 
Here’s 


You can—this Spring—just by 
H-I’s Special Promotion Program. 
helping you insure better-than-ever tackle volume: 


how we're 


1 H-I’s national advertising is bigger than ever, 
better Right it's creating H-lI 
tackle prospects for you! 


than ever. now 


2 Prices have been reduced on the whole H-I 
line. You just can’t beat H-I values this season. 


made drastic price 


3 In addition, 
cuts (some more than 30%) on special fast-mov- 
We've selected rods, reels, 


we've more 
ing, top grade items. 
and lines that have always been good sellers, and 
prices no fisherman can 


are offering them at 


resist. 


A We've prepared a special series of newspaper 
ad mats playing up these outstanding H-I values 
—and they're free for your use. 


5 We're offering an especially attractive mer- 
chandising plan to H-I dealers. Write us right 
now for full details. 


You'll find your store is ‘tackle 
with values fishermen can 


This year, feature H-I. 
headquarters” for your area, 
find nowhere else. And you'll be offering top-notch, 
action-proven tackle for every fisherman and every kind 
or write us direct. 


of fishing. See your H-I man, 


HORROCKS-IBBOTSON CO. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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RED 
JACKET 


Presents tte Mew 
JET PUMP LINE OF 
WATER SYSTEMS 
FOR HOME AND 
FARM 


CENTRI-JET "H" 
Single Stage Pumps 


CENTRI-JET "A" 
Multi-Stage Pumps 


FOR ALL WELLS 


Now you can sell one line of 
pumps and water systems that will 
satisfy the demands of every pros- 
pect. These new jets, plus the 
Submerga-Pump and Red Jacket's 
other fine water pumps, offer you 
the most complete line for home 
and farm use, 


These new jet pumps have features 
of performance and convenience 
that instantly show their super- 
iority. They include: 

% TO | H.P. © HIGH CAPACITY 
@ HIGH PRESSURES @ INSTANT 





190 
bai shallow well models are self- 
priming. 
All deep well models are prime- 
maintaining. 

RED JACKET — REDA 
- 4 
Submerga-Pumpe 
The pump that is completely sub- 
merged at all times — the pump 
you never hear — never lubricate. 
Easy to install — requires a min- 
imum of piping. Your customers 
and prospects will marvel at this 
newest of water pumping equip- 
ment. For any wells 4” and larger. 
Sizes 5%, I'4 and 3 H.P. Pressures 


to 550 pounds. Pumping depths 
to 1200 feet. . . 


OTHER POPULAR 
RED JACKET PRODUCTS 


_ Shallow Well and Deep Well 
Reciprocating Pumps, Centrifugal Pumps, 
Cellar Drainers, Frost-Proof Hydrants, 
Hand and Windmill Pumps and 
Water Conditioning Equipment. 

Write us for complete ceta- 
log and prices ond the name 
nearest Red Jacket 
‘or. Address, Dept. HA 












a 
RED JACKET 








of yo 
Distribut 





RED JACKET MFG. CO. 


DAVENPORT, IOWA 
“The Choice That Makes Friends'' 
Since 1878 


144 








aWHAT’S NEW 








Picnic Aid 

The Buckeye Aluminum Co., Wooster, 
Ohio, is making a picnic aid which has 
five polished compartments, tailor fitted, 
to be weather proof and insect proof. 
Equipped with a_ top-to-bottom lock 
which permits one-piece carrying. In- 
dividual pans handy for everyday use. 


Said to keep food either hot or cold. 
Prevents drying out. Individually packed 
in reshipper three-color gift cartons. 


Electric Paint Remover 
The B & L Tool & Machine Co., 38 


East St., Plainville, Conn., offers an 
electric paint remover to retail for 
$12.95. Said to remove paint from flat, 
curved or irregular surfaces; can be 
used indoors or out. Claimed to provide 
maximum heat in two minutes. All 
electricaf connections completely pro- 
tected. Heating element consists of 60 
in. of nichrome wire. Permits localized 
removal of paint in small areas. Has 
metal case. Can be used with regular 
house current, 110-120 volt, AC-DC, 600 
watt. Unit weighs slightly more than 
1 Ib. It is used like a flat iron and 
causes the paint to blister and soften 





so it can be removed easily with a 
metal scraper or wire brush. Heavy 
gage reinforcing shield of steel on top, 
said to prevent buckling. 


Safeway Hand Hoists 


American Chain & Cable Co., Ine., 
York, Pa., Wright Hoist Division. offers 
a line of Wright safeway hand hoists. 
The hoists are made in capacities from 
% ton to 4 tons. Said to be compact, 
have close headroom, are lightweight 
and easy to handle in tight places. 
Maker says construction features sim- 
plicity of design, modern gear drive, 
Weston type brake, steel load chain, 
steel housing, self-lubrication and drop 
forged top and bottom hooks. It is said 
that these hand hoists have a high 
safety factor against possible impact 
loadings. 


Bamboo Rake 


Mikado & Co., 813 Jackson St., Seat- 
tle, Wash., offers the Bear Claw bam- 
boo rake. The bamboo in the rake is so 
cut that the joint section forms the 
extreme tip of the teeth. Maker claims 
this feature keeps the tips of the rake 
from fraying and splitting. Rake is 
bound with copper wire and necked 
with a U type metal clamp. Rakehead 
has 33 teeth and 18 in. fan spread; 
rake handle is 48 in. long. Rakeheads 
and handles are packed in separate 
bundles, thereby preserving the shapes. 
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Sells Toys Throughout 
The Year 


(Continued from page 83) 


variety of playthings shown, items 
being priced from as little as 10¢ 
to as high as $29.95. 

Adults visiting the store for 
hardware or housewares lines see 
the toy display and make a mental 
note of it for future reference. 
Often a person buying one toy for 
a particular event will see some 
other plaything he will buy for a 
birthday to occur some time in the 
future. 

Last Christmas the store did the 
largest toy business in its history, 
selling about $12,500 worth of 
juvenile joy. By the time the 
island toy display, shown on page 
83, is cleaned out, another 
$1,500 worth of youngsters’ lines 
will have been disposed of by the 
store. 


Features Dog Supplies 
In Limited Space 
NEAT, compact and plainly 


visible dog supplies depart- 
ment near of the two en- 
trances to the Wells & Copithorne 
Co., Lake Forest. Ill., is valuable 
in getting more business from dog 
owners. Collars and other harness 
items are hung neatly on hooks, 
while a top shelf contains dog 
remedies. A lower shelf location 
holds items such as rubber bones, 
balls and dog brushes. Many peo- 
ple in the area own dogs, and few 
dog owners can resist giving the 
display a “once-over” when enter- 


one 


ing or leaving the store. 


DOG SUPPLIES 


Dog owners take one look at this 
display and become interested. 
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MODEL EVERHOT DELUXE ROASTER-OVEN 


—Everhot gives you something new, dynamic, 
startling, to bring the electric housewares 
shopper into your store—a special Everhot 
Roaster-Oven with many deluxe features, for 
only $29.95. 

Spark the interest of the shopper into buying 
action. Here is a perfect example of Everhot “Outstanding Value’’— 
known high quality at a price that makes it such a marvelous bargain 
that no woman can resist it. 

Production of this Everhot “Electric Housewares Week Special” is 
limited. A specific allotment has been set aside for your territory. 

Contact your Everhot distributor or the factory by phone, wire 

or letter and get your order request on record. You may not get all 
you want, but you will get some—if you act promptly. 

There will be no opportunity for repeat orders. 


€VERHO 


SELL THE WHOLE LINE 


@ Everhot Roaster Ensemble, 
Roasterettes, rangettes, 
MN mee blankets and heaters all offer 


unusual sales appeal features. 
Show them. Display them. 


cea beater es 













Sell them. 
o _ 
DINTH PosT 
Ne = | 
The Everhot color advertise- AVn)', 
ment in the Electric House- KAY 
wares Week special edition of \._ - 


the Saturday Evening Post, re 
April 15, features these Everhot 

products. Millions of house- 

wives will see them in this 

Everhot Post ad. 

Manufacturers of Cooking Equipment since 1884 


These Everhot Electric 
housewares represent 
outstanding value. Dis- 
play them and watch 
them sell. 





THE SWARTZBAUGH MFG. COMPANY 
TOLEDO 6, OHIO 
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G. E. SUES MACY FOR PRICE CUTS 
ON FAIR TRADED APPLIANCES | 


Injunction 
slashes on 


proceedings climax a rash of price 
the part of New York City department 


stores that sought to meet competition of many 


discount houses. 


A rash of price-cutting on fair 
traded electrical housewares, 


which started about a month ago 


among leading New York de- 
partment and electrical stores, 
culminated last week with the 


filing of a suit by General Elec- 


tric Co, against R. H. Macy & 
Co., to restrain the store from 


selling two of G.E.s fair-traded 
items below established mini- 
mum prices, 
Electric’s 
an injunction against 
is returnable the 
Court. April 10. 

The implications in this case 
very significant and the re- 

of court to follow 
will undoubtedly have great bear- 
ing on the effective continuance 
of Fair Trade which is now per 
mitted by 45 state laws. 

A number of other stores fol- 
lowed the lead of Macy’s when it 
started to slash the 
numerous traded electrical 
household items in an ostensible 


General motion for 
the store 


in Supreme 


are 


sults action 


prices 
fair 





| below 


on | 


move to meet the competition of | 


the discount 


numerous 
ing in the 
York area. 
The drastic slashes on 
the part of Macy’s and the other 
stores which followed suit were 
apparently 


metropolitan 


price 


made in an attempt 
to focus public attention on the 
fact that much fair traded mer- 
chandise be purchased 
much prices in 


can al 


lower discount 


houses, while all other stores do- | 


the 
were expec ted 


ing business in customary 
manner to hold 
the price line for the fair trading 


g 
manufacturers. 


houses | 
which have long plagued retail- 


New | 


It has been public knowledge | 


that department stores have been 
opposed to the principle of fair 


trade and so the recent price 
slashes were undoubtedly moti- | 
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\ 


vated in part to an effort to dis- 
credit fair trade. 
Manufacturers 


and fair trade 


proponents were fearful that the | 


Other makers also take action 


| trade law, one leading appliance | 


price-cutting in New York might | 


become epidemic and spread to | 


other parts of the country but 


at this time it appears that the | 


is localized in New 


condition 


| manufacturer delivered a state- 
ment by messengers vetiouins | 
its intention “to enforce the 
maintenance of the on 
retail prices.” 

This company pointed out | 
that it has instituted 13 in- | 
junction suits against wpa, 


York. The ensuing legal action | 


will be closely watched by man- 
ufacturers as well as dealers in 
all lines who are preponderantly 
in favor of fair trade. 

The General Electric affidavits 
filed with the courts have alleged 


that Macy’s was selling its G.E. | 


iron at $3.95 below. the 
fair trade price of $17.95 and 
the G.E. sandwich grill at $3.00 
the 


of $14.95, 


Leading manufacturers of fair 


steam 


established minimum 


traded housewares were quick to 
the threat to their 
price structures as well as to the 
fair trade principle and took fast 
action. 


recognize 








CORNING TAKES ACTION 
ON DISCOUNT HOUSES 


In its first post-war move 
against retailers violating Fair 
Trade agreements, Corning 
Glass Works on Mar. 31 filed 
petitions for injunctions against 
three New York discount 
houses. The actions are to 
prevent selling of Pyrex trade 
marked products below mini- 
mum retail prices set in the 
company's Fair Trade agree- 

ments. 








all of its 
retailers would 


To insure that 
tributors and be 
informed of its decision to main- 
tain its. retail 
under the New 


structure, 
state 


price 


York 





dis- 


fair | 


| AMERICAN HDWE. SUPPLY 


known to have violated the agree- | 
ments in the past two years. It | 


violators had desisted after being 
warned. 
(Continued on page 162) 


| 

| ’ | 
also pointed out that many ne 
| 


ELECT B. W. HILL 
ASS’T. TREASURER 


Ben W. Hill was 
elected an assistant treasurer of 
the American Hardware Supply 
Co., 41-43 Terminal Way, South 
Side, Pittsburgh 19, Pa. Mr. 
Hill joined the company in 1946, 
worked in the accounting depart- 
ment for a year and was then 
made departmental 
Prior to his employment at Amer- 
ican, he served in the Navy. 


recent ly 


supervisor. 








BEN W. HILL 





a 
ROBERT H. 


ELECT R. H. MORSE, JR. 
FAIRBANKS, MORSE 


MORSE, 


JR. 


PRESIDENT 
Robert H. Morse, Jr., who 
started with the company in 1916 
in the foundry of the Beloit, 


Wise., plant, was elected to the 
presidency of Fairbanks, Morse 
& Co., Chicago, Ill., by the direc 
tors, following the annual meet- 
ing of stockholders. 

Mr. Morse the third 
generation Morse to be president, 
has been vice-president in charge 
Previously he was 


who is 


of operations. 
vice-president in charge of sales, 
assistant general sales managt 
and has held many other post 
tions. 

His father, Colonel Robert H. 
Morse, whom he succeeded, has 
become chairman of the board. 
Colonel Morse has been president 
since 193] and has spent 55 years 
with the company. He also started 
in the Beloit plant. 

His grandfather, Charles Hos 
mer Morse, was the founder of 
the company and was chairman 
of the board upon his death in 
1921. 

Mr. Morse is also president of 
the Diesel Engine Manufacturers 
Association. 

LARRY ROBBINS RESIGNS 
FROM NEW HAVEN CLOCK 
} 


Larry Robbins has announced 
his resignation as preside and 
chairman of the board of New 
Haven Clock & Watch Co.. New 
Haven, Conn. His future plans 
will be announced Jater. 
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Reading Hdwe. Liquidates 
Builders’ Hdwe. Line; 
Continues Mower Mfg. 





WM. C. HABBERSETT 


William C. Habbersett, presi- 
dent, Reading Hardware 
Reading, Pa., has announced that 


Cis 


BUSHFIELD PERFECTION 
GEN. SALES MANAGER 


C. H. Foulds, Perfection Stove 
Cos (Cleveland) vice-president 
in charge of sales, has announced 
a revamping of the company’s 
sales division. 

Named general sales manager 
is Leslie Bushfield, for the past 
year sales manager of the range 
and heater division. Herbert C. 
Erhard, headed the 
Acorn-Oriole sales division since 


who has 
it was acquired by Perfection last 
year, replaces Mr. Bushfield as 
sales manager in charge of ranges 
and heaters. 

According to Mr. Foulds, the 
Acorn-Oriole division will be in- 
tegrated with the Perfection 
fange and heater division, under 
the direction of Mr. Erhard. 

Mr. Bushfield is a 30-year vet- 
tan with Perfection. He started 
with the company’s Canadian 
Branch as a clerk. From 1944 





the firm will liquidate the build- 
ers’ supply part of its business 
and will concentrate on the pro- 
duction of lawn Mr. 
Habbersett continued saying 
the corporation has not decided 
the of the 
mowers handled, 


mowers, 


by 


where manufacture 
lawn will be 
but indicated that a decision on 
the location may be forthcoming 
after the auction, May 22. 

The auction sale will be con- 
ducted by Joseph P. Day, 7 Dey 





St., New York City, at Reading | 


and the company is offering all 


machinery, and equipment for 
the manufacture of 
hardware items plus inventory, 


completed and partly completed 


items, dies, tools, patterns, ete. 
Also the real estate which 
amounts to 350,000 sq. ft. Mr. 


Habbersett stated that there will 
be no change in policy of oper- 
ation or executive personnel. 


through 1948 he was manager of 
the company’s Atlanta, Ga., sales 
district. 

For 25 years Mr. Erhard was 
Standard 


associated with Gas 





LESLIE BUSHFIELD 
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builder’s | 





| 





Equipment Co. of Baltimore, Md., 
former manufacturers of the 
Acorn and Oriole lines. His last 
four years with the company were 
of 
of 


in charge 


the 


as vice-president 


sales. Following sale 


SGE’s domestic range interests to | 


Perfection Stove, Mr. Erhard was 
Anderson 


Ind. 


continue 


sales manager for the 
Stove Company, Anderson, 

W. S. Hartman will 
as assistant to Mr. Erhard 
the management of Acorn-Oriol 
sales. 


NAME PRATT & LAMBERT 
ASS’T. TREASURER 


Burton F. Wilkinson, general 
sales department, Pratt & Lam- 


bert, Inc., Buffalo, N. Y., was 
recently named assistant treasur- 
er of the company. All other 
officers and directors were re- | 
elected. 

Mr. Wilkinson started his bus 
iness career with the company 
as a salesman in the central 
division, Buffalo, in 1938. In 


1941, he 


architectural 


to the 
service department 


was transferred 


of the division and a 
priorities 


year later 
became In 


1946 he 
general sales department. 


manager. 
assumed duties in 


the | 


| ELECT O. G. SCHWENK 


| YALE & TOWNE DIRECTOR 





Otto G. Schwenk, vice presi- 
| dent in charge of production, The 
Yale & Towne Mi. Co., The 
| 
} 
i 
OTTO G. SCHWENK 
Chrysler Bldg., New York City 
‘7. has been elected to the board 
of directors succeeding the late 
F. Carroll Taylor He was for 
merly associated with The 
Weatherhead Co... Cleveland, a- 
| assistant to the president 


Orders at Toy Fair Between 15-20 Percent 


Ahead of Last Year, 


Arthur M. Raphael, president | 


of the Toy Manufacturers of 
U. S. A., 200 Fifth Ave., New 
York City 10, sponsors of the 


American Toy Fair held March 
6-17, announced that orders 


given by the 11,000 buyers at- | 


tending were between 15 and 20 
per cent higher than those of 
last year. He stated that 
toy volume in 1950 is expected 


also 


to exceed the record sales of the 
past three years which have been 
around $300,000,000 manufactur- 
ers’ value. 

Mr. Raphael said that realistic 
prices and increased play value 
and quality of new merchandise 
accelerated buyer interest. Store 
inventories, reported to be very 
low, contributed to a substan- 


11,000 Buyers Attend 


tial increase in orders. 

H. D. Clark, ‘secretary the 
Toy Manufacturers of U. 5. A., 
reporting general optimism from 
the 1200 toy 
exhibited at the fair, maintained 


ol 


manufacturers who 


that the reaction of buyers and 
the high record of orders and 
commitments made at the fair, 


were sufficient to justify stepped 
up production schedules and sub 
stantial increases in employment. 

Mr. Clark said that results of 
of to fit 

needs age 
level were evidenced by a wide 
selection of new playthings. The 
research program also was re 
flected in new designs and man 


designs 
at each 


research toy 


children’s 





ufacturing methods which in- 
creased the durability. 
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Appoint L. N. Bent Vice-Chairman 
Of Hercules Powder Board of Directors 


Leavitt N. Bent, vice-president 
of Hercules Powder Co., Wilm- 
ington, Del., was appointed vice- 
chairman of the board of direc- 
tors. 

The directors at their annual | 
meeting appointed Mr. Bent to 
the position, a newly created post. 
The new vice-chairman has con- 
tributed 43 years of service to 
the manufacture 
and chemicals. 

Other officers of the company 
were reelected by the directors 
for the ensuing year. The vice- | 
chairman will preside over the 
meetings of the board in the 
absence of the chairman. Charles | 
A. Higgins, president, is chair- | 
man of the board. 

Mr. Bent entered the explosives 
industry in 1907 as a chemist | 
with the Independent Powder Co. | 
at its Joplin, Mo., plant. He was | 
plant superintendent in 1914 
when Hercules Powder purchased 
the Independent company. 

In 1918 he became manager of 
the United States explosives plant 
“C,” which was operated by Her- 
cules at Nitro, W. Va. With the 
close of World War I Mr. Bent 
was appointed technical manager | 
of the industrial research depart- 
ment of the company. 


of explosives 








In 1921 he was made assistant 
to the general manager, with su- 
pervision of naval stores opera- 
tions at the Brunswick, Ga., and 
Gulfport and Hattiesburg, Miss.. 
plants. | 

When Hercules operations were | 


departmentalized in 1928, Mr. 
Bent was appointed general man- 
ager of the naval stores depart- 
ment. He was elected a director 
of the company the same year. 
He left the Naval Stores De- 
partment in 1934 to become vice- 
president and a member of the 
executive committee. Five years 
later he was named vice-chairman 
of the executive committee. 
J. P. SCOTT HEADS 
L & H REFRIGERATOR, 
FREEZER DIVISION 
Johnston P. Scott ‘has 
named manager of the refrigera-| 
tor and freezer division of A. J. 








been 





JOHNSTON P. SCOTT 


Lindemann & Hoverson Co., Mil- 


waukee, Wis. 


| president. 


intro- 
home 


The L&H 
duced refrigerator 


organization 


and 


freezer lines late last year. 


Mr. Scott resigned as director 
of sales for Universal Cooler Di- 
vision of Newport Steel Corp. to 
take the new position. He had 
been with the Universal Cooler 
Division for seven years. Prior 
to that he had been associated 
with Victor Adding Machine Co., 
Bendix Home 
and Nash-Kelvinator Corp. 


ELECT W. C. DABNEY 
DEVOE & RAYNOLDS 
PRESIDENT 


W. C. Dabney has been elect- 
ed president of Devoe & Raynolds 
Co., Inc., 44th St., and First 
Ave., New York City, having 
formerly served as senior vice 
Mr. Dabney was a 
co-founder of Jones-Dabney Co., 


| Louisville, which became a mem- 


ber of the Devoe group in 1938. 
Elliot S. Phillips has retired 
his position as president but 
continues as chairman of the 
board and head of the executive 
committee. 


NATIONAL LEAD 
BUYS SCHORN PAINT 


The Schorn Paint Mfg. Co., 
Seattle has been purchased by the 
National Lead Co., from the 
American-Marietta Co. D. D. 
Roberts, manager of the Pacific 
Coast branch of the lead com- 
pany said that the Schorn brand 
as well as its manufacturing and 
marketing policies will be con- 
tinued. 














Slaymaker Lock Co., Lancaster, Pa., recently held an eastern district sales meeting, 


at which the 1950 sales program was introduced on “Padlock Town.” 


Among the com- 


pany executives present were: left to right: Fred A. Williams, manager of industrial sales 
and assistant general sales manager, W. Heyward Smith, vice-president and general sales 
manager, Sam Slaymaker II, advertising manager, and Samuel C. Slaymaker, president. 
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Appliances, Inc., | 





APPOINT W. A. HUBER 
GENERAL MANAGER 
ROEBLING’S WIRE ROPE 

Charles R. Tyson, president of 
John A. Roebling’s Sons Co, 
Trenton, N. J., has announced 





WALTER A. HUBER 


that Walter A. Huber has been 
appointed general manager 0! 
the wire rope division. 

The objective of the company’s 
new program is to specialize each 
division. Mr. Huber 
administrative 


product 
will coordinate 
and production work with mer 
chandising schedules and cus 
tomer requirements. 

For the past nine years, Mr 
Huber served as manager of 
preformed wire rope sales for 
the American Chain & Cable Co, 
Inc., and prior to that had served 
as assistant to the president and 
sales manager of the wire rope 
division of the Jones & Laughlin 
Steel Corp. He has been secre- 
tary of the Wire Rope Institute 
for the past 10 years. 


J. H. FAWCETT NAMED 
GENERAL MANAGER 
FOR DELTA HARDWARE 


John H. Fawcett, buyer and 
manager of the sporting goods 
department of the Delta Hard- 
ware Co., Escanaba, Mich, 
wholesalers, for the past four 
years, has been appointed gen- 
eral manager of the company. 

Following his graduation, Mr. 
Fawcett became associated with 
the Firestone Tire & Rubber Co. 
of Akron, Ohio, and for eight 
years occupied various positions 
for that company in Milwaukee, 
Seattle and Escanaba, Mich., in 
both retail and wholesale divi 
sions. 

Immediately after being dis 
charged from the Army in 194, 
he joined the Delta Hardware 
Co., as buyer of sporting goods 
and athletic equipment. 
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in quality construction with the finest full-size bicycles by Columbia 
...and available fully equipped with horn, light, chain 
guard, kick stand and chrome truss rods. Compare these Columbia 
juveniles and see why they deserve the tribute of 


“America’s First Bicycle”. 






THE WESTFIELD MANUFACTURING COMPANY, WESTFIELD, MASSACHUSETTS 


if ied he Br 3 ame 
COLUMBIA AND COLUMBIA-BUILT BICYCLES + SINCE 1877... AMERICA’S FIRST BICYCLE 
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Early Sell-Out of Exhibition Space 


Indicated for Nat’l. Builders Hardware Show 


Indications of an unusually 
early sell-out of exhibition space 
at the National Builders’ Hard- 
ware Exhibition in Kiel Audi- 
torium, St. Louis, Sept. 19 to 21, 
the 
sponsoring organizations, the Na- 


have been released by two 


tional Contract Hardware Asso- 
ciation, 420 Madison Ave., New 
York City 17, N. Y., and the 
American Society of Archi- 


tectural Hardware Consultants. 
Booth for the exhibi- 


tion, which is held concurrently 


literature 





with the joint annual convention | 


of the two organizations, was sent 


lo prospective exhibitors about 
March 
thereafter, the exhibition space, 
excepting 10 booths, was sold out. 

Many exhibitors are reserving 
than for- 


who are 


larger booth 
merly. 


normally 


spaces 
Manufacturers 


reticent about 


ing forthcoming exhibitions at 


1 and, within two weeks 


discuss- | 


such an early date are unusually | 


outspoken in favor of this year’s 


show and in letting out hints of | 


new and improved products be- 
ing shaped up for showing at the 
exhibition. 

An address by Roy Wenzlick of 
St. Louis is scheduled. The quiz 
contest in which technical build 
ers’ hardware problems are di 
rected for solution to a panel of 
nationally known industry ex- 
perts which was introduced at the 
19419 Convention will be repeated 
this year. 

Under the chairmanship of W. 
E. Peterson of Shapleigh Hard- 
ware ( Raymond A, 


‘o., and 


| of 


Kuehn of Schlage Lock Co., a 
joint St. 
has frequent 
meetings devoted to the overall 
program and has 


Louis convention com- 


mittee conducted 


developed a 
number of events designed to as- 


sist the delegates in the future 
conduct of their businesses. 
Mrs. Arthur L. Hager of St. 


Louis is chairman of the Ladies’ 
Convention Committee which is 
planning events for the lady dele- 
gates and visitors. 

Association and Society head 
quarters New York have in 
dicated that their allotted 


in five St. Louis hotels is verging 


in 


space 


on a sell-out also. 
Mr. 


are 


Mr. 
mid - 
cities to assure local interest and 
of the and | 
addressed in- | 


Kuehn 


western 


and 
campaigning 


Peterson 


convention 
men of the 
dustry in places such as Omaha 


support 
have 


| and Lincoln, Nebraska, New Or- | 


leans, and Indianapolis. 
Estimates of attendance 
it the 
breaking number of delegates and | 
visitors (2541) who attended the | 


indi- | 


cate will exceed record 


New York convention and exhibi- 

tion at the New York Hotel Stat- 

ler in 1949, 

THACKSTON ADVANCED | 
BY GOODRICH TIRES 


Henry 
the 


B. Thackston, manage 
Atlanta district of the | 


| Replacement Tire Sales Division 


of the B. F. Goodrich Co., Akron, 
Ohio, has been appointed sales 
of the 


development manager 


| president 


southeastern division with head- 
quarters in Atlanta. 

Mr. Thackston is succeeded as 
Atlanta district manager by Don- 
ald E. Lagarde, who had been 
in a similar in the New 
Orleans district. 

One of the veterans in the tire 


post 


sales organization of his com- 
pany, which he joined in 1909, 
Mr. Thackston had been district 
manager at Atlanta for the last 
18 years. 

Mr. Lagarde has been with 
B. F. Goodrich since 1926, start- 
ing as a tire salesman in the 
New Orleans district. 











LESLIE M. STRATTON, 


JR. 


Stratton - Warren 
Hardware’ Co., wholesalers, 
Memphis, Tenn., and Stratton- 
Edwards Mfg. Co., has been 
elected president of the Mem- 
phis Chamber of Commerce. 
Mr. Stratton was previously a 
vice-president of that body. 


o} 











WEST VIRGINIA ASSN. ELECTS: 
Greenbrier, White Sulphur Springs, W. Va., 


elected the following officers: 


Charleston. 





At its annual convention, March 
The West Virginia Hardware Association 


13-15 at the 


president, H. Bruce Bacon, South Charleston Hdwe. Co., 
South Charleston, succeeding W. Ellis James, Sutton; vice-president, J. Conrad Mallory, 
Wholesale Paint & Supply Co., Princeton; secretary-treasurer (re-elected) James C. Field- 
ing, Charleston. Members of the executive committee are E. Earl Bibb, Beckley Hdwe. & 
Supply Co., Beckley; Charles C. Hertel, Hinton, The W. Bingham Co.; J. Guy Snowden, 
Parkersburg, The Geo. Worthington Co., and Charles F. McNutt, Charleston Hdwe. Co., 


In the photo, left to right front row, are: Messrs. Bibb, Bacon, Mallory, and Fielding; 
rear row, Hertel, Snowden, and McNutt. 
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B. H. McCLAIN NAMED 
HAND FORGED TOOL 
VICE-PRESIDENT 


B. H. “Barney” McClain, be 
ginning his ninth year with the 


P & C Hand Forged Tool Co, 





McCLAIN 


B. 


Portland, Ore., has been named 
vice-president of the company 
Mr. McClain will continue to 


| act as treasurer, and in additiol 





will assume executive duties ii 


the sales promotion activities 


the company. 


Mr. McClain will direct sales 
meetings and training sessions 
for P & C zone men and dis 
tributor’s salesmen. Scheduled 
visits by Mr. McClain to indi 
vidual retail dealers served by 
P & C distributors will also keep 
the company informed on current 


trends and problems of dealers 
and distributors in tool merchan- 
dising in every area. 
He joined P & C 
in 1941 and later 
sistant to the general manager 
He had previously been engaged 
for some years in building finance 
work Portland. 


as treasurer 


became as 


and loan in 


FEDERATED NAMES BLUM 
REGION SALES MGR. 
Metals 


Smelting 


Division, 
Refining 


Federated 
American & 
Co., has announced the appoint: 
Leon A. Blum as sales 
f Francisco 
Forest A 


ment of 
manager ¢ its San 
plant. He 
Wahlheim, retired. 

Mr. Blum has 
company for about 30 years, serv 
ing as salesman, manager of 
Federated’s Seattle branch, and 
from 1944 as assistant sales man- 
ager at San Francisco. 

Mr. Wahlheim started 
years of the 
pany in the sales department of 


the Selby, Cal., plant. In 1933 
he was appointed sales managet 


succeeds 


been with the 


his 43 


service with com- 


at San Francisco and he served 
in this position till his retire 
ment. 
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OIL LENGTH 


™ No oil need be added 
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or Undercoating! 















Here is the one aluminum paint, specific- 
ally formulated for special jobs where 
extreme heat is a necessity! One coat 


of RED HOT and you have a brilliant 
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Now, more than ever, Sheffield SUPER- 
KROME is the ONE aluminum paint that 
does the ENTIRE job! Covers wood, 
pick or metal in one coat with a bril- 
ant finish that lasts and lasts! A 
wal profit maker and volume builder! 


AT NEW REDUCED PRICES! 


finish that stays attractive! Perfect for 
furnaces, pipes, ovens for homes and 
factories! 

AT NEW RED( ED PR 













Improved Formulation 
That Gives UNPARALLELED 
ROOF PROTECTION! 










Ready Mixed ... Ready to Use... 


Will not tarnish in the container! 







Covers Perfectly: 
* Industrial Roofs 
* Commercial Roof 
* Residential Roofs finish that flows on like gold leaf! Available in 
* Barn Roofs & Silos ° 

Sheffield ALUMI-ROOF gives complete protection from sun, the following colors: PALE GOLD, COPPER, RICH 


snow, rain and sleet because it has superior reflection, has GOLD (brass) and DEEP GOLD (vernis martin). A 
aGILSONITE asphalt base that assures a lasting finish, and is 


Sheffield has the smoothest flowing gold leaf 


big seller as a touch up paint as well as for de- 
economical as well as easy to apply! A little goes a long way! 


AT NEW REDUCED PRICES! 





| corator use. Feature it and watch your sales grow! 


4 s oh hb, Af Lo; f sc e and P ? 
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Shetticll Zecreze PAINT CORPORATION 


MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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) amazing low price 
/ opens door to greater 
dealer profits 


Here at last a perfected 
fibreglass rod that thousands 
of anglers have wanted... 
now at a price any of your 
customers can afford. A new 
technical process makes it 
possiblejto fuse thousands of 
glass fibres into one flexible, 
1 translucent, solid shaft to form one of the toughest 
substances known. Not wrapped, not cored, not 
hollow . . . but solid— a rod material with qualities 
superior to any other. Take a look at Glasscaster! 





acme, 


@ Cannot rot or rust under any conditions. 

@ Combines amazing brute strength with permanently 
live, sensitive tip action. 

@ Will not break under fishing conditions, which would 
snap bamboo or steel. 

@ Will not take a ‘‘set.”’ 

Precision tapered Glasscaster blade is solid fibreglass 

(not cored or tubular) ... has keyed ferrule for 

correct “‘locked-in'’ guide alignment. 










CROSS SECTION shows 
thousands of Glasscaster’s 
) glass fibres as they are fused into 
solid, flexible shaft to form one 
of toughest substances known. 
Guides are mirror polished, stain- 
less steel. Windings genuine triple- 
twist silk — heavily lacquered for 
lasting wear. 
WALTCO PISTOL GRIP... specially designed 
and balanced for minimum casting fa- 
tigue and maximum casting accuracy. 
Made of handsome polished aluminum 
and tenite. 


Glasscaster Rods come in 31/2’, 41/,’, 5’ and 51/2’ 


NATIONALLY 


ADVERTISED lengths . . . priced from $9.95 to $13.95. 

All rods have individual, heav uty, fabri 
cies pore case with se aon _— 
OUTDOOR 
MAGAZINES yoducts 


waltco P 


2300 WEST 49th STREET 
CHICAGO 9, ILLINOIS 


JOBBERS WRITE FOR CATALOGUE SHEETS AND COMPLETE INFORMATION 
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Co. Mr. S 


BOYLE-MIDWAY ADVANCES | ter-Morton humana 
EUGENE P. MAGILL will remain as president and 
Eugene P. Magill, formerly | ~senat a : — 
division manager of the St. Louis |. orn ts. W E “Fier = 
division for Boyle-Midway, Inc., | cecal pcan aeaaa ee _ 
P has been named secretary-tr 


surer. There will be no change: 
in products or policy of 
tion of Hilo, according to \,; 
Schumann. 


oper 


CARROLL CHAIN BUYS 
CORBIN SCREW DIV. 
CHAIN DEPARTMENT 


The Carroll Chain Co., Colum. 
bus 7, Ohio, has announced tha 
it has acquired the chain depart 
ment of the Corbin Screw Divi 
sion, which was recently diseor 
tinued by the American Hard 
ware Corp. The operations of 
this department will be cor 
ducted from the company’s plar 
in Columbus. 





MAST-FOOS PRESENTS 
CARS TO EMPLOYEES; 
HOLDS BANQUET 


EUGENE P. MAGILL 


New York, has been made as- 

sistant regional sales manager Mast-Foos Mfg. Co., Spring 

for the southwest. field, Ohio, and its subsidiaries 
Mr. Magill has been associated | recently held a banquet 

with Boyle-Midway since Novem- | Springfield, on the occasion ¢ 


1930. presenting 150 new automobile 
to its employees to be used {i 
their personal and family use. 

Workers employed for thre 
years or longer were recipients 
of the cars, complete with licens 
plates and covered by insurance 
The automobiles were made 
available to the employees by 
Dallas E. Winslow, president o! 
the company, who also _ head: 
plants in Michigan, Indiana 
Massachusetts and Pennsylvania 
Employees already owning auto 
mobiles are privileged to retain 
them as a second car or dispo 
of them as they see fit. 


her of 


HILO VARNISH MERGES 
WITH CARPENTER- 
MORTON 


Carl J. Schumann, president, 
Hilo Varnish Corp., 42-60 Stewart 
Ave., Brooklyn 6, N. Y., has an- 
nounced the merger of Hilo with 
Carpenter-Morton Co., Boston, 
manufacturers for many years of 
a complete line of paints, var- 
nishes and enamels. 

The operations of Hilo will be 
continued with the support of the 
added experience of the Carpen- | 














NOBLE THORMODSGAARD, CANTON, S. D., WAS 
ELECTED PRESIDENT of the South Dakota Retail Hardware 
Association at its annual convention, March 7-9 at the Sioux 
Falls, S. D., Coliseum. W. A. Parsch, Aberdeen, was elected 
vice-president and O. R. Baily, Sioux Falls, was re-elected 
manager-treasurer. E, W. Misterek, Delmont, retiring presi 
dent, joined F. J. Hodoval, Ft. Pierre, and Henry Desnoyers, 
Clark, on the advisory board. Orville Finsand, Lemmon, was 
elected to the executive board which includes E. M. Barber, 
Britton, John Frey, Belle Fourche, and A. M. Bjerke, Brook- 
ings. In the photo, left to right, are Messrs. Misterek, 
Thormodsgaard, Parsch and Baily. 
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Western-Winchester Add Three Salesmen to | 


Sporting Goods, Ammunition Field Staff 


Three salesmen have been 
added to the sporting arms and 
ammunition field staff of Western 





ED GARLINGTON 


Bs ; . 
Cartridge Co. and Winchester Re- | 


peating Arms Co., East Alton, 


Ill. They have been assigned ter- | 


ritories in the East, South and 
Midwest regions, according to an 
announcement by Colonel W. F. 
Siegmund, general sales manager, 
Olin Industries, Inc., parent or- 
ganization, of Western-Winches- 
ter. 

Ed Garlington, runner-up for 
the 1949 National Clay Target 
Championship at Vandalia, Ohio, 
will headquarter in Charlotte, 
North Carolina, for district man- 
ager Paul Lewis. 

George F. Heaney, one of the 
nation’s top skeet shooters, will 
travel the State of Indiana, with 
headquarters in Indianapolis, for 
Western-Winchester district man- 
ager Jay Bouwknegt. 

Frederick E. Bates will report 
to Otis F. Fowler, district man- 
ager, and cover the eastern New 
York area. Mr. Bates holds two 
national pistol records. 





GEORGE F. HEANEY 
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Before joining Western-Win- 
chester, Mr. Garlington was with 
the Georgia Game and Fish Com- 
mission. 

Prior to joining Western-Win- 
| chester, Mr. Heaney was asso- 
ciated with the Allison Division 
of General Motors. 








FREDERICK E. BATES 


Mr. Bates operated his own 
business before coming to West- 
ern-Winchester. He also served 
as a police gun instructor and 
worked on war souvenir demoli- 
tion for the U. S. Government. 
PHILCO TO HOLD DEALER 

DISTRIBUTOR MEET 
IN ATLANTIC CITY 


5,000 Philco dealers from every 
part of the United States are to 
be guests of Philco Corp., Phil- 
adelphia, and their Philco dis- 
tributor at a sales meeting in mid- 
June at Atlantic City. 

Our forthcoming annual “mid 
summer convention” to be held 
June 19-22, will be the largest 
sales meeting of this type ever 
held, anywhere, by one manu- 
facturer,” Raymond B. George, 
sales promotion manager, stated. 

New lines of Philco merchan- 
dise will be the 
dealers and the company’s ad- 
vertising and promotional plans 


presented to 


be unveiled. 

All the varied facilities of the 
resort city will be made avail- 
able to the conventioneers and 
many activities are being plan- 
ned by Philco in cooperation 
show featuring Hollywood and 
Broadway stars will be the high- 
light of the convention entertain- 


ment. 
Twenty of Atlantic City’s 
boardwalk hotels have been 


leased to accommodate the con- 





vention, 


1950 


for the Fall selling season will | 


with Atlantic City officials. A | 
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COMMENDED 
PARENTS 
MAGALINE 


me 
‘Guaranteed by» 
Good Housekeeping }- 

sor — on gt 







TRACE MARK 


SOLID AND STRANDED 


ALUMINUM 


CLOTHESLINE WIRE 
“The Washday Sweetheart” 


e WON'T RUST ~« WON'T ROT 
e WON'T CRACK 
e HOLDS ALL TYPES OF CLOTHESPINS 
e WILL NOT SOIL WASHINGS 
Display this top sales-builder for steady profits. Millions 
of feet of Nichols Never-Stain Aluminum Clothesline 


have been sold. Costs no more than ordinary clothes- 
line. Ideal for yards, basement or attic. 


NATIONALLY ADVERTISED TO OVER 


20,000,000 READERS 










— > PACKED 
= 4-300 FT. COILS . 
= * : ® BETTER HOMES & GARDENS 


A PER CARTON ® HOUSE BEAUTIFUL 


® AMERICAN HOME 
® GOOD HOUSEKEEPING 
® PARENTS’ MAGAZINE 
® WOMAN'S DAY 

® PATHFINDER 
® SUNSET 

® HOUSEHOLD 





f 


mer 









bahia 





- a A at 
One continuous coil of 300 ft. marked with bright red 
plastic tape every 50 ft.Saves measuring and sales time 


NICHOLS WIRE & ALUMINUM CO. 


ALUMINUM *S NOT A SUBSTITUTE! 
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Warn Flatware Buyers Against Importers 
Offering Designs Similar To Oneida Patterns 


A warning to buyers of stain- 


less steel and silverplated flat- 


ware has been issued by Miles 
Kk. Robertson, general manager, 
Oneida, Ltd., in which Mr. Rob- 


ertson out that “it has 
come to our attention that certain 
import brokers, 
acting for and in behalf of cer- 


points 


agencies and 
tain Japanese manufacturers, are 
flatware 

in de- 


offering stainless steel 

and silverplated flatware 
signs which are deceptively sim- 
duplicates of 


with 


ilar to or exact 


design patents registered 
the United States Government. . . 

“While we are reasonably sym 
with the Gov- 


pathetic present 


philosophy ot aiding 
weak nations in efforts to 


re-establish themselves in the in 


ernment 
their 
ternational field, nevertheless we 
cannot be expected to view with 
complacency a trend of actions 
which might conceivably destroy 
American industry. . . 


“If and 


chandise, 


when any such mer- 


made in designs de- 


ceptively similar to or exact 
duplicates of Oneida, Ltd., de- 
is offered or sold in the 


States, Oneida, Ltd., re- 


signs 
United 


THE ULTIMATE 






me 


TS. 
“S 


” 
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serves the right to take such legal 
deemed 
against dealers 

sellers of such merchandise.” 


necessary 
and 


action as is 
importers, 


TELECHRON MAKES 

TWO APPOINTMENTS 

Appointment of N. P. Hamil- 
ton as assistant to the marketing 
and of M. W. Wilson 


as product service manager has 


manager 





N. P. HAMILTON 


eed 


— 
Scam Ti , 
- —— P| 


Telechron 


been announced by 
Inc., Ashland, Mass. 

Mr. Hamilton has been asso- 
ciated with Telechron Inc., since 


marketing 
as assistant to 


1936. He joined the 
department in 1947 
the sales manager. 

Mr. Wilson 


joined 


spector. Previously he had been 
in the inspection department of 
and was 


for Ben- 
war. 


Bendix Aviation Corp. 
resident representative 


dix at Telechron during the 


H. SCHULTZ & SONS 
TO HOLD DEALER SHOW 
620 Mar- 
hardware 
that 


H. Schultz & Sons, 
ket St., Newark, N. J. 


wholesalers, has announced 


it will hold a spring festival 
dealer show April 23-25 at the 
Newark Armory. The Sunday 


show will be open from 10 a.m. 
to 10 hours on 
Monday will be 
from noon to 10 p.m. Arthur A. 
Ettkin, sales promotion manager, 
has announced that than 
100 manufacturers will be rep- 
resented. Mr, Ettkin also stated 
that a attendance of 
3000 
dealers are 


p.m. and the 


and Tuesday 


more 


minimum 
dealers 
asked to bring 


=a les personnel, 


their 


HEAVY DUTY 


many 


THE H. 


AD lt 


Telechron | 
Inc. in 1945 as assistant chief in- | 


is expected. All | 


KWIE S 


"A Line you can be proud fo sell 


Illustration shows a few of the 
IVES Builders 
Specialties. 


e CAST BRASS full polished 

items—for those who desire 

the finest in quality. 

CAST BRASS machine pol- 

ished items—top value for 

moderate priced homes. 

e CAST ALUMINUM, non-rust- 
ing items in all popular fin- 
ishes for the low cost home. 


NEW HAVEN .. 


HARDWARE AGE, 


ALBANY HDWE. & IRON 
RE-ELECTS OFFICERS 


Dudley H. Robinson, secretary 


Albany Hardware & Iron Co, 
Albany 1, N. Y., has announced 
that at the 1950 annual meeting 
of stockholders held at the com 
pany offices, William C. Dear. 
styne, Harold L. Warner, Dudley 
H. Robinson, Edwin L. Fowler 


and William Dyer Dearstyne were 
re-elected directors of the com 
pany. 

Officers of the company, re 
William C. Dear 
styne, president: Raymond E 
Foskett, Henry J. Funk and Ar. 
thur E. Stephens, vice-presidents 
Harold L. Warner, 
Dudley H. Robinson, 
William Dyer Dearstyne, 
and assistant to the president 
Edwin L. Fowler, attorney. 


electe -d, include: 


treasurer 
secretary 
manager 


SARGENT RECEIVES 
COMMENDATION 
New 
has recently received com- 
mendation from C. L. Chadwick, 
American Guides 
Water 
Fort Hamilton 


Brooklyn, on the safety 


Sargent & Co., Haven, 


Conn., 


director of the 
Association, Salt 
2909 


Fishing 
Division, 
Parkway, 
Bernard 


first features of the 


fisherman’s cutting pliers. 





” 


Hardware 


Order from your Jobber 


B. IVES <Q 
CONN. 
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ARTHUR L, MOYER 


NAME SALESMAN FOR 
FLORENCE STOVE CO. 
ELECTRIC RANGE DIV. 


The appointment of Arthur L. 
Moyer to the position of special 
sales representative for the elec- 
division of Florence 
Mass., was 


by C. F. 


tric range 


stove Co., Gardner, 


announced recently 
Lucas, 
of sales. 

Mr. Moyer the West- 
inghouse Electric Corporation in 
1932. At Westinghouse, he held 
the post of product sales super- 


joined 


visor, in which role he 






headed | 


vice president in charge | 


the sales of 


supervised product training and 


special 


sales effort, and was instrumental 
in the development of sales and 
sales promotion programs. 


(s special sales representative, | 


he will be working directly with 
Florence division managers and 
territory salesmen in the devel- 


opment of an electric range dis- 
tributor program. 


INTERNAT’L. HDWE. 
SHOW JULY 22-25 


The First Annual International 
Hardware held at 
Navy Hl.. will 


extend 22-25 


Show, to be 


Pier, Chicago, 
from July instead 


of from July 23-30 as was origin- 


ally announced. This show is 
being sponsored by Campbell- 
Fairbanks Expositions, Inc., 28 


E. Jackson 


Blvd., Chicago. 


SIMONSEN INDUSTRIES 
APPOINTS AGENTS 


Harry H. Simon, director of 
sales for Simonsen Industries, 
Inc., 1414 S. Michigan Ave., 


Chicago 5, Ill, has announced 


| the appointment of the following 


Prod- 


will 


representatives. General 

ucts Co., Englewood, N. J.. 
cover the following New 
York, New Jersey, Virginia, 
West Virginia, Maryland, District 


area: 


FUEL 
OIL 


products, } 













A General Filter on every oil burner instal- 
lation is one way to insure against fires going 
out due to clogged nozzles. Dirt, due to oxida- 
tion, will gradually accumulate in every tank 
so that the older the installation, the more need 
for a General Filter. Contact your jobber or 
write direct to the factory for additional infor- 
mation on sizes, prices, and discounts. 


GENERAL FILTERS 
INCORPORATED | 


Deluxe 
Model 2A-300 


Jumbo size for 
large systems 
or dirty tanks. 





North South 
Delaware. Vel 
Seattle, W ash., 


of Columbia, and 


Carolina and 


Barr, home office 


represents the company in Ore- 
gon and Washington. MeCune- 
Merrifield Co... San Francisco, 
Cal.. covers Nevada, Arizona, 
Utah, Montana, Idaho. Colorado, 
New Mexico and EI] Paso, Tex.. 
south. Gecrge Gregory, Des 
Moines, lowa, will represent 
Simonsen in lowa and Ne 


braska. The 
will be covered by George Stimis, 
Hanover, N. H. Michael Badz, 
Chicago, IL, will handle Chicago 
and J. F. O'Hara, 
Columbus, Ohio, will travel Ohio, 
Indiana and Kentucky. 


New England states 


and Illinois, 


HDWE. MERCHANTS, 
MFR’S. TO HOLD 
GOLF TOURNAMENT 

At the regular meeting of the 
Hardware Merchants & Manufa¢ 


turers’ Association of Philadel 
phia, 505 Arch St., Philadelphia, 
held at the Down Town Club, 
Edward J. Weierstall, North Bros. 
Mfg. Co., presided over the 43 
members and guests in attend 
ance. 

The next meeting will be a 


golf-tournament and dinner meet 
ing to be held in June. The time 
and place will be announced at 
a later date. 


|e 





Master 
Model 2A-700 


Adequate ca- 
pacity for aver- 
age to large 
size homes. 









HARRY 8S. GOULD 


H. S. GOULD DIRECTS 
MERCHANDISING FOR 
JOHN MECK INDUSTRIES 


Harry S. Gould, former mer- 
chandising executive for The 
Magnavox Co., and Yale & 
Towne Mfg. Co., has joined 


John Meck Industries, Inc., Ply- 
Ind., as director of mer 
chandising. Mr. Gould will work 
the 42 
5.000 dealers carrying the Meck 
TV Mr. Gould 


been merchandis 


mouth, 


with distributors and 


line ot receivers 


has active in 


ing of appliances and electronics 


for 22 years, 


FILTERS ARE SURE FIRE 


Standard 
Model 1A-25 


Ideal for small 
homes, space 


heaters, and 
Fot water 
heaters. 


12890 WESTWOOD A 


DETROIT 23, MIC 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO, ONTARIO 
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W. A. BAKER RETIRES 
FROM EDW. K. TRYON 
W. A. Baker, sales representa- 
tive in Pittsburgh, Pa., for the 
Edw. Tryon 





W. A. BAKER 


Pa., has recently retired. Mr. 
Baker started his hardware career 
at the age of 13 in a retail hard- 
ware store, where he spent 10 
years before he joined E. C. 
Simmons in 1900 to work in the 
sales department, where he re- 
mained for two years. In 1903 he 
was assigned the Indiana terri- 
tory with headquarters at Ft. 
Wayne. This assignment included 
all small towns in central Indiana 
from LaGrange to the Kentucky 
border, which area he covered by 
horse and buggy and trains, In 


Co., Philadelphia, ' 


1905 he was transferred to Pitts- ) gratulations were from hardware, 


burgh and traveled in western 
Pennsylvania and part of West 
Virginia. 

When Simmons opened its New 


York warehouse. Mr. Baker was | 


sent to New York, and for two 
years was traveling sales man- 
ager and assistant general man- 
ager. Mr. Baker then returned 
to Pittsburgh and opened a 
sample room where Simmons sent 
men to be trained as salesmen. 
Later after the merger of Win- 
chester-Simmons Co., he divided 
his territory and worked Pitts- 
burgh and near-by towns until 
the Simmons Philadelphia ware- 
house Edward kK. 
Tryon Co., and he was again as- 
signed to his territory in Pitts- 
burgh. Mr. Baker’s career covers 
19 years of extensive traveling in 


was sold to 


all types of conveyances, yet he 
never had an accident until he 
was hit by a car crossing a street, 
which resulted in an operation 
in Nov. 1949, from which he is 
now slowly recovering. 


ROBERT MURPHY’S SONS’ 
MARKS 100TH YEAR 


4 100th Anniversary celebra- 
tion was held recently by the 
Robert Murphy’s Sons’ Company, 
Ayer, Mass., manufacturers of 
“Stay-Sharp” and “Temprite” in- 
dustrial and household knives. 
William E. Murphy, son of the 
founder, joined the company in 
1887 and the firm. 
Some of messages of con- 


now heads 


the 


house furnishing and industrial 
wholesalers who bought and sold 


R. Murphy Knives for nearly a 


| century. 


Robert Murphy, founder of the 
firm, had spent many years in the 


manufacture of surgical instru- | 


ments before deciding to go into 
business for himself. 

“Tested Quality for Over 100 
Years” will be the theme of all 


Robert Murphy Co. future adver- | 


tising and sales promotion plans,” 


stated Mr. Murphy. “We are in- | 


troducing a complete new line of 
colored, durable kitchen knives 
which will be boxed in a self-dis- 
playing unit.” 


HDWE. SALESMEN OF 
ST. LOUIS HOLD 
ST. PAT’S PARTY 


W. C. Meibaum, 6954 Oleatha | 
Ave., St. Louis 9, Mo., has an- | 
nounced that the Hardware Sales- | 


men’s Association of St. Louis, 


Ind., held a St. Pat’s Day party | 


meeting of the association, which 
was held 11 years before. The fes- 


tivities started with a corned beef | 


and cabbage dinner at the Hotel 


York. Sidney Carter, executive 
director of the Worsham Insti- 
tute, sales training institution, 


spoke on selling. 


W. J. KUPFRIAN FORMS 
KUPFRIAN MFG. CO. 
Wilbur J. Kupfrian, part owner 
and engineering director of the 
Elliott Mfg. Co., Binghamton, 





W. J. KUPFRIAN 


recently, commemorating the first | N. Y., since 1944, has resigned 


from the company to establish 
the Kupfrian Mfg. Co. Two sep- 
arate manufacturing plants have 
been set up in Binghamton and 


| Deposit, N. Y. The new organi- 





After the meet- | 


ing, a piano was acquired and the | 


singing of songs, mostly 
was enjoyed by all. A good!y 
number of old timers were pre>- 


ent at the meeting. 











THE MISSOURI RETAIL HARDWARE ASSOCIATION'S 5lIst annual convention at 


the Jefferson Hotel, St. Louis, Missouri, March 7-9, 


1950, 


Hanneke, 


elected Carl I. 


Hanneke Hdwe. Co., 5390 Southwest Ave., St. Louis, president, succeeding Harlan C. 


Whitaker, president, Whitaker Hdwe. and Paint Co., Portageville. 
Olive street, St. Louis, was reelected secretary. 


Louis C. Kreh, 812 


Other officers elected were William 


Ehlen, president, Lemay Mercantile Co., 700 Lemay Ferry Road, St. Louis, vice-president; 
Ben J. Dierkes, president, Southwest Hdwe Co., 5907 Southwest Ave., St. Louis, treasurer; 
Aibert D. Niehaus, president, Niehaus Hdwe. Co., 4150 North Newstead Ave., St. Louis, 
director, and Robert Wohlwend, president, R. C. Wohlwend and Son Hdwe Co., 3762 
South Broadway, St. Louis, director. In photo above, left to right, front row, are Messrs. 
Kreh, Whitaker, Dierkes, Henneke and Ehlen. Back row, left to right, are Messrs. Niehaus, 
Wohlwend, E. L. Dunlop, director, Dunlop Hdwe. Co., Bowling Green; A. J. Fuchs, director, 
president, Pine Lawn Hdwe. and Appliance Co., Pine Lawn, St. Louis County; Shelton 
Thomason, director, Cardwell Hdwe. Co., Cardwell; Francis Knollmeyer, director and 
president Knollmeyer Hdwe. Co., Linn, and Milo H. Walz, director, president of the Walz 


Hdwe. Co., Jefferson City. 
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| elected to 


Irish, | 


zation is successor to the special 
products division of the parent 
firm, consisting of flexible-shaft 
couplings or remote controls and 
wire shielding, particularly for 
the electronics and instrumenta- 
tion fields. The Elliott Co. is 
referring inquiries and orders re- 
ceived on all such items to the 
new company, but continues to 
manufacture flexible shafting and 
accessories for the _ portable 
powerdtool trade and _ industrial 
flexible shafting for original 
equipment manufacturers. 


POT & KETTLE PARTY 
HOTEL MIRAMAR, MAY 6 

The San Francisco Pot & Kettle 
Club will hold its annual Western 
party on May 6 at the Hotel Mir- 
amar, about 14 miles south of 
San Francisco, overlooking the 
shores of the Pacific Ocean. R. 
W. Tull, chairman of the patty, 
says that western attire is com- 


pulsory. The members will dine 
| at the horseshoe table and will 
| dance afterwards to a western Or- 


chestra. 


MINNEAPOLIS C. OF C. 
ELECTS ROCKWELL 
DIRECTOR 
Fred T. Rockwell, merchandise 
manager for Our Own Hardware 
Co., was fre ently 
board of the 
Com- 


Minneapolis, 
the 
Minneapolis Chamber of 


merce for a term of three years. 
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Model 9-F COSCO 
Posture Back Kitchen 
Chair: seat, 25” high; 
two-way adjustable 
back. Duran upholstery; 
chromium finish. 





Every day, more women are 


- learning to do their housework sitting 


down. That’s why the Cosco Posture 
Back Kitchen Chair has become “the 
hottest thing in housewares!” 

Here, truly, is a work seat that pro- 
vides real “rocking chair” comfort for 
the homemaker at cabinets, range, iron- 
ing board and elsewhere. Backrest ad- 
justs up and down; tilts to follow the 
back. Sturdy and smartly styled, too. 
Large, sloping seat and backrest are 
Duran-upholstered in five gay, accent 
colors. Tubular steel legs, with gliders, 
have finest chromium finish. 

Get on the band wagon. Stock and 
feature the Cosco Posture Back Kitchen 
Chair. Unequalled for comfort, con- 
venience, quality; backed by the biggest 
national advertising campaign in history. 
Order now from your Cosco distributor. 
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Full-page 
Mother’s Day 
Message in 
The Post; 

Free Mother's 
Day Mats for 
Your Local Use—A full-page, two- 
color advertisement in The Post, April 
29, and “big space” insertions in May 
issues of Better Homes and Gardens and 
Household, with total circulation of 
9,470,735, will pre-sell your customers 
on Cosco Posture Back Chairs. Cash in 
on this national campaign—feature 
Cosco Posture Back Chairs in your local 
Mother’s Day promotion. Send for news- 
paper mats and many other advertising 
aids—all free! Also write for details on 
new, 45” x 64” animated display for 
window or floor. 










They sell themselves — 
they sell more ironers! 


COSCO Posture Back Ironer Chairs: seat 
16%” high, adjustable back. Duran-uphol- 
stered seat and back, red or black; chromium 
or enamel finish; casters or gliders. Just right 
for any automatic ironer. Stock both models— 


9-B and 9-E. 


@ HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 
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G. E. Appliance, Wiring Device- 
Accessory Equipment, Wire Cable, 
Gear Motor Divs. Appointments 


Charles M. Rowland has been | 
appointed Los Angeles manager | 


of appliance sales for the Gen- 
eral Electric 
Conn. He 

sales manager of the company’s 


Co, 


was most recently 


packaged commercial refrigera- | 


tion division, Bloomfield, N. J. 


Mr. Rowland joined the Gen- | 


Supply Corp., at 
1936 as a commer- 


Electric 
Cleveland in 
cial refrigeration specialist. Three 


eral 


years later he moved to Bloom- | 
field, where he held a number of | 
with the | 


managerial positions 


General Electric air condition- | 
° | 
ing department. | 

Edward T. Carvell has been | 


appointed assistant manager of | 
appliance sales in the South- 
eastern district. 

Mr. Carvell was formerly sales 
representative for G-E heating 
devices in Philadelphia. A grad- 
uate of the University of Ken- | 
tucky, he joined the company in 
Schenectady, N. Y., in 1935. 

E. W. Eldridge, Jr., has bows | 
appointed manager of the Long 
Island City 


center, 


appliance — service 





Mr. Eldridge joined the com-| of the company’s wiring device 


pany in 1939. He was most re- 


; : oe 
cently commercial service super- 


sridgeport, | 


Also announced the 
pointment of Walter H. 
Durant as district 
manager of appliance sales. He 
succeeds C, A. Reeves, who has 


was ap- 
Bon- 


northeastern 


been assigned other duties. 
Mr. BonDurant was formerly 
central region manager for Hot- 


point, Inc. He had been with 
that company since 1923. 

New appointments in the re- 
cently consolidated wiring device 
equipment 
Electric 
depart- 


and accessory 


ot 
construction 


General Co.’s 
materials 
Bridgeport, Conn., were 
announced. G. E. Wickman, 
manager of the department, has 
appointed George S. Alcorn as 
his staff assistant. At the same 
time, T. D. Foster, manager of 
sales for the division, has named 
F. C. Dazley as sales manager, 
wiring device sales, and H, A. 
Rawson as sales manager, for 


de- | 


sion 


ment, 


accessory equipment sales 
partment, 

G. S. Alcorn has been with the 
company continuously since 1910, 
and previous to his present ap- 


manager 


pointment, was sales 


division. 


F. C. Dazley first joined the } 


divi- | 


} of accessory equipment prior to 
his present post. 

H. A. Rawson joined the com- 
pany in 1929, and until his new 
appointment, was sales manager 
of lighting components in the 
accessory equipment division. 

Charles E. Mindnich has been 
appointed a wire and cable spe- 
cialist for the construction mate 
rials department, Bridgeport, 
Conn. 

Mr. Mindnich joined General 
Electric at Schenectady in 1947 





as an engineer in the apparatus 


department. 
Mr. Mindnich will make his 
headquarters in Philadelphia 
where he will serve the construc- 
| tion materials Atlantic District. 

D. S. McDonald has been ap- 
pointed assistant to the man- 
ager of the gear motor sales 
division of the small and med- 
ium motor divisions, Schenec- 
tady, N. Y. Mr. McDonald for- 
merly was a motor control spe- 
cialist in the company’s appa- 


COSGRAVE NAMED 
DEALER SERVICE MGR. 
JANNEY-SEMPLE-HILL 


Paul L. Cosgrave has recently 
been appointed dealer service 
manager for Janney-Semple-Hill 





In his new capacity, | 


ratus department Baltimore of- | 


fice. 

He joined General Electric at 
Schenectady in 1933 as a student 
engineer on the test course. He 
completed a sales training course, 


and then was assigned to the 
central stations divisions. 


In following years, he worked 
in sales in the apparatus depart- 
ment’s Philadelphia and 
mond offices, served in the Navy 


visor of the electric sink and | company in 1928, and held posi- | three years, and returned to the 


cabinet division at Bridgeport, | 


Conn. 


as accessory equipment | 


tions 
specialist and as sales manager | 


company 
Baltimore office. 











The first dinner meeting of The Chicago Retail Hardware Clinic, sponsored by the 
Chicago Retail Hardware Association under the directorship of the Chicago Board of 
Education was attended by 125 dealers and their cierks at the Merchants & Manufac- 


turers Club, Merchandise Mart, March 21. 


This was the first of a series of six clinic 


meetings, to continue through next October with educational lectures on technical sales 
skills and product knowledge for the retail hardware merchants, store managers and 
sales people. Max Klein, conference leader of distributive education for the Chicago 
board of education spoke on Developing Your Sales Personality, outlining 20 qualities a 
sales person should develop to sell himself and his merchandise. Jack Bigelow, president, 
General Paint & Varnish Co., told about raw materials and paint manufacturers and Don 
Allen, sales manager, General Paint & Varnish, discussed dealer paint merchandising. 
Seated left to right: John W. Weiss, president, Chicago Retail Hardware Association, 
Messrs. Klein, Bigelow and Allen. Standing, left to right: Gregg Ziegler, Richard Schna- 
kenberg, George Broughton, Edgar Hamel, educational committee, and Cleve Amis, asso- 


ciation secretary. 
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Rich- | 





in 1946 to work in the | 





PAUL J. COSGRAVE 


& Co., hardware wholesalers, 
Minneapolis 1, Minn. 

For the past few 
Cosgrave has been 
ager and administrative head of 
the field organization for Dean 
Phipps Stores, of Pennsylvania. 

Prior to that Mr. 
held an executive position with 
Montgomery Fair Co., Alabama, 
and from 1932 until 1943 he was 
with Sears-Roebuck & Co. Mr. 
Cosgrave has had a_ thorough 
background in hardware and re- 
lated lines. For some years his 
father, P. J. Cosgrave, was sales 


Mr. 


man- 


years, 
sales 


Cosgrave 


| manager of HarpwareE AGE. 


SPACE RESERVATIONS 
INDICATE HDWE. SHOW 


| TO BREAK ALL RECORDS 


The reservation of space by 
exhibitors for the National Hard- 
ware Show to held at the 
Grand Central Palace, Oct. 2-7, 
at this point, indicates that the 
total number of exhibitors should 
be larger than last year’s record. 

Last year over 29,000 registered 
buyers attended the show. Frank 
the show, 


be 


Yeager, director of 


| stated that every available square 


foot of space available will be 
occupied. He also stated that 
ilmost 100 pet of last year's 
exhibitors in the Fishing & Hunt- 
ing Division, reserved the same 
or larger space for the 1950 show. 

The ‘show will publish a special 
directory and guide for buyers 
attending the show, which will 
in addition to listing all exhibi- 
tors and the officials in charge 
of their books, will contain an 
alphabetical index of exhibitors 
| at the show, giving booth number 
| and floor location. 
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WE HATE 
WESTINGHOUSE 
BUG-A-WAY BULBS... 
BUT MISTER, 
YOU'LL LOVE ‘EM! 














‘CAUSE CUSTOMERS FLOCK 
LIKE FLIES FOR NEW 
BUG-A-WAY BULBS 


Insects do a fast fade when they see 

the yellow light of the new Westinghouse 
BUG-A-WAY bulb. But customers come running 
once they learn what it’s all about. 

It’s the ideal answer for their porch lights, 
garages, terraces, boat houses, ete. And a fine 
business booster for roadside stands. 

¥ou'll like BUG-A-WAY bulbs because they are 
a complete new source of sales. A new point 

for adding to your regular bulb profits. 
BUG-A-WAY msect bulbs come in two sizes — 
60 watt and 100 watt. The ceramic coating 
won't peel, chip or wash off. 

Handy 3-lamp carton triples sales. They're 
simple to display in their sturdy package .. . 
easy to carry, easy to store. 

Like to know more about BUG-A-WAY bulbs? 
Just mail the coupon. 


you CAN BE SURE...1F ITS 


Westinghouse 


the name you know in 
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rr 

DRAT IT! — Profits are high on 
BUG-A-WAY bulbs — every 
dealer'll sell ‘em! 


CURSES !—No wonder they sell 
so many BUG-A-WAY bulbs, with 
\ all this display material! 








wall 








Boost BUG-A-WAY profits 
with this colorful display 
material and ad mats. 


Lamp Division, Westinghouse Electric Corp. HA4 


Bloomfield, N. J. 


Gentlemen: | want to make some summer profits with BUG-A- 
WAY bulbs! Send information. 


Nome. 





Store 





Street 





City. Zone State 
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JOHN HEYMANN 








EDW. K. TRYON NAMES 
THREE SALESMEN 

Edw. K. Tryon Co., Philadel- | 
phia, has announced the appoint- 
of John R. Twist, 2240 
Road, Buffalo 19, New 
cover the New York 
territory with headquarters in 
Buffalo. He was formerly buyer 
for several of the larger sport- 
ing goods stores in Buffalo. 

With the retirement of W. A. 
Baker, from the company, John | 
Heymann, 117 Temona_ Drive, 
Pittsburgh 27, who has been rep- 
resenting this firm for the past 
five years, will of 
his time to Pittsburgh and the 
immediate surrounding territory. 
He will continue to cover west- 


ment 
Abbot 
York, 


to 





devote more 





ern Pennsylvania. 
Additional 


representation in | 


° e | ~ P . ° ° 
the Pittsburgh area will be pro-| Fred Heckel, 3rd. representing | kins, president of the show. 


STANLEY STATER 


vided by Stanley Stater. He 
will move his headquarters from 
Charleston, West Virginia to 1106 
Pittsburgh 12, and 
will cover portions of western 
Pennsylvania and of West Vir- 


ginia. 


Davis Ave., 


COLEMAN TO PRESENT 
1950 PROMOTION PLANS 
TO WHOLESALERS 


The Coleman Co., Inc., Wichita 

Kan., will present the full 
program of its 1950 promotion 
plans to some 50 of its whole- 
sale distributors during 
month of April. Taking part in 
the swing through southern and 
states will 
Boyer, advertising manager; 


eastern be 


W. 


| L. M. Marks, sales manager, 
major appliance division, and | 


Norman N. Taylor as its sales 
| representative in Spokane, Wash- 


| INTERNAT’L. HDWE. SHOW 


the | 
| first annual International Hard- 


Arthur 
| program is to be set up during 


| 


] 
| 
| 
| 


| 
| 


| was associated with the Marshall- 
Wells Co., and the Schwabacher 
Hardware Co., both in Washing- 


N. W. Ayer & Son, Inc., Chicago. 
The company is celebrating its 
50th anniversary and on May 21, 
will honor W. C. Coleman, 80 
year old founder and still active 
president of the firm. 


TAYLOR REPRESENTS 
NORTHWEST METAL 


Northwest Metal Products, 
Inc., 55 Spokane Street, Seattle, 
Wash., manufacturers of metal- 
ware, building products and oil- 
fired heating appliances, has an- 
nounced the appointment of 


ington and surrounding territory. 
For the past two and a half 
years, Mr. Taylor has been con- 
nected with the Peterson Whole- 
sale Hardware Co., of Seattle, 
covering city territory. Prior to 
that, Mr. Taylor owned his own 
business in the Queen City. 


In previous years, Mr. Taylor 


ton territory. 


SETS UP PROGRAM FOR 
ARCHITECTS 
Architects and contractors will 
receive special attention at the 


ware Show, to be held in Chi- 
cago, July 22 to 25. A special 


the show for architects and con- 
tractors, according to Phil Per- | 











The Aluminum Cooking Utensil Co., New Kensington, Pa., in honor of its 50th business 
anniversary, recently entertained a group of 125 editorial people at a luncheon in the 
Hotel Biltmore, New York City. Errett M. Grable, president, briefly described the com- 
pany's growth over the past half century. He also stated that business prospects for his 
company were encouraging, particularly for pressure cooker sales with the new low 


retail anniversary prices. 
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MARION A. MILLER 


PERFECTION NAMES 
ATLANTA DIST. MGR. 


Perfection Stove Co., has an- 
nounced the appointment of 
Marion A. Miller as manager 
of its Atlanta, Ga., sales district, 
succeeding C. C. West, who has 


retired. 

Mr. Miller joined the Atlanta 
district as a salesman in 1936, 
after four years with the Es- 


cambia Furniture Co., a Rhodes, 
Inc., store in Pensacola, Fla. 

In 1942 he left Perfection to 
go with the Oneal Furniture Co. 
in Tampa, Florida, as assistant 
manager. He retained this post 
until 1947, when he returned to 
Perfection as an Atlanta district 
salesman. In 1949, he was ap- 
pointed assistant manager of the 
district. 


M. L. BRISTOL JOINS 
DETLEFSEN AGENCY 


Mark L. Bristol has recently 
become associated with John 
F. M. Detlefsen, 30 Church St. 
New York City, sales representa- 
tive for Iron City Tool Works, 
Pittsburgh, Pa.; Adjustable 
Clamp Co., Chicago, IIl.; Wm. 
Johnson, Inc., Newark, N. J.; 
and Garland Mfg. Co., Saco, Me. 

Mr. Detlefsen has been rep- 
resenting these manufacturers in 
the territory comprising New 
York and Philadelphia west to 
the Mississippi River and Duluth. 
Mr. Bristol was formerly ass0- 
ciated with the Prentiss Vise 
Co., Watertown, N. Y., and the 
Henry Cheney Hammer Corp., 
Little Falls, N. Y. He vill 
cover the eastern area generally, 
with a few exceptions, on some 
of the lines. 

Guy R. Muzzy, for many years 
affliated with Bemis & Call, and 
Billings & Spencer, with his son, 
Robert E., will continue to cover 
the western area for the above 
firms, operating from Chicago. 
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Grou Coat sag - 


“Tl help you sel 


CARVEL HALL 
Cutlery Sets’’ 


JEANNE CRAIN 
starring in 
“CHEAPER BY 
THE DOZEN” 


a 20th Century Fox 


oe Tie-in_now with 
Carvel Hall's STAR 


June Bride Promotion 


‘ 









J pe in a blue moon comes a real 
natural sales builder! Carvel Hall's 





Tat O8g Nilump . . r 
<1 > giant June Bride Promotion, starring Jeanne 


gm 


* a 
Steak Knife Sets—4,6 ‘ “A 


or 8 in "‘Jewel-Box"’ 
chest. Classic handles shown. 


Crain—the perfect combination of a_sky- 
rocketing line and the ideal merchandising 
idea. It’s about to break —timed with the great 
June Bride Season! To 20,000,000 readers 
of top national magazines Jeanne Crain will 
tell the story of Carvel Hall microned blades 












Corver and 


Build prospects by building iets \ 
your counter and window diss = 
plays around these FREE aids 


—scientifically honed to a microscopic edge, 
precisely tempered, backed by a lifetime 
service guarantee. She draws attention to the 
Carvel Hall package to add more punch to 
your display tie-ins. This great all-inclusive 
campaign has everything to make it a real 
merchandise mover. 


Display Merchandiser — colorful counter 


or window card that draws attention and Write For Details 


Send today for your free copy of the Briddell 
June Bride Promotion Book. It gives com- 


builds sales. 





-— Carver, Fork and 


Sharpening Steel, 
"*Jewel-Box"’ chest. 
Vogue handles shown. 


= plete details on the national ads, display 





Radio and TV Scripts—complete scripts merchandiser, mats, electros, photos, radio 
and descriptions for use. Timed for ]-minute 


or 15-seconds with space for your own and television scripts, booklets and_ billing 


signature. — ete = stuffers. What’s more, it tells you how to 
= enter the Promotion Display Contest and 
Se ake: Siioees, Piaten Shae ar how to tie-in your sales personnel in the 


Retail Sales Contest. Both contests have 
attractive cash awards. Send now for the 


electros of complete ads or product cuts. 
Glossy photos of cutlery and portraits of 
Jeanne Crain. 





whole story and get started on a real sales 
push that can pay off for you! 


BRIDDELL 


CRISFIELD, MD. 


Yine Quality Culler Lyf 
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Imprinted Stuffers—tested sales-boosters 
eaturing Jeanne Crain and Carvel Hall 
Cutlery. Send them out with your bills. 





Master Set 
Carver, Fork and 
Cash Award Contests — for your window six Steak Knives in 


or counter displays . . . for your own sales "' Jewel-Box"’ chest. 
people to tie them in. Shown with Vogue handles. 











RUBBER GARDEN HOSE: 
“STANDARD” — One Ply 





with the 


NEW 


ATLANTIC 


Wovea 


CENTER 


* Hana ® BRAID one PLy ptastic 





“ATLANTIC” — One Ply 


“CRANSTON” — Two Ply 


5-year guarantee — %” |.D., available Black 
covering; 25’ or 50’ lengths. 


10-year guarantee — 56” I.D., available with 
Black, Red or Green covering; 25’ or 50’ 
lengths. 


15-year guarantee — %” |.D., HEAVY DUTY, 
with Black, Red or Green covering; 25’ or 
50’ lengths. 


NGS deliver ALL 


rutt-FLo court! ose carries 
' 


he water the bh 


Yn" or 9” 1.D., reinforced rubber core, and 
plastic covering in Red or Green. 25’ or 50’ 
lengths, with Guarantee Tag. 


quia oS ite ALL PLASTIC 


Lightweight, won't kink or crack, dirt wipes 
right off. Red or Green, 25’ or 50’ lengths, 
with Guarantee Tag. 






C5 Se 
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TUBING & R 


A a 
| ; )D ISLAIN! 
CRANSTON 5 ° RHO DE 





through wholesalers 












FERGUSON ADDS FIVE 
VICE-PRESIDENTS 

Five new vice presidents were 
elected at the annual meeting of 
Harry Ferguson, Inc., 3639 E. 
Milwaukee Ave., Detroit, and the 
board of directors was unani- 
mously reelected, according to 
an announcement by Horace 
D’Angelo, executive vice presi- 
and general manager of 
the company. The present off- 
cers were also reelected to serve 
for another year. 

The new vice presidents are: 
Charles F. Herrmeyer—finance 
and accounting. Mr. Herrmeyer 
also continues as treasurer; Her- 
man G. Klemm — engineering; 
Niles H. Lou—tractor plant; 
and Robert G. Surridge—legal. 
Mr. Surridge also continues as 
secretary of the company; Albert 
F. Thornborough—procurement. 

The other officers of the com- 
pany reelected to their positions 
are: Harry Ferguson, president; 
Mr. D’Angelo, executive vice 
president and general manager; 
Martin Fellwock, assistant treas- 
urer and secretary; William H. 


dent 


Alexander is a newly elected 
assistant secretary. 
Members of the board are: 


Harry Ferguson, chairman; Mrs. 


Maureen A. Ferguson; Miss 
Elizabeth M. Ferguson; Horace 
D’Angelo; Marion S. Harlan; 


Herman G. Klemm and Robert 
G. Surridge. 


J. T. RICHARDSON 
NAMED TRIMONT MFG. 
SALES MANAGER 


The appointment of J. T. 
Richardson as sales manager of 
the Trimont Mfg. Co., Roxbury, 
Mass., has been announced by 
Arthur E. Keating, president. For 
the past 12 years, Mr. Richard- 
son was with Keystone Steel & 





Wire Co. He will direct the ex- 
panded sales promotion program 
on the company’s Roxco pipe 
wrench, as well as sales of Trimo 
pipe wrenches and other tools 
made by Trimont, which is gq 
division of Aetna Industria} 
Corp. 





G. E. SUES MACY FOR 
PRICE CUTS ON FAIR 
TRADED APPLIANCES 


(Continued from page }46) 


Another company notified its 
wholesale and retail distributors 
that “it intends to 
rights under the fair trade laws 


enforce its 


through whatever legal action 
may be necessary without dis- 
crimination.” To ensure com 


pliance, this company enclosed 
copies of its fair trade agree- 
ment and its current price list. 

A manufacturer of one item 
which suffered price-wise in the 
New York situation notified the 
trade that it was not shipping 
any more of its irons to New 
York City until its attorneys 
had made a full investigation and 
had worked out a definite legal 
course of 

It is understood 


action. 

that the de- 
partment store which created the 
price situation had been quietly 
accumulating stocks of fair 
traded merchandise, including 
the popular numbers of 
small household appliances, for 


most 


a couple of months, before it 
started to mark the prices do«n 
to the point where they would 
be competitive with those of 
the discount houses. 
manufacturers were Ie- 
ported to have instructed their 
jobbers not to furnish any more 
of the fair traded merchandise 
to the department stores which 
were participating in the price 
war. 


Some 











Porter-Cable “Q’’ Club—Salesmen who attained 100% of 
their sales quota for 1949. Back row, left to right are W. F. 
Carroll, Detroit, Michigan; C. F. Moe, Buffalo, New York; 
J. J. Diamond, Syracuse, New York; K. E. Schultz, Detroit, 
Michigan; H. A. Kimball, Columbus, Ohio; S. M. Jankowski, 
New Haven, Conn.; and D. H, Turner, New York City. Seated, 
left to right are F. J. Crum, New York City; Anthony Bo- 
gosian, New York City; Cliff Stewart, Cleveland, Ohio; R. W. 
Bacon, Minneapolis, Minn.; N. B. Leydorf, Richmond, Vir- 
ginia; and H. P. Marsh, Binghamton, New York. 
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HARDWARE BRIEFS 








ARIZONA 


Phoenix Hardware Co., Phoe- 
six, which started in 1948 at 


5 E. Washington St., has 
nade its third move to larger 
qarters at 1021 N. 2lst Ave. 


The new quarters cover 10,000 
q.ft. of floor space. 


ARKANSAS 


Mack Blackwood, who has 
ben in partnership with Norace 
Adams since 1944 in Blackwood- 
Adams Hardware, Corning, took 
oer the business recently. 


CONNECTICUT 


Alexander’s Hardware has 
moved into new and larger quar- 
ters at 2 High St., Ansonia. Alex- 
ader Donofrio, operator, has 
completely remodeled his new 
store. 


Bidwell Hardware Co., Main 
§., Hartford, recently marked 
its 50th anniversary with an open 
house at its modernized building. 
The store has floor to ceiling 
visual windows that have cornice 
foodlights illuminating the en- 
tire floor area at night. All new 
display fixtures and equipment 
have been set in place. 





COLORADO 
Schoch’s Hardware Store, 2522 
W. Colorado Ave., Colorado 
Springs, recently held opening 
ceremonies for three days for 
its new appearance. William G., 
father, and Edward W., son and 


manager, operate the store. 





FLORIDA 


Lloyd Farrey, hardware dealer, 
Miami Beach, has recently been 
elected first vice-president of that 
Chamber of Commerce. 





GEORGIA 


W. W. McManus, vice-presi- 
dent and general manager, King 
Hardware Co., Atlanta, was elect- 
ed president of the Atlanta Retail 
Merchants’ Association for 1950 
at its annual party. 





T. W. Morrison has announced 
the opening of the Morrison Sup- 
ply Co., 404 W. Broad St., 
Savannah. He has had 35 years 
of experience in the hardware 
trade. 

King Hardware Co. has opened 
its 14th store on Main St., in 
College Park, Atlanta, in a com- 
pletely remodeled building. The 
store is located on one floor 
which has a glass front extend- 
ing about 45 ft. at the entrance. 











Connolly, Nelson, and 








NORTH DAKOTA ASSN. ELECTS: At its annual con- 
vention, March 14-16 at Bismarck, Harlan H. Nelson, Carlisle 
and Bristol, Fargo, was elected president succeeding E. S. 
Duea, J. C. Duea and Son, Sharon. Other officers elected were: 
Paul Gardner, Gardner and Zeren, New England, first vice- 
president and F. L. Gruye, Vallancey Brothers, Mandan, sec- 
ond vice-president. Miss Clarine Sherwood, Grand Forks, is 
“cretary. Directors are Wallace Haugom, Haugom Hdwe., 
Portland, W. H. Connolly, Connolly Hdwe., Devils Lake, and 
E. A. Roach, Carrington. Advisory committee members are 
C. A. Quarve, Fessenden, Alton C. Anderson, Anderson 
Hdwe., Minot, and retiring president, E. S. Duea, Sharon. 

In the photograph, front row, left to right are Messrs. 
Gruye; standing, left to right, are 
Messrs. Duea, Haugom, Gardner, and Anderson. 
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THE UNIVERSAL rru-weicu 
HOUSEHOLD SCALE 


act Only 6%” x 6” x 6” —it's easy to store in 
p cabinet or drawer. 
For weighing meats and fowls to get best 


cooking results. Weighing packages for 
mailing. For a thousand and one things. 


Designed to permit use against wall. Dial 
kept clean by transparent window... 
angled for easy reading. 


Talk about uses—this Universal Tru-Weigh is 
a necessity in any household. 


Talk about features—here’s everything the 
customer could ask for. Here’s an unbreakable 
housing finished in white baked-enamel. An 
easy-to-read angled dial, 24 lb. capacity. Plus 
a handy Weight Table on the back that gives 
helpful cooking weight and quantity data. 


For faster sales . . . more satisfied customers 
display Universal Tru-Weigh scales. For fur- 
ther information write to Department HA, 
Landers, Frary & Clark, New Britain, Conn. 


a QUALITY Contonnial Anniversary (Pretentalion 
AND 

4... t] UNIVERSAL 

*$ 1 wl tt ! B 4 2 LANDERS, FRARY & CLARK. NEW SRITAIN, CONN 
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HARDWARE BRIEFS 








ILLINOIS 


Fire severely damaged the 
Drake Lumber & Hardware Co., 
building, east of Lockport, re- 
cently. 

Henry M. Kress, 400 Norris 
Ave., recently sold his business, 
Kress Hardware, 148 W. Wash- 
ington St., West Chicago, to Al- 
fred C. Bartells, Batavia. Mr. 
Kress is retiring from business. 





D. A. MelIntyre, owner and 
operator of a hardware store in 
Poplar Grove for more than 30 
years, sold his business to Ray 
Winne recently. Mr. Winne an- 
nounced that the business will 
be managed by his son, Clifford. 
It will be known as the Poplar 
Grove hardware store and will 
operate in the same building. 


IOWA 

The Long Hardware Store, 
Collins, has been opened in a 
new cement block building with 
the latest modern lighting sys- 
tem, 

L. D. Reinbrecht & Sons, West 
Branch, recently purchased the 
Keota Hardware from Harold 
Holmes and remodeled it. H. A. 
Pedersen has been made man- 
ager and will be assisted by his 
wife. 


Adel Hardware Co., Adel, 
owned by Don Loynachan, has 
moved from the building it has 
occupied since before 1878. 

Campbell Hardware, New 
Sharon, has recently been rear- 
ranged to provide for convenience 
for customers and more display 
space. 





Carnot H. Thomas, for 20 
years a hardware merchant at 
Creston, has purchased the Hib- 
bard True Value Store, Grinnell. 
In 1945, Mr. Thomas was a di- 
rector of the Iowa Retail Hard- 
ware Association. 

Ben H. Pangburn, Jefferson, 
has acquired the W. W. Mc- 
Creary Hardware Store, Panora. 





Pete Jensen and Vic Wunder, 
Harlan, have purchased A. C. 
Bennett’s hardware store, Avoca. 
The store is to be known as the 
J. & W. Hardware & Furniture 
Store. 


William Glass has purchased 
the Moseley Hardware, Conrad. 


Earl Larsen, Larsen Hardware, 
Sioux Rapids, intends to remodel 
the interior of the building oc- 
cupied by the store. New lighting 
fixtures, shelving and counter 
displays of the most modern type 
will be used. 





Plans for the consolidation of 
merchandise stocks of Brecken- 
ridge & Co. and Sumner Hard- 
ware, Brooklyn, have been an- 
nounced, The combined stores 
are operating under the name of 
Sumner Hardware, Plumbing and 
Heating Co. 


KANSAS 
Offen’s Hardware Store, 6th 
and Quincy Sts.. Topeka, has 


installed an illuminated sign and 
is remodeling the exterior of its 
building. The interior is to be 
replanned as quickly as possible. 
A parking lot will be available 


on the northwest corner of 6th 
and Monroe for Offen’s dcus- 
tomers. 





Ward-Rule, Inc. 3131 W. 
Douglas, Wichita, has opened, of- 
fering hardware, paint, wallpaper 
and appliances. Floor space of 
150 by 30 ft. is laid out in three 
sections, connected by arches. 
Bill Ward is president and gen- 
eral manager. 


E. E. 
the Goering 


Lehmberg, manager of 
Hardware Co., 


Moundridge, has retired having | 


the 


been associated with 
pany for 48 years. 


com- 


The Hard- 
ware Store, 
chased _ the 
Store at Gypsum. The two stores 
are to be operated as separate 
units with Vernon Stevens as 
manager of the Gypsum store. 


Henderson-Wood 
Abilene, has 


Fauver Hardware & Plumbing 
Co., Parsons, Kan., has moved 
from 1722 to 1720 Washington 
St. 


Vern R. Chilton, manager of 
the Dealer Hardware & Lumber 
Co., Fowler, for the past three 
years, has resigned to be suc- 
ceeded by Floyd Barger who has 
been with the firm 25 years. 


Oliver Hardware, 127 N. Main, 
Eldorado, has increased its store 
space 25 by 65 ft. and modern 
lighting fixtures have been in- 
stalled. A mezzanine store room 
25 by 25 ft. has been created 
and office space doubled. John 
Oliver, manager, said new fix- 
tures will be installed, and three 
aisles created in the store in- 
stead of two. Also additional 
work will be done on the store 
front, all to be completed in 
April, 1951. 


KENTUCKY 
Grobmver Hardware & Imple- 
ment Co., Carrollton, has been 
opened at Fourth and Seminary 











Above are shown some of the sales staff, who attended the recent three day meeting 
of the Boston Varnish Co., Everett, Mass., using a room in the plant set aside for them 
to test the Kyanize products for coverage, mileage, brushing qualities, etc. At the con- 
vention, plans were outlined for a continuation of the Kyanize color recipe advertising 
program, and for a continued series of sales promotion offers to dealers. 
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pur- | 
Manning Hardware | 





Sts. The business is owned and 
operated by Robert A. Grobmyer, 


LOUISIANA 


Three-Rivers Hardware (Co, 
Inc., Jonesville, has been changed 
to Mississippi Valley Hardwood 
Co. There will be no change in 
officers, policy or operations, 


Walter D. Judlin, Jr., Peter 
Judlin, Inc., New Orleans, was 
elected president of the New Or 
leans Retail Hardware Associa- 
tion. 


MICHIGAN 


Sectional cabinets and indirect 
lighting will be featured in the 
Hamady Hardware Store, Flush- 
ing, and Clio Rds., Flint. Owners 
of the store are Dan R. Hamady 
and Samuel R. Hamady. The 
center area of the store will 
have counters with tiered display 
areas on top. 


NEBRASKA 


Arnold Curtis, who has been 
employed by Gustavson & John- 
son, Newman Grove, for three 
years, has been named manager 
for the Council Oak store in 
Newman Grove. 


Lester Ellingson recently ae- 
quired operation of the Nor’ 
Platte Master Mart hardware 
store, succeeding C. E. Hackett, 
who has resigned to return to his 
former home in Sioux City, where 
he will go into business. 


Tuchenhagen Hardware Co. 


store, Scribner, will feature a 
new store front in the _ neat 
future. 


Bill Murrell intends to build 
a drive-in hardware store at 
1511 P. St., Lincoln, Neb. 


NEW MEXICO 


Decker’s Hardware 
cently opened at its new home, 
221 S. Main St., Las Cruces. The 
new building contains twice 4s 
much floor space and fluorescent 


store Tre 


lighting. Lowell and Wendell 
Decker own the store. 
NEW YORK 

H. W. Rohlfs & Son, 4623 


Third Ave., Brooklyn, has been 
sold. The firm is now Monarch 
Hardware, Inc. Edward Stolpa 
is manager. 
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‘We get complete transaction 
control...cash, charge, C.0.D,, 
received on account, and paid out” 


Mr. George Schuele, Jr. (left) 
Vice Pres. and Gen. Mgr. of 
Bomar-Summers Hardware Co., 
309-311 West Walnut Street, 


Louisville, Kentucky. 


‘Ever since the opening of our store in 1907, National 
Cash Registers have played a very important part in 
our operation. 

“We are now using multiple-drawer registers. By 
giving each salesperson a separate drawer, it makes 
each one individually accountable for all of his trans- 
actions. All sales slips are certified through the regis- 


er 





THE NATIONAL CASH REGISTER COMPANY, 
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ter, and a printed slip is given to the customer. 


“This applies equally to cash, charge, C.O.D., re- 
ceived on account, and paid out — giving us complete 
transaction control. As these registers do all the tabu- 
lating, we need only balance with the cash on hand.” 

So writes Mr. George Schuele, Jr., of the modern 
National Sales-Accounting Register System that gives 
him “Floor Audit” control in his store. If you want to 
increase sales through better service to customers, get 
better cash-control, and simplify your record-keeping 
. .. find out about “Floor Audit” from your local 
National representative. He has the backing of his 
company’s 65 year: experience in building better busi- 
ness systems. Ask him to survey your present methods, 


and recommend a sys- 
tem exactly suited to 
your store’s needs. 








OHIO Plt 4 oe tie nl a a NI a Sd +A 


DAYTON 9, 
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HARDWARE BRIEFS 








NEW YORK 


O. N. Rosenberg & Son Paint 
& Hardware, Haverstraw, at 12 
Main St., was recently destroyed 
by fire. 





Rosner’s hardware store, 220- 
22 New Main St., Yonkers, which 
has been in operation for 40 
years, has added a television 
salon in a rear section of the 
store. The department has been 
decorated and increased recep- 
tion facilities have been added 
to permit all sets to be on si- 
multaneously. 





A modern store front has been 
installed at Ben Bross’ hardware 
store, 74 Spring St., Ossining. 
The front is of the open glass 
type. A large glass display win- 
dow has been installed to the 
left of the entrance while a large 
picture display window is fea- 
tured on the right. 





NORTH CAROLINA 


Conover Hardware Co., New- 
ton, has been organized to con- 
duct a general hardware busi- 
ness. 


A fire in the Crabtree-Glenn 
Hardware Co., 2024 Angier Ave., 
Durham, caused heavy damage to 
stock recently. 


NORTH DAKOTA 


The Paul Schilla Hardware 
Store, destroyed by fire, has been 
rebuilt on the site of the Villard 
Hotel in Fargo, while the former 
Schilla store, which was also de- 
stroyed by fire, has not been re- 
built. 


Robert K. Olson has assumed 
the management of the Anderson 
Ace Hardware Store in James- 
town. Mr. Olson has been with 
the company since 1938 at Minot. 





OHIO 


Earl Beckett recently succeed- 
ed G. H. Walker as first vice- 
president and general manager 
of Clossman Hardware, 621 Main 
St., Zanesville. Mr. Beckett has 
been with the company for 29 
years. 


Ream’s Hardware, Ada, oper- 
ated for 36 years by the Major 
A. W. Ream family, has been 
sold to Byron Earl, Venice, Fla., 
who will operate the store as 
Earl’s Hardware. 
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OKLAHOMA 


Hockaday Hardware, Mountain 
View, has redecorated and also 
increased merchandise space by 
moving the office furniture to the 
rear of the building. 





PENNSYLVANIA 


Shelly & Fenstermacher, High- 
land Ave., Souderton, has planned 
a new annex, 36 by 40 ft. with 
basement and two stories. The 
interior of the store will be com- 
pletely revamped and when com- 
pleted the additional new mer- 
chandise will be visibly displayed. 





The Frye Hardware Store, 42 
West Blaine St., Hazleton, has 


been extensively remodeled. 





The controlling interest in the 
62-year-old hardware firm, Reilly 
Bros. & Raub, 44-46 N. Queen 
St., Lancaster, has been pur- 
chased by Richard H. Barr and 
H. C. Hopkins. Mr. Barr is now 
president and Mr. Hopkins sec- 
retary-treasurer. 


SOUTH DAKOTA 
The sale of stock of the Belle 
Hardware Co., Belle Fourche, to 
George Fowler, Belle Fourche, 
and members of his family has 





been announced. Mr. and Mrs. 
Fowler will operate the store. 


TEXAS 


George Thompson, hardware 
and implement dealer of Claren- 
don, was recently installed as 
the president of the Chamber of 
Commerce. 

F. R. Axt and C. V. Shadix 
have purchased the interest of 
R. E. Ostroot in the Ostroot 
Hardware, Grand Prairie, at the 
corner of Main and North Cen- 
ter. The store has undergone a 
complete remodeling job on both 
interior and exterior. The store 
is now known as the Grand 
Prairie Hardware. 





Sharp Hardware Store, Inwood 
Village shopping center, on 
Lovers Lane between Inwood 
Rd. and Greenway Bldg., Dallas, 
recently opened. L. J. Sharp, 
owner, has his son, L. J. Sharp, 
Jr., associated with him in the 
management of both the Inwood 
Village store and the 4244 Oak 
Lawn store. Selling space of the 
new store is 45 by 125 ft. 





Grand Prairie Hardware Co., 
Grand Prairie, formally opened 
recently after a three-day open- 
house. The redecorated hardware 
store gave 300 orchids to the first 
women visiting the store. 


On the 26th anniversary of the 





Lion Hardware’s establishment jp 
Abilene, the company will move 
to a new building which is to 
be completed by Sept. 1. Located 
in the 500 block of Cypress S. 
the building is to be of tilt-up 
concrete with modern front and 
show windows. Gilbert and J, A 
Pechacek and Mrs. Littan Pitts 
their sister are co-owners. 

To be open for business by 
Aug. 15 is a hardware store to 
be operated by the Inwood Hard 
ware Co. in the Preston shop 
ping center, Dallas. The store 
will cover a square block, 10,000 
sq. ft., one block from Presto: 
Rd. and Northwest Highway 
The building will be modern in 
design, with ceiling to floor glass 
in front. The interior will be 
departmentalized. Fixtures will 
be of bleached wood and the 
store will have indirect lighting 
and year-round air conditioning. 


VIRGINIA 


W. L. Gleason, Warsaw, has 
joined the firm of W. C. Brooks 
& Son, Tappahannock, as man- 
ager of the hardware department. 


WISCONSIN 


The Braun-Herr Hardware, 
Sheboygan, has been awarded a 
safety plaque by an insurance 
company in recognition of its 
record of completing a year with- 
out a compensable injury. 

















OFFICERS OF THE LOUISIANA RETAIL HARDWARE ASSN., elected at its annual 
convention, March 20-21 at Baton Rouge, are, seated left to right: Claude Averette, 
Averette Hdwe. & Paint Co., Baton Rouge, retiring president and new advisory board 
member; J. A. Sibley, Sibley’s, Bossier City, president, and H. J. Cornay, Home Supply 
Co., Lafayette, vice-president. Standing, left to right, are: directors, W. D. Judlin, Peter 
Judlin Hdwe., New Orleans, and Guy G. Gardiner, Dixie Hdwe., Crowley; advisory board 
member, Clayton J. Borne, C. J. Borne Hdwe., New Orleans, and D. O. Mansfield, Jack- 
son, Miss., secretary-treasurer. Not in photograph is director, M. J. Ward, John W. Ward 


Hdwe. Co., Alexandria. 
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FRANCIS C. HOLMES 


Francis C. Holmes, 80, honor- 
ary vice president and a member 
of the board of directors of the 





FRANCIS C. HOLMES 


Plymouth Cordage Co., Plymouth, 
Mass, and a former treasurer 
and general manager of that com- 
pany, died on March 12 at the 
Phillips House in Boston after 
a short illness. 

Following his graduation from 
M. I. T., Mr. Holmes went to 
work in a broker’s office in Bos- 
ton for a short time and joined 
the Plymouth Cordage Co., in 
1894. He held various positions 
here working up to assistant 
treasurer in 1902, and was elect- 
ed treasurer and general man- 
ager of the company in 191], 
succeeding his father. Mr. 
Holmes occupied this position as 
chief executive officer until April 
1, 1938, when he resigned as 
treasurer, and was elected vice 
president. 

At the time of his retirement 
last August 1, Mr. Holmes had 
the longest active service record 
of any employee in the company, 
having rounded out nearly 55 
years, 

He was a vice president and 
trustee of the Plymouth Savings 
Bank and the Pilgrim Society, 
adirector of the Plymouth Na- 
tional Bank and the Plymouth 
Boys Club and was a member 
of the Plymouth Planning Board. 

He is survived by a daughter, 
Mrs. Vernon Mills Hawkins, Jr., 
of Sharon and three grandchil- 
dren. 


EDWIN G. HICKEY 


Edwin G. Hickey, 59, for many 
years vice-president in charge of 
automotive sales, died recently 
after a lingering illness. Mr. 


sales for The Simoniz Co. about 
18 years ago. He is survived by 
Mrs. Ella Hickey and two sons, 
Jack and Larry. 


FRANK E. PELTON 


Frank E. Pelton, 75, retired 
president and treasurer of Pel- 
ton Bros., Inc., Herkimer, N. Y., 
who was treasurer of the New 
York State Retail Hardware As- 
sociation, Inc., for 45 years, 
died March 25, in the Waverly 
Sanatorium, Rockville, Md. 

Mr. Pelton had purchased an 
interest in the hardware firm 
of Prowse & Thompson in 1898. 
He was active in the religious 
life of his community and served 
as treasurer of the local Method- 
ist Church for 45 years. Mr. Pel- 
ton also served as a member of 
the Herkimer plumbing code 
board. He was a member of 
Kiwanis and Free 


the Shrine, 





FRANK E. PELTON 


and Accepted Masons. Mr. Pel- 
ton was a member of the Harp- 
warE AcE Fifty Year Club. A 
son, two daughters and six grand- 
children survive. 


CYRUS W. KNOUFF 


Cyrus W. Knouff, vice-presi- 
dent of The American Crayon 
Co., Sandusky, Ohio, died re- 
cently in Tucson, Ariz., where he 
and Mrs. Knouff were wintering 
with their son Alfred and family. 

He held a succession of high 
teaching positions, the last of 
which was superintendent of high 
schools, Tacoma, Wash., which he 
resigned to become vice-president 
of the Prang Co., a Chicago edu- 
cational publisher and manufac- 
turer of school art supplies. In 





Hickey took charge of automotive 
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Crayon Co., first as educational 
director and later becoming vice- 
president in charge of sales and 
a member of the board. 


HAROLD W. CONDE 


Harold W. Conde, 65, presi- 
dent of the W. W. Conde Co., 
hardware wholesalers, Water- 
town, N. Y., died March 25, 
after suffering a heart attack 
aboard a train near Hamlet, 
N. C., while enroute from Flor- 





HAROLD W. CONDE 


ida. Mr. Conde was also chair- 
man of the board of the Water- 
town National Bank. 


FREDERICK R. MAGUIRE 

Frederick R. 
president and the city sales man- 
ager of the W. Bingham Co., 
Cleveland, Ohio, died recently in 
the company’s offices after suf- 
fering a heart attack. Mr. 
Maguire had been with the com- 
pany since 1916. He advanced 
to the office of city sales manager 
and a number of years ago was 
He was 


Maguire, vice- 


elected a vice-president. 


active in the Electrical League 
of Cleveland and was a former 


director. 


WOODFORDE H. PLANT 


Woodforde H. Plant, president 
and general manager of Brazaco, 
S. A., Rio de Janeiro, Brazil, died 
on March 24 in a hospital in Sao 
Paulo following an operation. 

Since 1943, Mr. Plant had been 
president and general manager 
of Brazaco, S. A., general dis- 
tributor in Brazil for United 
States Steel Export Co., a sub- 
sidiary of U. S. Steel. 

In Shanghai, he was elected 
to membership in the Shanghai 
Municipal Council and served as 
president of the American Cham- 
ber of Commerce. He 


was 4a 


member of the Circum Navigators | 
Club and Delta Kappa Epsilon | 


Fraternity. 











FRANK A. 


LUEBBE 


FRANK A. LUEBBE 


Frank A. Luebbe, 57, 
president and general sales man- 
ager, Nichols Wire & Aluminum 
Co., Davenport, lowa, died re- 
cently. Mr. Luebbe was a well- 
known sales executive in the steel 
industry and later in the alumi- 
num industry. 


vice- 


ADDENDA SHEET FOR 
COMMERCIAL STANDARD 
ON PIPE NIPPLES 


An addenda sheet for the Com 
mercial Standard entitled Pipe 
Nipples; Brass, Copper, Steel and 
Wrought-Iron. CS5-46, an- 
nounced by the Commodity 
Standards Division of the Na- 
tional Bureau of Standards, with 
release of copies. It covers stand- 
ard package quantities for 
straight sizes of ferrous nipples. 

This Commercial Standard cov- 
ers pipe nipples made from new, 
full-weight mill-tested pipe con- 


was 


forming to recognized standard 
specifications, such as Federal 


Specifications and those of the 
American Society for Testing Ma- 
terials. The manner in which the 
ends of nipples are cut and 
threaded is specified, and the 
standard lengths are 
given, togethet lists of 
standard assortments of sizes and 


and 
with 


sizes 


lengths. 

Packages of nipples conform- 
ing to the Commercial Standard 
may be accompanied by a tag, 
sticker, card or other label certi- 
fying that the material contained 
meets all requirements of the 
Commercial Standard. Copies of 
the addenda are available in 
mimeographed form and may be 
obtained without charge from the 
Standards Division, 
National Bureau of Standards, 
Washington 25, D. C. Printed 
copies of the standard with the 
addenda inserted are for sale by 
the Superintendent of Documents, 
Government Printing Office, 
Washington, D. C., for 5¢ each. 


Commodity 
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ADVANCES 
Tin. Zinc. Industrial alcohol. Truck tires. 


DECLINES 





Industrial alcohol—On March 
16, industrial alcohol prices were ad- 
vanced by leading producers. Ethyl 
alcohol was increased to 35¢ per gal. 
from 29¢. Isopropyl alcohol, used as a 
rubber compound, was raised to 32¢ 
per gal. from 28 cents. These prices 
are for tank-car lots. 

* * o 

Anti-knock fluid— Announced 
March 13, Ethyl Curp. cut prices of its 
anti-knock compound used in gasoline, 
for deliveries on and after March 10. 
The company reduced its price of 
“motor mix” anti-knock fluid by 1.3¢ 
to 55.4¢ per lb of tetraethyl lead con- 
tent, and cut “aviation mix” anti-knock 
fluid by 1.3¢ to 60.9¢ per pound. 

- *” * 

Truck tires advance — On 
March 23, increases averaging about 
5 pet in the list prices of its first-line 
truck tires were announced by the 
B. F. Goodrich Co., effective April 1. 
The advance does not apply to truck 
tire tubes nor to the company’s second 
line truck tires. No mention was 
made of passenger tire prices. Good- 
rich, in announcing its truck tire mark- 
up, cited the rising cost of natural rub- 
ber, as well as other costs, as necessi- 
tating the move. Natural rubber is used 
in greater volume in truck tires than in 
passenger car casings, because it stands 
up well under the greater heat build-up 
at high trucking speeds. 

. - © 

Tin prices irregular — After 
the Reconstruction Finance Corp. on 
March 13, had stopped quoting a fixed 
price, grade A tin had advanced 2% 
cents in the open market to 77% cents 


168 


per pound. The last R.F.C. fixed price 
had been 74% cents a pound. But on 
March 17, sales of grade A tin for spot 
delivery were made at 76% cents per 
pound, New York, a weakening of one 
cent from the preceding price of 77% 
cents a pound, though the latter repre- 
sented the general market, with de- 
mand almost negligible. A stronger 
tone developed on March 22, following 
higher prices in Singapore and Lon- 
don, and some small-tonnage sales of 
grade A tin were made in the New 
York market at 77% cents per pound, 
a clear advance of %4 cent per pound. 
Dealers and importers describe recent 
domestic dealings as quiet, with not 
much in the way of consumer interest. 


* * * 


Zine and lead — Meanwhile, 
the cost of zinc may move up another 





RETAIL HARDWARE SALES 
(000,000 omitted) 
1950 1949 1948 








Jan. $164 $185 $163 
Feb. 181 151 
March 171 186 
April 177 218 
May 183 218 
June .. 177 221 
July 177 203 
Aug. 165 198 
Sept. 168 205 
Oct. 166 205 
Nov. 165 194 
Dec. 173 248 

TOTALS .. $2,088 $2,410 


Source—U. S. Dept. of Commerce. 





notch or two, metal men think. A 


quarter-cent-per-pound rise in March 
lifted the metal to 10 cents. Demand is 
brisk and stotks are not high, in fact, 
are the lowest since last April. The 
chief uses of zinc are in galvanizing 
steel, and in die castings. Contrariwise, 
the price of lead is still shaky. In 
early March last year lead was priced 
at 21% cents per pound. It has since 
fallen to 10% cents—with 1% cents of 
the drop coming this March. But still 
lead from Japan and Europe continues 
to be offered in the U. S. at prices 
under domestic quotations, while in 
nearby Mexico, one of the world’s big 
producers, supplies continue to rise in 
a burdensome way. 


* * * 


Lumber prices up—Lumber 
prices are high, and pointing higher, 
as storms in the producing Northwest 
have hurt output, while consuming 
areas are “setting the fastest building 
pace in U. S. history.” Average lumber 
prices have moved up some 4 pct since 
mid-1949, according to the latest Bu- 
reau of Labor Statistics’ wholesale in- 
dex, which added that “they are still 
10 pct under the 1948 post-war peak.” 
Now, however, Pacific Northwest mills 
are quoting some widely used grades 
of Douglas fir at prices 40 to 50 pet 
higher than last August—the average 
increase on all grades has been around 
25 pet. Western pine prices have 
climbed an average of 30 pct with some 
grades up as much as 37 pet. Prices are 
within close range of records set late 
in 1947. As far as consumers are con- 
cerned, the full price blow hasn’t fallen 
yet—but it will soon. Retail mark-ups 
have reflected only a part of the mill 
boost, for much of the high-priced lum 
ber now going on mill books will not 
be delivered for two or three months. 
Lumber now being shipped was con 
tracted for two or three months ago 
when prices were lower. Within a few 
weeks, though, retail prices are likely 
to move upward and probably will con- 
tinue to rise through the summer, the 
industry thinks. 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


= 
= - 
a 
» 


DISTRIBUTOR 








Offer your trade real “Customer 
satisfaction” and True Fastener 
Economy by selling RB&W 
fasteners ... the product 
of more than a century of continuous 
research and progressive 
development in fastener manufacturing 
. .. backed by the skill of four 
generations of RB&W men and women. 


RB&aw 


THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Plonts at. Port Chester, N. Y., Coraopolis 
Rock Falls, | Los Angeles, Calif 
1! soles offices at: Philadelphia 


Chicago, Chattanooga, Oakland 






eattle 





169 














Rob it in... 


DENTS 
GOUGES 


Level it off 


THE DAMAGE IS GONE 





Display card holds 12 cellophane bags, 
each contuining four sticks: light and 
dark mahogany walnut and maple, a 
plastic scraper and instructions. 


Uy ‘2 a 


DECTO PRODUCTS CO. 
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Sell SIMPLEX 


and cash in on every 
customer JACK need 


* RATCHET JACKS FF 


« SCREW JACKS as 







Single or Double Acting 
1'% to 35 Tons Cap. 
Safe, fast, powerful for all 
types of jacking in every field. 
Lift ful/ capacity on cap or toe. 
Rugged construction for heavy 
duty. 







m. HYDRAULIC JACKS Eig 


8 Models — 3 to 100 Tons Cap. 
Safety Tested to 50% Overload. 
The finest hydraulic jack you 
can sell! Neoprene packing 
seals— plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 

A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 

jacks for rugged action. 


SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
more profits on every type of jack customer. 


T 


1056 S. Central Ave 
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EMPLETON, KENLY & COMPANY 


Chicago 44, Illinois 
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Coal prices rise—On March 
13, soft coal operators in the Penn- 
sylvania area raised prices by 10¢ to 
30¢ per ton on coal for industrial pur- 
poses. Prices of soft coal for home use 
were advanced about 10¢. The increases 
were ascribed to higher production 
costs resulting from the new contract 
recently signed with the United Mine 
Workers. Just previously southern op- 
erators had advanced prices for indus- 
trial coals by 25 cents per ton, but 
thus far have made no change in prices 
for household types. Also, consumers 
are starting to pay higher prices for 
their hard coal, with Eastern dealers 
boosting nut, stove and egg coal—the 
most popular home sizes—by $1 per 
ton. This is 25¢ more than the increase 
of 75¢ a ton at the mine for these 
grades put into effect by producers. 


Pea and other small sizes have not been 
generally raised to consumers, as yet, 
but some upward revisions in the 
smaller sizes may come soon. These 
grades were raised from 10¢ to 25¢ 
per ton at the mines. 


* * * 


Steel demand greater—The 
first days of spring brought an un- 
usually heavy influx of metalworking 
representatives into steelmaking cen- 
ters, reported March 30, The Iron Age, 
national metalworking weekly, affiliated 
with the Chilton Co., publishers of 
Harpware AcE and other business pub- 
lications. The objective of this influx 
was to wheedle more tonnage from 
producers. From all appearances, pre- 
dictions made earlier this year on the 
duration of strong steel demand may 

(Continued on page 172) 





Seeds and Other Garden Needs Shown 


At Herrmann's Entrance 


HE hardware store of Otto 

Herrmann, Inc., 67-29 Myrtle 
Ave., Glendale, Long Island, N. Y., 
carries the story of its garden 
goods far and wide, with news- 
paper advertising and its own 
catalog mailed to thousands of 
homes. Window displays carry 
the story right to the entrance of 
the store and people stepping in- 
side the big establishment, in the 
gardening season, get another re- 
minder in the form of the display 
shown here, as it appeared last 


year. 
Although going in for the right 
atmosphere in its displays, as evi- 


denced by this picture, the store 
is also very practical. Mass dis- 
plays of lawn seed, plant food, 
fertilizer, etc., were displayed in 
this manner, last year. Note above 
the display of bulk packages of 
manure, bone meal, plant food, 
peat moss, grass seed, etc., the 
trellis effect with artificial flowers, 
and below it signs giving prices 
per package of different 
Seven different signs called atten- 
tion to varied lawn and garden 
needs. The display was next to 
the staircase leading to the store’s 
second floor housewares and ap- 
pliance center. 


size. 





Herrmann's told the story of seeds and fertilizers on this table just 
inside the entrance and next to the stairs leading to the second floor. 
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Bedroom closet Door with Richards-Wilcox Vanishing Door Hardware. Note that the door Another closet in same home. Note that door van- 
does not interfere with the chair, and does not take up any passage space between the bed ishing into wall-pocket allows placing of furniture 
and wall. where conventional door would swing. 


Every home-ouwner is a hot prospect! 
---for R-W VANISHING DOORS 


SILVER STREAK 


R-W No. 1019 Vanishing Door 
Hangers and Aluminum Track 





RICHARDS 
WILCOX 


“URORM 1950 


baal Sat! Ned 
Reg. U.S. Pat. Of. 


OvER 70 YEARS 
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Chairs, beds, and tables can be arranged permanently, more 
attractively and conveniently in homes where doors operate on 
Silver Streak R-W No. 1019 Vanishing Door Hangers and Track. 
Only Silver Streak “‘opens the door’? so completely to modern 
living convenience. The newest development in hanger and track, 
by Richards-Wilcox, for the hanging of lightweight vanishing 
doors in thin wall-pockets built in a standard 2” x 4” studded 
wall, Silver Streak is also adapted for use on parallel residential 
wardrobe doors, *4” or more in thickness. _ 

Rolls on Ball Bearings—The Silver Streak hanger wheel, made 
of fine-weave cloth base bakelite, is equipped with extra high 
finish ball bearings for longer wear and smoother operation. 


Another Richards-Wilcox Standout 
R-W’s No. 020-2 BLUE STREAK 


Self-Lubricating Door Hanger with OILITE BRONZE BEAR- 
INGS (Providing Perpetual Lubrication) 


For doors 1-%4” to 2-'/2” thick, weighing up to 300 pounds... on 


garages, warehouses, factories, stores, barns and similar buildings. 





“A HANGER FOR ANY DOOR THAT SLIDES" 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities 
SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPMENT 
INDUSTRIAL CONVEYORS & CRANES «© SCHOOL WARDROBES & PARTITIONS 
ELEVATOR DOOR OPERATING EQUIPMENT 
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DADO 
SAWING 
wiTH Luverne WASHERS 


o THEY? = you BET / 
. sell © ‘tyey DO® 


When woodworkers and hobbyists see 
this amazing new invention in action 

. . they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream! 


WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 








Cut smooth close-fitting threads—cut quickly, easily 
and back-off pipe without jamming. They hold their 
free-cutting characteristics because: they are ma- 
chined from alloy cutting steel; are hardened oil- 
tempered, drawn and tested, have hob-cut ‘‘backed- 
off’’ teeth with ground points and carefully computed 
cutting angles 

“Adjustable” and ‘‘Solid’’ type dies in sets for all 
standard stocks and chasers for standard threaders. 

Stocked by Leading Tool Departments. 
Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


5214 W. ee '? 
Chicago 30, U. 
New Lo” 

and 

San Francisco 
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have been too conservative. Where steel 
producers formerly were talking in 
terms of a somewhat softer market 
after the second quarter, the thinking 
now leans toward a strong third quar- 
ter, and perhaps beyond that. Some 
steel people say frankly they don’t know 
when it’s going to end. But the accent 
is on optimism—the negative thinkers 
are becoming harder to find. One of 
the big reasons for the optimism among 
steel people is the apparent soundness 
of the market. Most consumers have 
had little opportunity to build up heavy 
inventories. This is cited as one reason 
why demand is less likely to take a 
sudden nosedive. The upsurge in con- 
version deals and the entry of rela- 
tively small consumers into those ar- 
rangements are cited as evidence sup- 
porting this belief. There are some so- 
bering factors in the steel market right 
now. A few of the big tonnage steel 
consumers who have been most ag- 


£ 


gressive in their procurement tactics 
are receiving steel faster than they are 
using it. This hasn’t caused them to 
stop grabbing every ton of steel they 
can get their hands on. But it does 
indicate that when their inventories 
reach a satisfactory level they will 
exert less pressure on the market. A 
comparison of conversion costs also 
provides food for thought. In the third 
week of March the final cost of con- 
version steel was about $50 to $65 
above mill prices. This included extra 
freight charges for transshipment, fees 
for rolling and all other extra charges 
But when conversion was in its heyday 
two years ago steel procured in this 
manner was costing about $100 a ton 
above mill prices. Much depends on 
what happens in the auto industry 
during the balance of this year. In 
January auto, truck and parts makers 
received 21.7 pct of total estimated 


(Continued on page 174) 





Up Front Sports Department Attracts Tourists 


[' one wants to catch the atten- 
tion of sportsmen and tourists, 
put the sports department up at 
the front of the store. This is what 
rl & Peterson Hardware, Lake 
City, Minn., did, and sporting de- 
partment sales began to increase. 
Gilbert Bigot, who with Clifford 
Peterson owns the store, says, 
“Tourists usually walk along the 
streets of a strange town looking 
for hunting or fishing equipment. 
The moment they see such a 
department through a_ window. 
they'll come in, look, and often 
buy.” 
The sports section in this store 


is done up especially well, so that 
the first impression of the tourist 
trade is favorable. The department 
has a knotty pine background, 
with glass shelving on which mer- 
chandise is placed. The gun rack 
is in the center of the wall area, 
balancing the display. 

Two glass cases are used for a 
showing of artificial bait, permit- 
ting the prospect a complete view 
of many baits without his touch- 
Each display 


ing them. case has 


various 


three display shelves at 
levels, 
that the customer can see just 
about everything shown. 


and far enough apart so 





The sportsman enters the store, sees his display and a sale results. 
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FEATURE THESE TWO DURING 
NATIONAL HARDWARE WEEK 


demand by every @ Exclusive Larson patented 


items. 


| @ Always in 
household. 





EASY KNOT 
CLOTHES LINE 
HOOKS 


No. 32U 


Mounted on cards, 12 in box. A zinc coated hook that 
holds the clothes line. 


AN EXTRA SALES BUILDER 
STEEL SAFETY 
—_T ~*~ HO 





OKS 








| —{ \ —<—=a——— AND 
| —=[Rb, coms 0) SIAN 


U2, 


¢ See Your Jobber for Special Prices on These 
Items During National Hardware Week 


CHAS. O. LARSON CO. 
ILLINOIS 


Zinc coated 6" 3 6” hook with 2!/," 
Packed 12 units in Box. 


Staple. 


STERLING « 























(ASTER SALES 
MEAN 
HORE — 







ROTARY 
ra MOWERS 





PRICED TO 
RETAIL FOR 


1: QQ- 


C5 
ye 04 Airfoil shaped blade gives smooth 19” cut to fine 
lawns with ease. The HOMKO Rotary Mower is the latest develop- 
ment for cutting high grass and weeds. A maximum of SAFETY, 
STRENGTH, and LONG LIFE is obtained from the ALL STEEL 
GUARDS AND FRAME. Powered by the latest VERTICAL TYPE, 
DIRECT DRIVE, NATIONALLY KNOWN, 2. H.P. 4-CYCLE ENGINE. 


DEMAND DEPENDABLE HOMKO—TRULY A QUALITY PRODUCT 






MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


THE LEADER IN THE POWER AND HAND MOWER FIELD 
2725 SECOND AVENUE DES MOINES 13, IOWA 
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FROME 
VUEW He 


with Martin-Senour 


NU-HUE COLORS! 


New, easy system lets 
any dealer cash in 
on a full range 

of paint colors 
—with no dealer 
mixing required! 


Now you profit from a wide range of top-quality paint 
colors—without mixing, guesswork or a burdening stock 
of paint! Martin-Senour Nu-ITue Colors provide veu 
with the colors your customers want to buy—in flat, 
semi-gloss or enamel finish—plus expert Color Harmuny 
Service to double and triple your paint sales. 

With new speed, ease and accuracy, 
color problems and pile up the profits. Simply sell the 
correct Nu-Hue 
tubes—plus a quart or gallon of coordinated white in 


you can answer 
number or combination of Colors in 


Painted color chips show your cus- 
and tell you the 


the finish desired. 
tomer every beautiful Nu-Hue Color 
exact ingredients to provide fot each paint color! 


That’s all there is to it! And you sell the finest quality 
synthetic tinting color ever developed, along with 
Martin-Senour’s famous Neu- Tone, Glos-Tone and Kolor- 


Brite coordinated whites to be mixed by the customer! 


free information on this remark- 
another Martin-Senour 


WRITE NOW for complete, 
able Nu-Hue coLors System 
development in paint color—for you! 


Martin-Senour Company 
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a i=) 
ii ~ ie 

4 iS to 2520 S. Quarry St., Chicago 8, Il! 

Be! 
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758 3) 
BP | . 12 Exclusive New 
| e Bt | Color Harmony Selector 
Foge ‘ 
= - a & -| shows painted samples 
= i Fn ia of every Nu-Hue Color. 
Be See Also shows 3 or 4 har- 
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mo - ae monizing colors for any 
s 5 a, selected color. Boosts 





sales and profits with 
speed and ease. 
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SWEATING PIPES 


call for 


NoDRIP TAPE 





STOP DRIP 


caused from condensa- 
tion on cold water 
pipes. Turn idle space 
into play or work 
rooms. Keep store 
rooms dry. Wrap cork- 
filled NoDrip Tape 
around pipes and joints. Do 
it yourself. Clean and easy to 
apply. Roll covers about 10 
feet of '/."" pipe. 
$1.69. Higher west of Rockies and 
Canada. Get at Hdwe. and Dept. 
Stores. J. W. MORTELL CO., 
Kankakee, III. 






One of the Advertisements beginning 
in May in 
AMERICAN HOME 
BETTER HOMES & GARDENS 
GOOD HOUSEKEEPING 
SATURDAY EVENING POST 
HOUSE & GARDEN 
HOUSE BEAUTIFUL 
PARENTS’ MAGAZINE 
FLOWER GROWER 
POPULAR MECHANICS 
POPULAR SCIENCE 
MECHANIX ILLUSTRATED 


18,505,037 Circulation 


—all with highest percentage of home 
ownership 


A PROFITABLE SELLER 


No Drip Tape is known. It's in demand. 
Stock it! Sell it! Use the FREE DEALER 
AIDS: mats, displays, circulars 


List Price $169 


Higher west of Rockies and Canada 
DEALERS' 
PRICE 
333% 


discount 


Easy 


— TO apry 
STOPS CONDENSATION ppp ran ene iY $ 1352 


/ATER Pipes per dozen 





Packed 
12 rolls 
to carton 





ORDER THROUGH YOUR JOBBER 
Write for free circular 


J. W. MORTELL CO. 


508 Burch St., Kankakee, Ill. 
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steel shipments. Last year they received 
an average of 18.8 pct of shipments 
compared with 15.5 pct in 1948, This 
means that demand for new cars will 
have to stay at a very high level to 
support a strong steel market during 
the second half of the year. 

The sparring between the United 
Auto Workers and General Motors will 
be watched more closely as the May 
29 contract deadline approaches. GM 
has already warned its parts suppliers 
to expect the worst—possibly a 60-day 
shutdown. If GM is struck the steel 
market will feel it quickly. 

The scrap market also points to a 
strong but sane market for steel. The 
crazy scrap market of two years ago 
was supported by three things: (1) 
Conversion deals, (2) wild buying by 
consumers, and (3) a ruptured scrap 
cycle due to the war. Today the scrap 
market is strong, but it remains on an 
even keel. Time has repaired the rup- 
tured scrap cycle. Consumers are buy- 


ing cagily in order to avoid upsetting 
the market. And conversion deals lack 
the steam to push scrap prices into 
crazy flight. Steelmaking operations in 
the third week of March are scheduled 
at 96.5 pct of rated capacity, up % 
point from the previous week. Scrap 
prices remained firm, supporting this 
high rate of steelmaking. An advance 
of 50¢ a ton in the price of No. 1 
heavy melting steel at Pittsburgh raised 
The Iron Age steel scrap composite 
price 16¢ a ton to $28.58 a gross ton, 
another new high for the year. 
. . * 
Department stores report 

The dollar volume of department store 
sales in the week ended March 11 was 
1 pct below the like 1949 week, the 
Federal Reserve Board reported. But 
a drop of this amount “could easily 
be accounted for by lower prices,” so 
that the physical volume of goods 
changing hands might be as large or 
larger than a year ago. For the period, 





Wrapping Counter Is a Sales Spot 


ECAUSE of its high traffic 

count, the wrapping counter 
in a hardware store presents dis- 
play and sales opportunities. So 
believe officials of Trollen’s Ace 
Stores, Hudson, Wis., who have an 
up front wrapping counter in one 
of their two Hudson stores which 
helps the firm sell many extra 
merchandise items. 

The wrapping counter at this 
store is 5 ft. wide and 12 ft. long. 
Tt has an open front which con- 
sists of display shelves extending 


inward about 12 in. Some of the 


shelves are of glass and the back- 
ground is painted an attractive 
salmon pink. The entire wrapping 
counter, especially the shelves, has 
high customer appeal. 

“The display sells merchan- 
dise,” says Gifford Nelson, vice 


president. “We try to carry a 


number of new merchandise items 
at this location. In fact, a card- 
board sign on the top of the wrap 
counter says ‘Always Something 
New at Trollen’s’ and customers 
have learned to look over the ar- 
ticles carefully.” 





Plenty of customers stop at the wrapping counter and this dis- 
play frequently leads to added sales. It's decidedly worth while. 
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APPLIANCES 

















“And if necessary you 
can read by the light." 





Jan. 1-March 11, this year, dollar sales 
have averaged 3 pct below the cor- 
responding period of 1949. Government 
economists find there is a wide varia- 
tion in sales of different lines. Depart- 
ment stores have been doing a big 
business recently in television sets, 
rugs, furniture and other house fur- 
nishings, but sales of clothing and other 
soft goods have been substantially 
smaller than a year ago. 


* 2 * 


Building materials review— 
The U. S. Department of Commerce 
has just reported that output of con- 
struction materials declined 8.5 pct in 
1949, despite a 3 pct increase in new 
construction. The Department estimated 
that the cut-back had a favorable side, 
pointing out that materials inventories 
in many industries had reached such 
high levels in late 1948 and early 1949, 
that reduced production during 1949 
permits “a more orderly movement of 
stocks into the market.” Last year was 
characterized by return of all building 
materials industries to “more normal 
operating patterns” compared with 
earlier post-war years when shortages 
of materials, rising costs of empty “pipe- 
lines” hampered construction, the De- 
partment said. The cost of producing 
building materials declined in 1949 
from the levels reached in late 1948, 
but costs strengthened again toward 
the end of 1949, it added. 


* * * 


Copper and brass products 
—The severity of last year’s adjustment 
in the brass and copper mill products 
industry was shown by the Bridgeport 
Brass Co. annual report. With the gen- 
eral pickup in business and the Govern- 
ment stockpiling of copper and zinc in 
1948, customers became alarmed over 
deliveries and built up inventories, said 
President H. W. Steinkraus. The early 
months of 1949 gave some indications 
of a recession, and customers stopped 
buying the basic raw materials of brass, 
bronze, copper sheets, wire, rods and 
tubes such as Bridgeport Brass pro- 
duces. The price of copper fell from 


HARDWARE AGE, APRIL 6, 1950 











BOOST YOUR WATER SYSTEM PROFITS SS 
WITH THE FAST-SELLING COMPLETELY PACKAGED S2& 


TANK MOUNTED oi 
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stipe 

err “, 
HYDRO-JET SYSTEM sox 


@ Complete, compact water es Mg 
service for shallow wells. Q& 
Ready to install with simple $% 
piping and electrical connec- Sm 








tion. Features the smoothest, }@4 
most dependable jet pump rt 
ever sold. The McDonald XS 
Series 2000 Hydro-Jet in 4%, 
¥,,and 4 h.p. sizes is mounted 2K) 
with all accessories on 5,10, 2 
25, and 42 gallon tanks. gy 
Capacities 180 to 875 gallons & 
per hour. Water pressures 20 
to 40 Ibs. Insure a greater share 
of water system profits. Iden- 
tify yourself with McDonald. 
Ask your McDonald jobber 
for complete details or write. 
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A. Y. MEDONALD MFG. CO. 
DUBUQUE, IOWA oo 
PUMPS * BRASS GOODS «+ OIL EQUIPMENT 2% 









Shallow Well Reciprocating 
type systems. 250 to 650 
gallons per hour. Series 
420 illustrated. 


Deep Well Reciprocat- 
ing type systems. 160 
to 1875 gallons per 
hour. Series 400 and 
600 illustrated. 
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PROFIT-MAKER 


WASHES YOUR CAR 








Just hold... 
Revolving brush 


does the work 
GET IN on the ground floor of this profit- 
able, fast-selling item! SWIRL-O- 
MATIC attaches to any garden hose... 
turbine-action cleans without rubbing, 
scrubbing or wiping. Also washes win- 
dows, sidings, boats, etc. 
YEAR-ROUND USES; YEAR-ROUND SALES—SWIRL-0-MATIC 
is an all year seller. 
SELLS ON SIGHT— sold successfully through 
mail order. Featured in many store 
catalogs. 
NATIONALLY ADVERTISED—READ BY 50,000,000 


BEAUTIFUL SALES-PROMOTING COUNTER DISPLAY BOX— 
Tells whole story. Makes customers 
want to buy! 

SWIRL-O-MATIC retails for $6.95. Extension 
—to wash windows, sidings, etc., retails 
$2.50. (Slightly higher West Miss.) 

IF YOUR JOBBER does not have SWIRL-O- 
MATIC, write to address below for com- 
plete details. 

MELAIRE DISTRIBUTING CO. 

Dept. 1, 420 Lexington Avenue, N. Y. 17, N. Y. 
oe Gen Ne ee 





Another Ta-pat-co 


17 
PROTILDER 





Here’s the Story: Year 
after year, Ta-pat-co 
Stay-A-Floats have 
proved that selling 
“‘safety for children” 
means profit for dealers. 


Here's the product: 
Patented child’s Stay-A- 
Float filled with New 
Java Kapok. Can't leak, 
can’t puncture. Sizes for 
children from 2 to 12 
years. Attractive prints 
or solid colors. Individ- 
ually boxed if desired. 


Here’s the market: A 
record crop of over 
25% million children 
born since 1940. Moth- 
ers want to keep them SAFE. 





It pays to handle Ta-pat-co. Write us 
or see your jobber for details. 


The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 


AN BRANCH HATHAAA 
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224¢ per pound early in 1947 to 16¢ 
in June, 1949. It recovered to 18%¢ 
in November, where it has remained 
since, the Bridgeport report stated. 
Now, several factors point to a favor- 
able 1950, says the report. Sales and 
production have reached profitable 
levels. Customers’ inventories are in 
balance, deliveries are on a pre-war 
basis, with metal prices steady, and 
more efficient production possible. 
” - - 


New mark in_ television— 
Television manufacturers’ average week- 
ly production of receivers during Feb- 
ruary was the highest to date, the 
Radio Manufacturers Association an- 
nounced. The weekly average of 91,766 
sets for the month was 18 pct above 
the last quarter of 1949, and 98 pet 
higher than the weekly average for all 
1949. The association also said produc- 
tion of radio sets in February continued 


at the high level reached in the final 
quarter of last year. 
cording to best 


Last year, ac- 
industry estimates 
manufacturers turned out some 3,200.- 
000 television sets. On Feb. 1, 1950, 
there were 4,374,000 TV sets installed 
nv. S according to the 
National Broadcasting Co. 


7 


homes, 


© * * 


Vacuum cleaners gain—Vac- 
uum cleaner manufacturers sold 5.7 pct 
more units in February than they did 
the month before, and 9 pct more than 
in February, 1949. February sales to- 
taled 263,515 compared with 
241,574 in February, 1949, according 


units, 


to the Vacuum Cleaner Manufacturers’ 
Association. 
* * 
Freight traffic recovers—lIn 


the March 18 week, rail freight traffic 
registered above the like periods of 





Simple Marking 
PRACTICAL code simplifies 


marking of stock and order- 
ing of merchandise at Wilming- 
ton Hardware Co., Wilmington, 
Cal. In the accompanying photo 
Dwayne O. Larson, store manager, 
is shown using the marking sys- 
tem: The figure “1” identifies the 
firm from whom the item was pur- 
chased. The “1” is separated from 





Code Saves Time 


the next figure, “6,” by a dash. 
The “6” stands for the month pur- 
chased, June, and the next item, 
“9,” for the year. Hence the top 
line, 1-69, stands for identification 
of wholesale house, plus June, 
1949. 

Under this Mr. Larson marks 
the cost in code, and the retail 
price. 


Dwayne O. Larson using his marking system. 
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both 1948 and 1949, for the first time 
in many months. The increases were 
attributed to the fact that volume was 
sharply reduced in the two preceding 
years by soft coal mine shutdowns. The 
latest week’s loadings totaled 725,570 
cars, 19.4 pct above a year ago, and 
3.7 pet more than in the like 1948 


period. 
x 7. + 


Business inventories up— 


Business inventories. in January in- 
creased over December, the first month- 
to-month, rise in more than a year. 
Stocks in the hands of manufacturers, 
wholesalers and retailers at the end of 
January were valued at $53,500 million, 
a gain of $150 million during the 
month, according to the U. S. Depart- 
ment of Commerce. The rise from De- 
cember was largely a result of an in- 
crease in new motor vehicles as high 
output was resumed after a period of 
retooling. Inventories of general mer- 
chandise and building materials were 
up moderately in January, while home 
furnishings and apparel stocks declined 
slightly. Other lines showed little 
change from December levels. 
* . * 


Personal incomes still gain- 
ing—Says the U. S. Department of 
Commerce, personal income in January 
ran at an annual rate of $212,900 mil- 
lion, about $1 billion above December, 
and the highest level in 12 months. The 
actual total for 1949 was $211,900 mil- 
lion. The January figure did not in- 
clude G.I. life insurance refunds which 
amounted to $450 million in that 


month. 
+ a * 


Living costs decline The 
latest cost-of-living index showed 
another modest decline in the month 
ended Feb. 15. The consumer price 
index of the Bureau of Labor Statistics 
dropped to 166.5 pct of the 1935-39 
average at mid-February. Consumer 
prices now are 1.5 pct lower than a 
year ago. But they are 25 pct above 
the level of June, 1946, when wartime 
price controls were first relaxed. 

* * * 


Farm receipts up—prices 
down—Farmers’ cash receipts from 
marketings for March will total $1,- 
700 million, the U. S. Department of 
Agriculture has estimated. This would 
be 7 pct above February, but 9 pct 
below March, 1949. The Department 
said current prices for farm products 

e “slightly lower” than in February. 
and are running 10 pct under a year 
ago 

* * * 

Lots of building ahead 
That construction work will continue 
at a high rate “for some time to come” 
because of the unfilled demand for new 
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That extra length your 
customers want! 120 inches of accurate, more useful 
measuring convenience ... jet black markings on an acid- 
resistant, wear-resistant, snow white blade. Recognized vd 
Carlson quality throughout with the new swing-tip and ‘ 
famous Carlson 10-second blade change. 





P.S. For Hardware Week, it can’t be beat... watch for 
your special promotion packet in the mail. 





C€aRisON > 


CARLSON & SULLIVAN, INC. 


MONROVIA, CALIFORNIA 


Blade produced under Pat. No. 20892 














Streamlined for Sales 
‘Packaged for Profits 
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@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 









TWO 
STEPS TO 
SMOOTHER 
PROFITS! 











Divergent corrugations, saw style, drive across) 
or with grain. Available in tempered cold rolled} 
steel, galvanized and solid brass. 

DEPTH: %", %”. 2", %”, %”, %”, 1" 
CORRUGATIONS: 2, 3, 4, 5, 6, zy, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car. 
tons of 500 or 1000. 


Most Popular Wood Joiner-- 











— For Everyone! 
OW NATIONALLY ADVERTISED! 












See your jobber —or write direct! 
! ' 


? 
t ¥1NS OF Connyucatt? 
«* *REG. U. S$: PAT. OFF. 








Independent Metal Strap Co., Inc. 


TABLISHED 19°C 


232 Third St., Brooklyn 15, N.Y. 
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| housing, is the prediction of the U. S 


Dept. of Commerce. It says that about 
two-thirds of the need for new homes 
and apartments existing at the close of 
1945 has been met. But there still re- 
mains a backlog of 1,250,000 to 2,500.- 
000 units. This indicates, the Depart- 
ment feels, that building during the 
next three years may well be main- 
tained at the average rate of the last 
three years—about 875,000 dwellings 


annually. 
. * . 


Easy credit terms assailed— 
On March 17, the American Bankers 
Association renewed its stand against 
easy credit as the standard for install- 
ment buying. The association’s con- 
sumer credit committee issued a bul- 
letin which said in part: “The basic 
principle on which successful time 
sales financing can be built is (1) that 
the purchaser should have sufficient 
down payment to establish a substan- 
tial interest in the merchandise, and 
(2) should be able to pay regular 
monthly installments sufficient to in- 
crease his equity faster than the mer- 
chandise depreciates from time and 
average use.” The committee criticized 
the wide recent publicity in advertising 
of easier terms, shorter down payments, 


and longer maturities on durable goods’ 
sales. “There is evidence that credit 
terms, instead of merchandise, are be- 
ing sold,” said the bulletin. 

. * * 


The growing labor force—It 
is quite possible that, this year, em- 
ployment may bound up to surpass 
1948’s record total. The Census Bu- 
reau’s latest count of 4,684,000 jobless 
—in February—was the highest since 
1941, but the total was affected by the 
steady increase in the nation’s labor 
force—1,249,000 in the last 12 months. 
Actual jobholders number 56,953,000, 
only about 100,000 under the same time 
in 1948. Manufacturing should hold 
high through the summer ahead; better 
weather will open up thousands of con- 
struction jobs, on top of an expected 
increase of 3,500,000 million dwellers 
and workers on the farms. This could 
very well take employment above the 
record 61,600,000 figure reached in 
July, 1948. The constantly growing 
population will continue to push up 
the “labor force,” comprising persons 
over 14 who are able and want to work. 
It will not be long now before this 
year’s grist of school graduates will be 
knocking on the doors of employers. 
Probably a growing preponderance of 





Cutlery Display Convenient to Customers 


F Nara second tier display 
deck on a center aisle table, 
V. Tausche Hardware Co., La 


Crosse, Wis., permits a much 


greater showing of merchandise 
at customer eye level, a fact which 
has helped sales. 

The second tier display level 
has glass dividers, so that cutlery 
items can be displayed in orderly 


fashion. The cutlery lies at a tilt- 
ing angle which means it can 
easily be seen by the store traffic 
passing along the aisle. 

The metal structure for this at- 
tached second tier was made in 
the store’s shop. It is braced sufh- 
ciently without interfering with 
the display advantages of the mer- 
chandise on the lower shelf. 





The angled display readily catches the eyes of customers. Few 
people can pass this section without seeing the cutlery items. 
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"Hello, Mom, | won—l'll be right home 
with 20 per cent off.” 


the new workers will be trying to 
enter the one “toughest” field—the 
“white-collar” group. 


a ae * 


Farm production hard to 
control—Farm production in 1950 is 
likely to be cut only slightly despite 
federal controls. This is the unpleasant 
opinion of federal farm experts as 
Spring begins. The surplus-harassed 
Department of Agriculture has called 
for acreage cuts on almost all key 
crops—wheat, corn, cotton, rice, to- 
bacco, peanuts, potatoes, beans. ill 
told it has asked for a huge planting 
cut-back of some 30 million acres— 
twice as much land as is tilled by all 
the farmers in New England. 


* * * 


Gears turning faster—Indus- 
trial production mounted by Mid- 
March after a slowdown in February 
which resulted from the coal strike. 
Total employment in February was 
down from December by the usual sea- 
sonal amount, with some gains—after 
seasonal adjustment—in manufacturing 
and to a lesser degree in construction, 
according to the Dept. of Commerce. 

. 7 . 


Building rate climbs — New 
construction during the first two months 
of this year was running five pct higher 
than in December. Industrial and com- 
mercial building was running at a high 
rate with residential building which 
has been on the increase since early 


last year. 
= * * 


Retail sales high—General 
business continued on the upgrade in 
January and February with new orders 
booked by manufacturers 12 pct above 
December and January 1949. Retail 
store sales in February were one pct 
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~ ECONOMY PACKAGES 
in “E’ CARTONS 





7, 





WOOO ITO 





10 packages of a single size 
to the “E” carton. 


Each package is a complete 


Contains one set of lacing, hinge 
and gauge pins for 12” of belting 


Order Cartons From Your Jobber — Ask for Bulletin A-60 





4 Five popular sizes 


—Nos. 15, 20, 25, 27, 35, 


Eliminates breaking of 
standard boxes. 


“JUST A 
HAMMER 


TO APPLY 
FLEXIBLE STEEL LACING CO., 4616 Lexington St., Chicago 44, Il. IT” 




















play safe! 


A hardware line complete 
with a wide diversity of 
styles to meet practically 
every building requirement. 


* Modern designs, simple and 
positive in operation 
* Basic materials, strong and 





* Smooth, friction-free actions 

* Protective finishes that defy 
rust and deterioration 

* Neat labeling and packag- 
ing—easy to stock and sell 





You can profit frem the valu- 
able repeat business created 
by National Builders’ Hard- 
ware service records. Send for 
your copy of the complete cat- 




















_|From Jar Rings to Casters 


DAISY sranp 


Gives You TOP QUALITY 
At Popular Low Prices .. . 






Get acquainted cat once 
with the big values the 
DAISY Line enables you 
to give your customers. 
It's jar ring time — and 
it's replacement caster 
time. DAISY has both in 
all popular designs. 
They're priced to pay you 
a good profit, too. Write 
for new Catalog and 
prices today. Prompt ship- 
ment on all orders as- 
sured. 


SCHACHT RUBBER MFG. CO. 


Department H Huntington, Indiana 
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————-"AN ARTMOORE PRODUCT——— 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything youand 
your customers want: 
Plenty of drying space 
-24 smooth, snagproof, 
rustproof feet for In- 
between washings, dia- 
pers, lingerie! Compact—closes complete'y 
to only a few inches of space! Lightweight 
—all select hardwood, weighs only 5 Ibs.! 
And it's priced right—retails at only $2.95. 


See your jobber or write 


ARTMOORE CoO. 


Dept. A-4, 1319 North 3rd Street 
Milwaukee 12, Wisconsin 

















Famous 
NAMES IN 
NETTING... 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weave 


Se 
U. S. STRAITLOK— 
The Original 
Straight-Line 
Poultry Netting 

Woven Like 
Farm Fence 


U.S.4 IN 1— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


TINe 
poutTRY weT tr 


rat) 


INDIANA 
STCCL & WIRE CO 
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over January sales and were 3 pet 
over the same month of 1949, though a 
little below the post-war high of Au- 
gust, 1948. The total of retail sales 
was $9.2 billion. This was only slightly 
less than the unexpected $10 billion 
reported in January. 
” * os 

G.I. insurance refunds a 
boon—Veterans’ insurance dividend re- 
funds of $2,800,000,000 which began in 
the middle of January, were reflected in 
February retail sales. These payments, 
which are being shared by 16 million 
veterans, are expected to increase per- 
sonal income of the nation by about 4 
pet for the first quarter of this year. 
It was expected that three-fourths of 
the 2.8 billion dollar fund would be 
distributed by the end of March. 

« ae * 

Tee-Vee is leader—Hardware 
and building supplies sales in Febru- 
ary were three pct higher than in Jan- 
uary, according to the Department of 
Commerce. Home furnishings showed a 
4 pet rise. This, according to the De- 


partment, is partly due to the high 
level of residential construction, and 
demand for 


the strong television 


receivers. 
a os * 
Electrification projects 
Six loans, totaling $2,585,000, were ap- 
proved by the Rural Electrification 
Administration during the week of 
March 13-17. These will provide elec- 
tricity to 3,846 farm families. The ap- 
proved projects are: Chugach Elec. 
Assn., Anchorage, Alaska, $50,000; 
Holy Cross Elec. Asso., Glenwood 
Springs, Colo., $195,000; Tipmont 
Rural Elec. Membership Corp., Linden, 
Ind., $455,000; Fleming-Mason Rural 
Elec. Coop. Corp., Flemingsburg, Ky.., 
$1,315,000; Northeast Louisiana Power 
Coop., Winnsboro, La., $250,000; and 
Blue Ridge Elec. Coop.. Pickens, S. C.., 
$320,000. 
* a o 

Earlier Easter helps retail- 
ing—FEaster buying lifted department 
store sales in the March 18 week. 
Volume throughout the country aver 





Staircase Well Display Arouses Interest 


OW to utilize display space 

around a basement store en- 
trance is often a problem, due to 
movement of heavy traffic, but this 
is not the case at the Gates Hard- 
ware, Independence, Iowa. 

Don Fisher, owner, has built 
special display units, with shelves, 
which can be moved up close to 
the staircase walls on the first 


floor level. The shelving permits 
display of considerable merchan- 
dise. The top shelf is also utilized 
for display purposes in an effective 
manner. 


Usually, Mr. Fisher says, he 


uses these display fixtures to show 
pottery and related items, as the 
store’s well patronized gift depart- 
ment is adjacent. 





People about to descend the staircase invariably see this display 


and are interested in what they see. 


It's a fine sales promoter 
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/ONDER- WAND | p 


JNTAIN BRUSH 


on A FAST CAR WASH & HOME UTILITY USE 





WONDER WANDS WORK MAGIC! 


Washes a car in 12 minutes! Washes Windows, Storm Doors, 
Porches, etc. Water sprays through brush without waste. 
Saves Money—No Soap, Pails or Cloths. Light weight—Brush 
and Handle weigh about one pound. Four foot Aluminum Al- 
ly Handle—Heat Treated Fittings. Special Bristles—Fine 
grain hardwood head. Engineered for long life. 


NATIONAL ADS AND PROMOTIONS TO HELP YOU! 


Better Homes & Garden STREAMERS 
House & Garden plus FOLDERS 
House Beautiful DISPLAYS 





* DISCOUNTS FOR YOU DESPITE ¢995 
Big LOW LIST PRICE $3 


One jobber sold 15 thousand in six 
months! See your jobber now—or write: 


WESTERN HOME PRODUCTS CO. 


1006 Prudential Bidg. Buffalo 2, N. Y. 








-MECHANICS’ TOOLS and 
- HARDWARE SPECIALTIES 
y KE STEADY PROFITS FOR ni 4 


DISCOVER THE REAL 
| PROFIT IN HOOKS 


Hand forged from the finest spring steel, made in many shapes 
and several sizes. 

We also manufacture forged Brick trowels, dividers and hand 
f| Garden tools. See your jobber or write for catalog. 
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GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 
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Joseph Hall Compan 







Double-barreled opportunity to a 


MAKE MONEY!?% 2 
: 1g 4) 


. + Gnother booming yeor in the power garden 













equipment field—and Cunningham has the 
double-barreled, surefire way for you to CASH IN 
with quality equipment and aggressive advertising. 







In these competitive days it’s the quolity of the 
product you sell that leads to more sales. YOUR 
best bet for nailing those sales is the CUNNING- 
HAM LINE, 


c@ nome recognized as the acme of quality for 
112 years. 























JAMES CUNNINGHAM SON & CO. 


Dept. i4 Rochester 8, N. Y. 


13 Canal St. 





EYE-CATCHING 
STORE DISPLay 


PROFIT* 
ON EVERY 


PILGRIM ASSORTMENT 


Pilgrin 


DE fumBeERs 












*Over and above 
Generous MARK-UP 


Your order for one Pilgrim house 
number assortment gives you this 
attractive display board FREE! 
Mounted with ten whole numbers— 
all sellers—no slow-moving frac- 
tions or letters. $1.50 in free sales 
righton the board! Retail at 15ceach. 
Pilgrim House Numbers are pres- 
sure cast for lasting strength, 
Beauty, detail. Mixed assortment, 
1 gross per carton. Black Forged or 
Brass Hammered finish. Order from 
your jobber now! 


Stock These Star-Sellers, Too ! 


Door Guard Knockers © Bar Sash Lifts © Door Stops * Knockers 
Coat and Hat Hooks © Costumer Hooks © Letter Drops © Shutter Turnbuckles 
Hand Rail Brackets © Electric Push Buttons © Pilgrim House Numbers 


JOBBERS! 
Write for Free Catalog 
and Price Sheets. 





















3420 Market Street, Philadelphia 4, Pa. 


Stock Points: Missouri Hardware & Supply Co., St. Louis, Mo 
Arnold's Sales System, Denver, Col. 















IN BULK 
SELL ‘EM IN 
VOLUME ! 











ONE-PIECE 
&-~z CUP HOOKS 


Smartly Styled! Well-Shaped! 
Keep a good stock on hand—customers buy 
‘em in dozens for kitchens, closets, curtains, | 
bathrooms! Durable zinc alloy in nickel and 
brass finish. Packed one gross to a box. 

Also attractively carded. In gay kitchen 
colors—red, blue, green, white; nickel and 
brass. 6 on a card, 10¢ retail. 

Have you an ample stock of GRC Wing 
Nuts? Fast-sellers because GRC’s special 
facilities turn them out at a lower price! 


IMMEDIATE DELIVERIES 
Jobbers: Write today for samples and 
catalog sheets. GRC informative catalog 
sheets show clear prices—clear discounts! 


GRIES REPRODUCER CORP. § 


789 East 132nd Street, New York 54, N. Y. | 


The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 














© METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
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aged 1 pct above a year ago. Federal 
Reserve Board officials noted that the 
Easter shopping season this year was 
under way a week ahead of last year. 
Easter will be on April 9. In 1949 it 
came on April 17. 

” * . 

Wholesale commodity index 
—From Washington, the government’s 
Labor Statistics reported 
average wholesale prices declined 0.1 
pet in the week ended March 14, from 
the previous week. The B.L.S. index 
of wholesale prices on March 7 stood 
at 151.9 pet of the 1926 average, 0.2 pct 
above a month ago, but 4.2 pct below 
the comparable week of 1949. 
substantial 


Bureau of 


Among 
the year-ago 
mark were: Farm products, off 8.5 pet; 


drops from 


chemical products, down 5.3 pet; build- 
ing materials, off 3.8 pct, and metals 
and metal products, 3.1 pct lower. 


Capitol Shorts 


From Hardware Age 
Washington Bureau 


New chemicals that make plants 
toxic to insects for short periods 
are being tested by scientists of the 
Dept. of Agriculture. The studies 
are aimed at determining whether 
these new insecticides will break 
down into harmless compounds 
within a few days or weeks. If they 
do, a new approach will be avail- 
able to control some of the most 
difficult insect pests. . . . Canada 





exported $3.6 million worth of | 


paints and varnishes last year com- | 


pared with $6.2 million in 1948. 
. . » The Air Forces believes it is 
reaching the ultimate in miniature 
radio tubes. Ten of a new type 
tube, one of which would be 
dwarfed bya match head, will fit 
easily into a thimble. . . . Man- 
caused fires in national forests 
last year reached a post-war low, 
according to the U. S. Forest Ser- 
vice. Except for 1945, when gas 


rationing curbed public use of | 


national forests, last year’s record 
of 5,429 man-caused fires was a 
16-year low. Severe lightning 
storms caused the total number of 
fires in national forests to increase 
from 8,332 in 1948 to 11,501 in 
1949. . . . The Bureau of Stand- 
ards is planning a series of com- 
prehensive tests to establish the 
limits and effectiveness of paints 
advertised or commonly accepted 
as “fire retardant.” .. . 














re 


Electrify Your Hand Elevator 
with this Power Unit 


Saves operator time 
and iabor. “Lifts 
from 1,000 to 2,000 
Ibs. with ease.” 
Elevator Power 
Units. Electric Elevotors. Dumb Waiters, 
Write for information and prices. 
DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, 0. 




















PRINTED CELLOPHANE 


Colorful - Self Adhesive - Cellophane. processed 
in Rolls. Easy to buy - Easy to apply - used for 
Packaging - Point of Sale advertising - Parts mark- 
ing and Auccraft Wire terminal sdentibcation, 


TOPFLIGHT TAPE - YORK, PA. 














WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 


Single, Double, Triple, 
Instantaneous, Multi-Coil 


Send for Catalog 


DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 


Type U 


















» MAKE YOUR WALLPAPER WASHABLE 


ADD THIS FAST-SELLER 


Dealers—jobbers report big profits 
with TRANSGLO, the new sensa- 
tional TRANSPARENT wallpaper 
finish. It’s easy to apply -- jus 
wipe on. A quart selling for only 
$1.95 covers an average room. Or- 
der 1 dozen at 40% off—F. 0. B. 
Little Neck, New York. FREE 
SALES AIDS included—colorful counter cards, stream- 
ers, folders and ad mats. WE HELP YOU SELL THE 
MERCHANDISE WE SELL TO YOU. Rush your 
trial order or write for additional information. Jobbers 
inquiries invited 


TRANSGLO CO., Box 4V, Little Neck, New York 














GLADIOLUS BULBS 


for counter trade, rainbow mixture. 
Size one inch in diameter $13.00 

r 1,000 f.o.b. St. Anne. Retail for 
50¢ per dozen. Also bulbs packed 
in cellophane bags. Write for 
sample and prices. 


JOHN SCHAAFSMA 
R. F. D. 3, ST. ANNE, ILLINOIS 

















Registered U. &. Pat. Offes 


Gripper Clips 





Orange, Meass., 








Re 
NC. 
GIBSON GOOD TOOLS, bay 7 | 
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VARMAC 
MATCHED SETS 


The originators of 
the only matched 
sets which give fish- 
ermen top quality 
rod mounting, 








smoother casts, longer line life and guaranteed sat- 
isfaction. Varmac Matched Sets are “silent,” prof- 
itable salesmen for you! Write for 1950 Catalog. 





1833 STANFORD STREET °¢ 


See Your Jobber! 


VARMAC MANUFACTURING COMPANY 


SANTA MONICA, CALIFORNIA 











identi6c ation, 











WHITNEY’S New Plastic 
Package 






















powe 


Nearly 70 years of 
specialized manufac- 
turing experience as- 
sures lawn mowers 
that you can 





Your Customers 


SEE WHITNEY’S 





















rR & HAND 





é 
















Super -Refined handle with 
absolute 
Extra Clean confidence. 
einem fone LAWN 
© new sensa: 
iT liber SEED Model 76A Power King 
wg Lg ~d A thoroughly dependable power job 
af Pade Completely modern design, precision Medel 550 Deluxe 
ards, stream- built. Many desirable features: — Alumi- Unquestionably the 
|) SELL THE num alloy castings. Tubular steel handles. finest hand mower 
Ma A . Attractive baked enamel finish. 5-blade we have ever built 
; WHITNEY’S New Plastic Seed ball bearing reel with take-up for wear ea modern, 
lew York Package does a wonderful merchandis- 20” cut, adjustable for height. Positive popularly priced. Ine. 
ing job — in displaying the clean seeds, and emphasizing clutch. Highly reliable power unit. Rug- vestigate this excel- 
———— WHITNEY Quality. WHITNEY high germination is ged tires. Weight 87 Ibs. lent selling item 
sealed in. es a . Information on request. Write today! 
WHITNEY’S 1950 national advertising is just starting. : 
Thousands of new customers are looking for WHITNEY’S 
: EXCELSIOR BRAND Lawn Seed. Tie in your store and MANUFACTURING CO. 
mature. get this profitable business. WRITE today for prices and | al S ostantiete. aan 
ae information on FREE merchandising Helps. F pringrie:d. Unto | 
ta or POWER & 4AND SaN MOWER | 
ked 
iS tes WHITNEY SEED CO., INC., Buffalo 5, N. Y. | 
A pee Set A... a 
—13 
| caumt; DOMES OF SILENCE == 
_—_— ORIGINAL SIZES 
. : 1h” 1h Ye" 
SELL ON SIGHT when these attention-compelling con- %” %” %#" %" 





One set on a Card 
12 Cards in a bea. 

















tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 
save floors and furniture. For years the favorite with house- 
+ oe 1x” 1° %* %" «Owners and furniture manufacturers. 


Ask your jobber or write 


DOMES OF SILENCE, Division of 


35 PEARL STREET 


ROBERT E. MILLER & Co. INC. 
NEW YORK CITY 
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SATISFY YOUR TRADE 
WITH “HARMODE” PRODUCTS 





WROUGHT IRON 


ENTRANCE RAILINGS 


ATTRACTIVE 
DESIGNS 


STANDARD 
STOCK SIZES 


COMPETITIVELY PRICED 
Well designed. Quality made. Simple 


installation directions. Also custom- 
made railings to your specifications. 
WRITE FOR OUR COMPLETE 
CATALOG AND PRICE LIST! 
HARVARD METAL PRODUCTS, INC. 
97 READING STREET ROXBURY 19, MASS. 











TOPS IN QUALITY 
FINEST IN PACKAGING 
LOWEST IN COST 


® BUILDERS HARDWARE 
® SASH HARDWARE 
® CABINET HARDWARE 


AIS AX 


Hardware & Mfg. Corp. 
4351 Valley Blvd. 
Los Angeles 32, California 





















Alabama Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
Euna G. Ramsey, 509 
Birmingham 3, 


mingham, Mrs. 
North 19th St., 
tary. 


secre- 


Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19 and 
20 of the National Contract Hardware 
Association and of the American So- 
ciety of Architectural Hardware Con- 


sultants, 420 Madison Ave., New York 
City 17. John R. Schoemer, managing 
director. 


Carolinas, Hardware Association of, 
annual convention, June 13-14 at the 
Vanderbilt Hotel, Asheville, 
Sally Couch Masten, 118% E. 


George 


m. «, 


Fourth St., Charlotte 2, N. C., is sec- 
retary. 
Florida Retail Hardware and 


Georgia Retail Hardware Associations 
will hold their joint annual convention 
May 22-23 at the George Washington 
Hotel, Jacksonville, Fla. William W. 
Howell, Waycross, Ga., secretary for 
both groups. 


Industrial Supply Convention, 
May 22-24, at Atlantic City, N. J. Con- 
ference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Voiunteer Bldg., Atlanta, Ga. 


Mississippi Retail Hardware Asso- 
ciation, annual convention, June 5-6, at 
the Buena Vista Hotel, Biloxi. David O 
Mansfield, 26 S. State St., Jackson, is 
secretary. 


secre- 


National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention, 


COMING 
CONVENTIONS 


AND 
EVENTS 





Sept. 18-21 at the Kiel Auditorium, St. 
Louis, Mo. John R. Schoemer, man- 
aging director, is located at 420 Madi- 
son Ave., New York City 17. W. E. 
Peterson, Shapleigh Hardware Co., is 
chairman of 
Committee. 


the General Convention 


National Hardware Week, April 
28-May 6. Sponsored by the National 
Retail Hardware Indian- 
apolis, Ind. Rivers Peterson, managing 
director. 


Association, 


National Hardware Show, Oct. 
2-6 at Grand Central Palace, New York 
City. Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York City; Frank M. Yeager, director. 


National Retail Hardware Asso- 
ciation, annual congress, July 17-20, at 
Olympic Hotel, Seattle, Wash. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, Ind., managing director. 


National Housewares and Home 
Appliance exhibit, July 10-14, at Au- 
ditorium, Atlantic City, N. J. 
sored by the 


Spon- 
Housewares 
Manufacturers Assn., 1140 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg, 
executive secretary. 


National 


H. Schultz & Sons, 620 Market 
St., Newark, N. J., Spring Dealer Show- 
ing, April 23 through April 25, at the 
Newark Armory. 


Triple Mill Supply convention, see 
listing under Industrial Supply con- 
vention. 
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© hack saws © hand saws Vid 
. panel Saws © mitre saws ow 5 
© pruning saws * wood chisels 

block planes © fore planes 


FOR ACTION SALES... Bd 


« GREAT NECK SAW MERS., inc. - Mineola, N.Y. « 


ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices 


Nationally Advertised Products 


© keybole saws © hack saw frames 

© coping saw frames © coping saws 

© screw drivers © compass saws & nests 
© jack planes © smooth planes 


WAY SEE YOUR JOBBER IMMEDIATELY! 














DISTINCTIVE HARDWARE 


ALL FROM J SOURCE 









CABINET HARDWARE e FURNITURE TRIM 
BUILDERS HARDWARE e CABINET LOCKS 
SCREWS AND BOLTS e SASH HARDWARE j 








ROCKFORD @ ILLINOIS | 








COMPLETELY 
ASSEMBLED 
ALL IN ONE 






| 





Customer 
Satisfaction 


Dealer 
Convenience 


Famed Minute Mop now comes com- 
pletely assembled ready for imme- 
diate use with clamp, handle, mophead and drainer 
all attractively packed the way customers like to buy 
it and efficient dealers like to sell it. A faster sell- 
ing package for the nation’s largest selling cellu- 
lose sponge mop! Call your jobber today. 


Model No. 101, $1.95 List price 


iS &.23 rd.3t. 
CHICAGO 16 ILL. 


MINUTE MOP (0. 








ror STEADY VOLUME - SURE PROFITS 
AND NO DISTRESS MERCHANDISE 


STOCK TIPLINE 


THE 


BULL | 


Picture Hangers, Cup Hooks, Push Pins, Drapery 





Hooks, Kitchen Hooks, Closet Rod Brackets, 
Wardrobe Loops, Sash and Friction Locks, Coil 
Wire, Picture Wire. 


Priced to satisfy you - and your customers 









CAUSEWAY STRECT 





ye 





| and taste 





nw TATE co. aaa 


BOSTON, ae 








GAS SPACE RADIANT HEATERS 


MARTIN’S finest — ideal 
for fireplace. The utmost 
in beauty, grace and 
charm where real quality 
are desired. 
Superb workmanship- 

has heavy cast iron 
hearth, base andirons. 





Finished in burnished 


antique bronze Com- 
pletely new burner and 
radiant design for in- 
creased radiant output. 
Front operated valve. No 
3034 BTU 34,000 ht. 18%”, 
width 29”, depth 13”. Wt. 63 Ibs 


MARTIN MAKES A COMPLETE LINE 
OF SPACE HEATERS 


Eight models —fully vented heaters 
15,000 BTU to 85,000 BTU. Twenty 
models — unvented heaters 10,000 BTU 
to 50,000 BTU. All heaters approved 
by A.G.A. 


Write for Catalog. 


MARTIN STAMPING & STOVE CO. | 


Huntsville, Alabama 
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eer ee ors- - 
4 POR > oo 





RE 
FIXTURES! 








DRAWING POWER 


The beauty of Heller Fixtures, the attractiveness 
they impart to your merchandise, draws trade to 
your store—Extra profits ore yours. 


QUALITY 


Years and years of satisfactory service are built 
into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come to our factory and 
see two model stores completely merchandised. 


VALUE 
NEW LOWER PRICES, makes it easy for you to 
buy. Send sketch of your store for free store 
plan and estimate. Ask for large catalog #50. 


W. C. HELLER & CO. 
50 Platt St. Montpelier, Ohio 


Designers and manufacturers of Hard- 
weare Store fixtures exclusively since 1891 








—— 
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Bwunvoman! 


WHAT WILL THE 1950 CENSUS 
DO FOR YOUR BUSINESS 2 


CONSUMER MARKET INFORMATION 

The 1950 Census will provide a huge amount of informa- 
tion about the characteristics of the consumer market. It 
will tell you what kind of income groups live where .. . 
what they have and what they need in the way of com- 
modities from automobiles to television sets down to 
plumbing fixtures. The Census is an accurate survey of 
economi. conditions in your market area. It will not only 
tell you where your customers are, but what they need 
that you have to sell them! 

It will show where improved transportation and shipping 
facilities are needed . . . better harbors and waterways 

. stepped-up Public Service. 
That is why the 1950 United States Census is vital to your 


business! 


COOPERATION 

You know that the Census-Taker is not just “counting 
heads.” He’s actually making a survey of existing condi- 
tions in industry, business, employment, housing, educa- 
tion. You know census information is as confidential as 
the vote you cast! Because you know all these things 
you'll cooperate with the Census-Taker in every way when 
he calls on you. 


WHAT ABOUT THE OTHER FELLOW? 


But! What about the people who work for you? The man 
in the shop . . . your own secretary . . . the fellows in the 
shipping room. Do they know all this about the Census? 
Chances are some of them do, so the idea is to get the 


right information across to those who don't! 


WHAT'S THE BEST WAY? 


If it’s possible, call everyone together and talk about it 
. ask questions . . . exchange ideas. If your outfit is 
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Like other American business firms, we believe that business has a responsibility 
to contribute to the public welfare. This advertisement is therefore sponsored by 


HARDWARE AGE 


too big for that, direct a Census information memorandum 
to all your employees. Post information on the bulletin 
boards. Run a Census story in the company house organ, 
Talk about it. Every way you can... get the people who 
work for you to cooperate with the Census. 


WHAT DOES THE 1950 CENSUS MEAN TO 
YOUR EMPLOYEES? 


Better schools . . . school buses . . . school lunches. It 
means finer roads, bridges and highways . . . increased 
improved safety regulations. 
It creates more efficient Public Service and furthers ade- 
quate distribution of utility services such as telephones, 


gas, water and electric power. It will help your commu- 


transportation facilities . . . 


nity plan better parks, playgrounds, recreation areas and 
housing. It will mean higher living standards and accurate 
congressional representation. The Census is everybodys 
voice in America’s future! 


YOU OWE IT TO YOURSELF... 


Mister Businessman . . . to your business and your com- 
munity! Put your efforts behind the 1950 United States 
Census for an even better country to live in . . . the best 
country to do business in! 





$Y coun im av 


—— 
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Before you place your next order 
for PAINT sausnes write for ow 
New Catalog and Price Ust. 

Attention Sciesmea! Territories Oper 


“BRUSHWISE 


CORPORATION 
















DEALERS .. . IF YOU SELL MOWERS 
SELL THE FINEST! 


Sturdy, lightweight aluminum chassis. Heavy 

duty TIMKEN BEARING Spindle. Revers- 

ible, one-piece, spring steel blade. Ball 

bearing wheels with semi-pneu- 

matic tires. Adjustable, tubular 

steel handles. 4-cycle air- 
cooled engines. 


AVAILABLE IN TWO 
POPULAR SIZES— 
18" cut, 1.6 h.p. 
20" cut, 2 h.p. 
Dealers, Jobbers write 


Alr-Electric Machine Co., Inc., Lohrville 3, la. 


















SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2’ x 4" FOR LEGS 











Timesaver for contractors, builders, painters, 
paper hangers. 
COLORFUL COUNTER DISPLAY PACKAGE SELLS 
Display it on your counter. 4 50 
Retail $1.50. Slightly higher 
in West. Order from your a 
jobber or direct from us. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 




















you're sure of getting 
SPELLS RATS BACKWARDS 


>" 112 RATS REPORTED 
KILLED WITH ONE CAN 


A 50c Seller! sealed can contains '/2 Ib. of 
Horsemeat and Red Squill. Costs $4 a doz.; 
returns $6. 


MOUSE SEED—a 25c seller! Packed SALESMEN: 


pose” 
/ y 
one doz. to carton. Costs $2 Write for | | (709 
e Doz., returns $3. Territories | 













ols: 
Now Open | Jo 


Jobbers Write For Prices yt 2121 . r= DURO METAL PRODUCTS CO. 
| - 2649 N. Kildare Ave., Chicago 39, lil, 
MASTER LABS « BEAVER FALLS, PA. & Also Makers of DURO Machine Tools 


















Ql, BILUNGS LIFE-TIME WRENCHES 


in SMART LOOKING GIFT SETS 
For Profitable Father's Day and Year ‘Round Gift Profits. 


THE BILLINGS & SPENCER CO, HARTFORD 1, CONN SEE YOUR WHOLESALER 











FOLLOW THE LEADER IN “Want Ad" ADVERTISING— 


Year after year HARDWARE AGE has led its field in Those who contact the hardwarté trade know from ex- 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use te secure RESULTS from their classified adver- 
seller, employer and employee. tising. Fellow the leader. 


HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y- 
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assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Set solid, maximum, 50 words....... $5.00 
Each additional word......-.. +10 Cuts of special — not allowed. 
sas *DISCOUNTS FOR BOXED 
Positions Wanted 5% discount for 4 or more insertions 
(Special aed set solid, maximum, No Agency Commission allowed on Classified 
Be GE, pike sisdbapege dade ces 2.00 Advertising. 
Each additional word......... .05 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient | 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 


Samples of Merchandise, Literature, Catalogs, | 
previous to date of publicaticn, | 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














WANTED—EXPERIENCED OUTSIDE 
SALESMEN WITH FOLLOWING among re 
tail hardware stores in Maine, New Hampshire, 


and Vermont. We are a long established, highly 
rated wholesale distributor of top lines of house- 
wares, electrical, and radios, such as _ Detecto, 
Dazey, Thermos, GE, NuTone, Dormeyer, Eveready 
and Raytheon. Write to Arvedon Electric Supply 
Co., 73 Portland Street, Boston, Mass 





SALESMEN—calling on Independent Variety 
Stores, Small Chains, and Hardware Trade to 
sell Electrical Counter Items direct from manu 
facturer in New York State, New England, Mid 
Atlantic States, Minnesota, North & South Da- 
kota & Adjacent Territories. State territory and 
lines presently handling. Commission. Write Box 
ge Bayard, 401 Broadway, New York 13, 
N.Y 


SALESMEN WANTED 
ING AMONG Hardware, Housewares and Lum- 
ber Yard Trades. Several territories now open. 
We manufacture a popular priced line of Orna- 


WITH FOLLOW. 


mental Wrought Iron and Brass Mail Boxes, 
Fireplace Specialties and Novelties. Excellent 
proven year round sellers—Good Commission. 
Protected territories to producers. Write Sky- 
boi Manufacturing Co., Inc., 128-11 18th Ave., 
College Point, N 

PLUMBING SUPPLY SALESMEN. ES- 


TABLISHED JOBBER NEEDS’ EXPERI- 
ENCED MEN. Full time or side line. To call 
on the Plumbers and Hardware Stores in Mid- 
western States to Sell Complete Line of Plumb- 


ing and Heating Supplies, to include Plumber 
Tools, Enamel are, Cabinets, Brass Goods, 
Pipe, Soil Pipe, Copper Tubing Fittings, Hot 
Water Heaters, Boilers, Furnaces, Pumps and 
Specialties. Our Salesmen know of this ad. Ad- 
dress Box N-726, 100 


care of Harpware AGz, 


East 42nd St., New York 17, N. Y 


SALESMEN WANTED 


To sell Manila Rope to the Hardware 
Trade throughout the U. S. Excellent op- 
portunity. 


FEDERAL CORDAGE CO., INC. 


57-02 48th Street Maspeth, L. I., N. Y. 


























SALESMEN 


Calling on Variety, Hardware, Florists, 
Shops—sell big volume, repeating line 
ORED FLOWER POTS. 20% commission. 
plant balls, baskets, etc., @tc. Exclusive ter- 
ritory. Commissions paid promptly. Write | | 
territory covered, lines now selling. } 


PHILLIPS CO., BARRYTON 3, MICHIGAN |! 


Gift 
Also || 








COL- | | 


WE CAN OFFER A FEW WELL KNOWN 
AND EXCLUSIVE LINES to Salesmen who 
are now covering Hardware and Allied Stores 
in Northern Ohio. Radio and Newspaper sales 
support by the biggest name in Ohio will produce 
volume sales and high commission. Exclusive 
territories granted to men well introduced in the 
trade. Address Box N-741, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N 


SALESMAN TO INTRODUCE IMPORTED 
LOWEST PRICED PRECISION VERNIER 
CALIPER to Good Tool and Hardware Accounts. 
Some territories still open. Address Box N-757, 
c a Hge Harpware Ace, 190 East 42nd St., New 

York 17, N 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 


assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N. Y. 














SCISSORS AND SHEARS SALESMEN 

. for ALL territories, to represent Factory making 
TOP GRADE, HIGHLY COMPETITIVE line of 
HOT FORGED STEEL SCISSORS AND SHEARS. 
Thoroughly familiar with HARDWARE WHOLE- 


SALERS. Give complete experience, territory covered. 
other lines carried, references in hardware jobber field 
EXCELLENT COMMISSION ARRANGEMENT. 


Replies held in strict confidence. 


Address Box N-743, care of oo ea AGE 
100 East 42nd Street, New York 17, N. Y. 

















SALESMEN FOR BICYCLES 
AND BICYCLE PARTS 


Established Jobber and Distributor of 
Bicycles, Parts and Accessories has 


| Dakota, 





| over the past five years. 


WANTED SALESMEN OR REPRESENTA 
TIVES TO SELL a General Line of Highest 


Quality Wood and Brass Bound Levels for the 
manufacturer. Liberal commissions. Detailed re- 
plies as to territory—experience-—other lines rep- 
resented—references, etc., treated confidentially, 


Address Box N-750, care of HarpWare 
East 42nd St., New York 17, N. Y 


AGE, 100 





WANTED: HARDWARE DEALER SALES. 
MAN to travel Upper Peninsula of Michigan, 
wholesale hardware. Selling experience necessary. 
Age 25-45. Salary plus commission. All ex- 
penses. Car furnished. Applicant give full in- 
formation about yourself and business activities 
Address Box N-678, 





care of Harpwarz Ace, 100 East 42nd St., New 
York 17, ¥. 

SALESMAN WITH FOLLOWING AMONG 
Retail Hardware and Variety Stores to sell a well 


known line of Dog Collars, Harnesses, and Acces- 


sories. Exclusive territories open—Virginia, North 
Carolina, South Carolina, Georgia, and Florida 
Liberal commission. In reply give full dAails, 
territory covered, and other lines handled. Address 
— N-755, care of HARDWARE AGE, 100 East 42nd 


. New York 17, N 





BUILDERS HARDWARE SALESMEN 
Nationally known builders hardware manufac- 
turer has the following territories open: Arizona, 
Arkansas, Colorado, Florida, Georgia, Kansas, 
Kentucky, Nebraska, North Carolina, Maryland, 
New Mexico, North Dakota, South Carolina, South 
Tennessee, Wyoming, Texas, Virginia 
and District of Columbia for capable hardware 
men calling on lumber and hardware trade on 
commission basis. Builders hardware experience 


preferable. Give full details, materials being 
handled and territory mow covered. Address 
Box N-710, care of Harpware AGE, 100 East 
| 42nd Se.. New York 17, 2 


| 


| 
| 





opening for Representatives in 


Virginia—West Virginia. | 

North and South Carolina. 
Excellent Sideline. Liberal Commis- 
sions. State territory covered and 
other lines handled 


Address Box N-744, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








Massachusetts—Up State New York, | | 
Southern New Jersey—Western Pa.., | | 








AUTO TOP CARRIER LINE 


Salesmen wanted calling on retail hardware 
stores ‘and lumber yards to represent us, con- 
siderable territory open, straight commission 
basis, state lines now carried and territory 
covered. 


Address Box N-756, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 

















SALESMEN WANTED 


Manufacturer of complete line of Builders’ 
Trim Hardware has opening for Salesmen call- 
ing on jobbers, contract hardware dealers, ond 
lumber yards. Exclusive territory on commmis- 
sion basis for right man. Give full information 
as to experience, territory covered, and other 
lines handled in reply. 
Address Box N-648, care of HARDWARE * as E 
100 East 42nd Street, New York 17, N. 
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Classihied Opportumilien Section... 














Sales iwes Wanted 


PAINT SALESMEN, or Manufacturer’s Rep- 
resentative for complete line quality paint manu- | 
facturer. Openings in several select territories. 
Replies confidential. Address Box N-739, care 
of HARDWARE AGz, 42nd St., New 

is. 3 


100 East 
York 17, ‘ 


(Sales Representatives Wanted | 





[Accounts Wanted 





= 


FACTORY , 
nent Importer seeking Men having direct 
with Hardware Jobbers. 
and 


Promi- | 
contact 
desired 
Box 
42nd 


REPRESENTATIVES. 


territory 
Address 
100 East 


State 
references. 


kindly furnish 
AGE, 


HARDWARE 


746, care of 
7, =: & 


, New York 





SALESMAN CALLING ON HARDWARE 
JOBBERS in New England States to handle 
Popular Priced Line of Hammers and Hatchets 
as a side line. Address Box N-749, care of Harp- 
ware Ace, 100 East New York 17, 
x Y 


42nd St., 





SIDELINE SALESMEN CALLING ON RE- 
TAIL HARDWARE STORES. Line of Plumb- 
ing and Heating Specialties. Several choice terri- 
tories available on an exclusive basis. Give terri- 
tory covered and other lines handled. Address 
Box N-727, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





SIDELINE SALESMAN, covering Central 
and Western Pennsylvania to sell Builders’ and 
Shelf Hardware and Tools, to Hardware Stores, 





Lumber Yards, and Contractors. 744% Com- 
mission on all new and repeat business. All ac- 
counts protected. Established accounts will be 
given you. Address The Hardware Market, Inc., 
948 Penn Street, Reading, Pa. 

WANTED! SIDELINE SALESMEN! Cash 


Advertised ‘Toolmaster’’ Tool 
Nine useful tools 


: ey 
Size: 2% 


in on Nationally 
Kit. Perfect hardware item! 
on one frame in sturdy leather case. 





x 3%” closed. Must have following with retail 
stores. Territories still open. Commission basis. 
Write: Bayes Mfg. Co., 20 Irving Pl, New 
York, Y 

SIDELINE SALESMAN CALLING ON re- 


tail and Automotive Stores, to sell Mechanics and 
General Line of Hand Tools and Hardware Spe- 
cialties in States of Connecticut, Western Massa- 
chusetts, New York, New Jersey, Delaware, Mary- 


pa 


sy 


~a 


ING PAINT 
ers and Department Stores. A 


product with a perfect self-selling name 
Sandpaper. 


conditions hardwood floors, etc. Without Sanding. 
Write, wire or phone. General Liquids Corp., 
Baltimore 2, Md 


WANTED 
Area. 


known companies represented. 
ym 
only. 


York ae. © 


SALES REPRESENTATIVES NOW SELL 
AND HARDWARE Jobbers, Deal 
natural for de 
greatly needed 
-Liquid 


re 


rtment stores especially. A 


Prepares surfaces for repainting, 


OL Oe 


REPRESENTATIVE 
for New York Outside Metropolitan 
for West Virginia and Penn- 

Only nationally 
Calling exclusively 
Commissions 
N-742 
New 


HARDWARE SALES 


Also man 
Ivania west of Harrisburg. 
jobbers and chain-store outlets 
Territories protected. Address Box 


re of Harpware Ace, 100 East 42nd St., 





S 


S 
Well 
a. agencies needs Men calling on Better Re- 
tal 


consin, Missouri, Iowa, Minnesota, Kansas. 
vise lines now 
rience and references. 
dress Box N-716, 
East 42nd St., 


WANTED. 


several ex- 


ALES REPRESENTATIVES 
known New York firm with 


Hardware Cutlery Dealers and Department 
Indiana, Michigan, Illinois, Wis- 
Ad- 


territory covered, expe- 


tores—Ohio, 


handled, 


ESTABLISHING 
AGENCY want Hardware, Electrical, 
Sporting Goods and Farm Supply Lines of Meri 
to represent on exclusive basis in Ohio, Norther 
Kentucky and West Virginia. Will call on jot 
chains and large retailers 
564 Chestershire Rd., 


bers. 


Kuechler, Columbus 4, 


MANUFACTURERS’ 
Plumbing, 


t 
n 
) 


Address Paul S 
Ohio 





PART OF OHI 
Item or Sma 


COVERAGE N.W. 
handle One Good Volume 
Building Supply, Hardware 


WANT 
can now 
Line, to the 
and Paint Stores 
tor, or Manufacturer considered 
N-747, care of Harpware Ace, 
New York 17, N. Y 


Address Be 
100 East 4 


_ 


), 
iN 


Lumber, 
Only from Responsible Distribu 


x 


nd 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York @ Philadelphia @ Detrott 
Cleveland @ Louisville 
Covering all classes of ition, We will carry 

‘ect. 


the accounts or you can bill 
Write for further information and references 








trade of New England and Canada. 





Straight commission. Ad- 
Harpware Ace, 100 | 
N. Y 


care of 


New York 17, 








MANUFACTURERS REPRESENTATIVES 


Wai.ted by old, established, well known manufacturer 
of fuses, electric wiring devices and Xmas tree light 
sets, Must have following among Hardware and House- 


furnishing Jobbers or Electrical Jobbers. Territory 
available: N. E. Pa., N. Y. State, N. J., Southern 
and Central States and Pacific Coast. Commission 


Wriie fully to 
Box N-738, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


basis. 











ane. Ohio, Michigan, Pennsylvania, Virginia, 
North Carolina and South Carolina, on a commis- 
sion basis. Must have a following. Address Box 


N-753, care of Harpw ARE Ace, 100 East 42nd St., 
¥. 


New York 17, 











WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 
HARDWARE AGE 
100 East 42nd St. New York 17, N.Y 








SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 

STERLING HARDWARE MFG. CO. 


2345 W. Nelson St., Chicago 18, Illinois 




















Available for additional lines with offices, 
play rooms and warehousing. 


We invite your inquiries. 
|_. 357 Westminster Street, Providence, R. | 





MANHATTAN SALES CO. 


FACTORY SALES AGENTS enjoying excellent 
volume with the wholesale hardware and paint 


dis- 





MANUFACTURERS’ AGENTS 


covering the Midwest States, selling over 350 custom- 
ers including Hardware Jobbers and Hardware Chains, 
Automotive Jobbers and RKetail Chains, 


Organizations. 
LEE E. LANE COMPANY 


624 SOUTH gy td AVE., CHICAGO, 
Tel. Harrison 7-6354-55 





Electrical, 
. Department Stores, 


who sell outside products thru their Retail Deater 


iLL. 








CONSUMER 
FOR LOS ANGELES COUNTY, FOU 
STORE ITEMS. AS 
FACTURER’S REPRESENTATIVE 
P. 0. BOX 9836, LOS ANGEL ES 27, 


ACCOUNTS WANTED 
HARDWARE SPECIALTIES 


MILLION BUYERS, FAST MOVING CHAIN 
EXCLUSIVE MANU- 
ONLY. 
CALIF. 


R 








| — Accounts Wanted 








J 
MANUFACTURERS AGENT | HAS af’ DO YOU MAKE ANY 

OPENING FOR SEVERAL LINES in ard- 
ware, Building Materials or Household Furnish- CHAIN STORE ITEMS ? 
ings erritory—Central and Eastern ey 
What have vou to offer? Address Box N-736, 

0 Eas nd §S Jew If your answer is “yes” and you want to be 
, York —“—. PR, Ee ee Eee sure you are getting your share of this busi- 
ss ‘ : ness, we can help you. Our 25 years of ex- 








with all the important buyers. 








Established Manufacturer's Agent 


NOW SUCCESSFULLY REPRESENTING SMALL 
TOOL MANUFACTURERS IN WOODWORKING MA- 
CHINERY AND METAL LATHE FIELD WISHES 
ADDITIONAL LINES FOR PACIFIC COAST TER- 
RITORY. PLEASE WRITE BOX N-751, CARE OF 
HARDWARE AGE, 100 EAST 42ND ST., NEW 





| in Metropolitan New York, New Yor 


State and New England. 


Address Box N-758, 
100 East 42nd Street, New York 17, N. Y 








YORK 17, N. Y. 





perience in selling the chain stores, as well 
as hardware and house-furnishing jobbers, 
ee enabled us to develop intimate contacts 


Our competent and aggressive staff of 18 
people can give you the coverage you want 


care of Hardware Age 


k 
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HARDWARE AGE, APRIL 6, 1950 


189 

















Classikied Opportunities. Section... 











[Accounts Wanted | [ Business Opportunities | 








[Business Opportunities 





ESTABLISHED MANUFACTURERS REP- 
RESENTATIVES calling on jobbers, chains 
and industrial accounts desire Additional Major 
Lines. Have warehousing facilities or car- 
load shipments, well manned office and a corp of 
experienced salesmen. 
Associates, 2406 So 
Missouri. 


7th Blvd., St. Louis 4, 





EXPERIENCED HARDWARE SALESMAN 
WITH GOOD FOLLOWING among hardware 
jobbers and mill supply houses in the Western 
Penna., New York and Ohio Areas desires Sales 
Position Previous arrangements, salary and 
bonus. Age 38. Address Box N-745, care of 
eo Ace, 100 East 42nd St., New York 





MANUFACTURERS’ REPRESENTATIVE 
IN SOUTHERN CALIFORNIA calling. on 
Jobbers and Large Retailers with Builders Hard- 


ware and Shelf Goods, desires Two Additional 
Lines. Aggressive, reliable, excellent coverage to 
active accounts. Best references. Address Box 
N-759, care of Harpware Ace, 100 East 42nd 


St., New York 17, N. Y. 





CAPABLE SALES REPRESENTATION, on 
brokerage basis, for Michigan, Indiana, Kentucky, 
Ohio, available to reputable manufacturers of 
hardware, houseware products only, selling to job- 
bers, chains, department stores and premium good 
users. We are firmly established with number one 


Address M. K. Crews & | 





lines and well known to the trade over a period | 


of twenty years. Address Box N-734, care of 
oe Acz, 100 East 42nd St., New York 
/s a¥. ° 





ESTABLISHED SUCCESSFUL MANUFAC. 
TURERS AGENTS, Office and Display Room 
in Minneapolis—covering North Central States— 
Now doing volume business with Jobbers, Groups, 
Chains and Department Stores. Can do justice 
to major hardware line with growth and earnings 
potentials—Must be exclusive protected territory 
——Commission basis—Your correspondence _ in- 
vited. Address Box N-719, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 





Over 60% Off! 


Brand new $200.00 show- 
cases for $75.00... brand 
new $60.00 flush type 
counters for $24.00. Yes, 
brand new ... in their 
original crates in Grand 
Rapids, Michigan. The rea- 
son? We ordered too many 
... more than we could 
use. We're clearing them 
out at a fraction of their 
original worth or today's 
replacement cost. For full 
information write: 


Address Box N-740, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















FOR SALE—HARDWARE AND ELECTRI.- 
CAL AND APPLIANCE BUSINESS established 
since 1911. Long lease, moderate rental, apart- 
ment above store available. Total investment $11,- 


000.00, terms. All inquiries welcomed. Address 
Mr. Leon A. Potts, 44 E. Main St., Newark, 
Delaware. 








L__ Positions Wanted | 


RECEIVING STOCK POSITION WANTED 
IN HARDWARE by ambitious married man. For- 
merly employed at Patterson Bros. Excellent all 
around hardware background. Address Philip 
a gan 1756 Bergen Street, Brooklyn 33, New 

ork. 











[ Business Opportunities | 


WANTED HARDWARE STORE PREFER- 
ABLY SOUTHERN NEW ENGLAND serving 
suburban or rural area, volume around $60,000. 
Also interested investing in established business 
desirous of expanding or whose owner wishes 
gradually deliver responsibility to younger man. 
Address Box N-752, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 








FOR SALE HARDWARE — ‘Sales $13,000 
month; busy Indiana County Seat; established 
twelve years; new building 57x90; new fixtures; 
complete full line also appliances, farm supplies; 
no competition; best location in town; employ 7; 
long lease; $65,000 stock; priced for quick sale, 
$75,000 rare buy. Address Apple Company, 
Brokers, 1836 Euclid Ave., Cleveland 15, Ohio. 








WOOD SCREWS 


A large stock of Wood Screws is available in 
Canada for export to any Country at prices 
much below manufacturers’ cost. For full par- 
ticulars 


Address Box N-737, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















HARDWARE STORES WANTED 
Anywhere in the U.S.A. 
Substantial Cash Buyers Walting 
No obligation to list with us 
GOLDEN BUSINESS ora | 


Est. since 1918, Founded on Fidelity 
Lee 2525 BROADWAY, NEW YORK 28, N. Y. 
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MERCHANDISE WANTED 


CLOSEOUTS! DISTRESSED MDSE. AND 
DISCONTINUED NUMBERS 


FOR IMMEDIATE CASH! No Quantity too 
large. Quick action! Call or Write 


FAIRLEY TRADING CORP. 
88 University Place, New York 3, N. Y. GR. 3-5624 

















FOR SALE— WHOLESALE HARDWARE 


SUPPLY HOUSE well established in South 
Florida area with main outlet Miami. Minimum 
capital required $75,000.00. Owner must leave 

AGE, 


town. Reply Box N-748, care of HARDWARE 
100 East 42nd St., New York 17, N. Y. 





FOR SALE — HARDWARE STORE 


For over forty-seven years recognized as one of the 
finest, best stocked, hardware stores west of the 
Mississippi. Modern two story building, with fuil 
basement display. This store has exceptionally fine 
location in a city located at the gateway to the new 
Atomic Energy Plant in Southeastern Idsho. Owners 
dissolving partnership, selling stock and fixtures enly 
Address Box N-754, sare of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















RETAIL HARDWARE BUSINESS FOR 
SALE in Orlando, Florida. Large, well estab- 
lished store with an excellent reputation throughout 
Central Florida. Complete line of merchandise. 
Ideally located, with long term lease if desired. 
First time offered for sale due to illness of owner 
Merchandise and fixtures can be purchased at in- 
voice price. Address McNutt-Heasley, Realtore, 
15 W. Washington Street, Orlando, Florida. 





RETAIL HARDWARE BUSINESS’ FOR 
SALE—top location in Large City in Virginia. 
Annual sales $250,000, highly profitable over 
thirty years—owner retiring. Price: Inventory 
$80,000 plus fixtures $15,000. Good lease modern 
building. Terms arranged for qualified individual 
or partners. Address Box N-760, care of Harp 
wArE AGE, 100 East 42nd St., New York 17, N. Y. 





FOR SALE—CENTRAL ILLINOIS. OLD 
ESTABLISHED FARM COMMUNITY HARD 
WARE STOCK, which includes Building Hard 
ware, Paint, Fence, Gift Goods, Furnace, Plumb 
ing, and Electric Supplies. 250 Bottled Gas In 
stallations. Store Equipment including 1948 Dodge 
Sedan. Buildings rent for $50.00 monthly and can 
be continued. These buildings comprise the Hard 
ware Building (Mair Floor and Finished Base 
ment with front stairs) and two small warehouses. 
I have a 7 room all modern home, with Youngs- 
town kitchen, stoker heat, venetian blinds, newly 
decorated, which I will sell with the business. 
Reason for selling—Owner must change climate. 
Price $35,000.00 for all except home furnishings 
Furnishings could be purchased. If interested 
write Box N-761, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 
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Again the Customer Makes 
HARDWARE AGE the No. I 


MERCHANDISING PUBLICATION 
in the Country! 


This is not our story.It appeared 


in the March 3, 1950 issue of And in the Har dware Tr ade 


Printer's Ink, acknowledged au- 
ory hele advertienent's ‘ft’ S HARDWARE AGE 2 fo 7! 


reproduced , 












































Of the 6,883 magazines of all types published in the country in 
1949, customers put HARDWARE AGE in fifth place and made 
“ 9 it the No. 1 merchandising publication in the country, the only 
s OF Printers one among top 25 magazines. Moreover, in this field of all 
TOTAL PAGE 1949 magazines — general, technical, farm, industrial and trade — 
ADVERTISING— they placed HARDWARE AGE in the forefront of such distin- 
6.564 guished company as the Saturday Evening Post, Life, Time, 
Oil & Gas Journal New Yorker and Newsweek in the point of advertising pages 
pe 6,269 carried. 
iron 
Steel oa Listed on your lett are He Here are a Few Reasons for 
American Machinist oo axines of ee ws HARDWARE AGE Leadership: 
. s olweys. 
: Hardware Age 4.121 a ot leaders —slehto FIRST IN VOLUNTARY, PREPAID CIRCULATION. 
asotey ooe os 4 ee Seatag tet int @ Greatest Unit Store Coverage. 
: . ws-Recor ' eo 
Engineering Ne 3,677 feta)! : 24,400 retailers and retail salesmen in more than 22,600 stores 
Printers’ Ink Ot course, it's well-tne offer practical saturation of the important outlets throughout 
Journal of the American 3,673 publishes the most pour the country. There is at least one merchant subscriber in 9,020 
Medical Association 3,547 field . . - but pen towns and cities throughout the nation, 
. odv 
Life 3,507 o0 pane @ Largest Wholesaler Coverage. 
Business Week 3,439 ——— 6,100 executives, buyers and salesmen in the 545 wholesalers 
Electrical World aid Got Sonny 0 subscribe to HARDWARE AGE. This is nearly 50% greater 
hemical Engineering eth where you find #h coverage of the key men in the wholesale field than provided by 
ae ait po paar soles pot any other national hardware paper. 
—. 3,120 you find the ogee @ Largest Effective Audience in the Trade. 
— 3,106 ved —— the lor HARDWARE AGE reaches the largest effective audience in the 
New Yorker 2,959 ae executiv trade with more than 35,400 of voluntary, prepaid subscribers 
Product Engineerind 2.856 ane pay in every section of the country - your assurance of active reader 
Railway Age . And. geo 2 interest. 
Purchasing - cron? ane edie. f FIRST IN EDITORIAL CONTENT: 
urchas outs i . : 
Factory Management . 2,667 pliers ploce in Printe In 1949 HARDWARE AGE published a total of 1,739 editorial 
Maintenance 2.606 Yes, customers ore | pages, 40% more than any other hardware magazine. HARD- 
World Oil : that Printers’ Ink is WARE AGE is truly the magazine of merchandising experience. 
2,525 33% of the editorial pages were devoted to current and actual 
First in News successful merchandising practices for the dealers’ consideration 
and practical application. 
What better proof is there of the pre-eminent value HARDWARE 
also - ret AGE offers than proof expressed by the toughest jury of them all 
: — those we must regard as experts — the customers themselves! 
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auger bits Midway Auger Bits 


for every 


purpose 2 cho waat the Gest!” 


Auger bits for 
electric drills 
13 sizes (*A6” to '%e") 


INC 





THE MIDWAY TOOL*CO 








“pregerred by all 


Sales Office: 


Standard auger bits 
13 sizes (“16” to 1%e@") 


The Arcade, Cleveland, Ohio 
Factory: Melvin, Ohio 
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Send for Descriptive Folder. 


Order from your Jobber 


BRUSHES 


Touch-Up Bronzing 


Marking Varnishing 
Enameling Lacquering 


boxes 


At GRUMBACHER 





464 WEST 34th STREET NEW YORK | NEW 








in 





YORK 














Get this GARDE 





for more and 
bigger profits! 





@ Spading Forks 
@ Rakes 

@ Hoes 

@ Cultivators 


@ Turf Edgers 
@ Lawn Sweeps 
@ Special Tools 


And America’s most complete line of short 
handled “Midget” tools—trowels, rakes, cultivators, etc. 


TOOL CATALOG 


@ Sidewalk Scrapers 





SEND FOR YOUR FREE COPY TODAY! 


GAPRDEX INC., Michigan City, Indiana 















Popular all-purPor" tes leader 


Brown & Sharpe Mfg. Co., Providence 1, R. I., U.S. > 


BROWN & SHARPE HAIR CLIPPERS 
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IT’S HERE! THE ONLY PLASTIC, HIGH-LUSTRE 





FINISH DEVELOPED FOR ASPHALT TILE! 


ASPHALT TILE 
310 LUSTRE 


Open up a big, new market with RA-GLO! Gives 
asphalt tile a non-slippery, transparent, high-lustre, 
enamel finish. Water-resisting, weather resisting. 


Some Choice Territories For 
Dealers And Distributors Available 


RADAR PAINT CO. 


1769 Carter Avenue 


New York 57, N. Y. 














6001 So. Gramercy Place 


MOORE 


PUSH-LESS 
PICTURE HANGERS 


will safely support 10-100 
Ibs. of mirrors or pictures. 





Sell them to your cus- 





tomers with COMPLETE 
CONFIDENCE 
nationally advertised. 


PUSH-PINS 


ore perfect for lighter wall dec- 


They're 











orations, curtain tie-backs, etc 





PHILA. 44, PENNA. 









yoy NOW TO DO 
E#" HOUSEHOLD CAULKING JOBS 


SEAL RITE CALK-O-TUBE 


Makes quick work of filling cracks around sinks 
and bathtubs. Just squeeze it like a toothpaste 
tube. Unequalled for filling seams in kitchen and 
bathroom tile—does not dry out and crack like 
the cement. Seals openings around windows, 
doors, etc. Stops insects, roaches and bugs. Avail- 
able in white or gray. 


SEAL RITE CAULKING CO., Inc. 


Mfrs. of 5 sizes of Caulking Guns 


LOS ANGELES 44, CALIF. DETROIT 21, MICH. BROOKLYN 22, N. Y. 
6335 Lyndon 192 Green St. 





World's Largest Producers of Caulking Materials 














Extra Income... Extra Profits! 


sutting 


Make keys with this famous profit making key 


machine. Cut keys with precision speed accuracy 
economy. Why let this extra income pass you by 
Why close the door to those extra profits? Let how 


you how the HOUK Machine can and will pay for itself 
HOUK cuts keys with precision no wasted blanks 






Write today for FREE illustrated 
brochure and special deal. 
poet t eee reser rere 
WHITLOCK CORP Dept. HA4 


17 Warren Street 
New York Y 


Gentiemen: Please send HOUK bro- 
chure without any obligation on my part 
NAME 

ADDRESS 

CITY 

STATE 
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GIVE YOUR CUSTOMERS EXTRA QUALITY 
GIVE YOURSELF EXTRA VOLUME 


Seven models...each boasting extra value features 
.. including spacious storage cabinets... smoke-free 
Blue Flame burners... 

rounded corner design 

and gleaming enamel 

finish on heavy gauge 

steel. 


THEY REMEiviBER AT HOME 


FORGET IN YOUR ST ed ! 


E ee i AP G 


4 on") 
ast wO pttt 
gt a 
oe 
~ 


> a LINOLEUM 
~ SEAM AND EDGE BINDING 
GET EXTRA SALES WITH $ & W’S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
because the home owner forgets 





INDIVIDUAL 
12-FT. CARTONS to make a purchase while in your 
store ... and you lose an extra 


12 feet of pliant, sil- 
very zinc in each small 
box . . . pre-shaped, 
prepunched with nail 
holes . . . plus all nec- 
essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


sale! Put the S & W linoleum seam 
and edge binding displays near 
your cash register and watch them 
empty out. No cutting ...no meas- 
uring. The customer pockets the 
handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 


AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 


BROT) Gr 


THIS MARK. 
HINGES - 


SPRING 


ARE THE QUALITY 7 


BEST 


MORE REPEAT SALES 


Customers like the ‘‘home work- RING UP 
shop”’ price tag on Edgehill saw MORE REPEAT 
blades. But it’s the longer-last- SALES 
BUTTON TIPS ing service test that keeps cus- THIS YEAR 
STANDARD tomers coming back for Edgehill by 
Brand. Edgehill Brand is preci- STOCKING 
sion-built and guaranteed in- EDGEHILL 
dustrial quality by the maker of BRAND 
circular saw blades used as orig- NOW. 
inal equipment on many fa- 
mous power tools. 


TYPES BUSHINGS SEE YOUR 


6,7,8and10 %"-%/," and %/,"- JOBBER OR 
inch Flat and 1/2” Available at WRITE FOR 
HollowGround No Charge INFORMATION. 


MANUFACTURING CO 
Ve 909 W. 3RD AVE. 
COLUMBUS. 12, OHIO 
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